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‘Going greatl” 


—Eveready’s 


THAT’S the word we get from the field. And 
no wonder! The new special deal is a win- 
ner any way you look at it. Ten standard 
Eveready 2-cell Long-range Focusing 
Spotlights, No. 2671, packed in the special 
display-carton shown herewith. ‘Twenty 
standard Eveready Unit Cells, No. 950, in 
a separate package. 


For a limited time, these flashlights will 
retail at $2.25 apiece, complete with battery 
(regular price $3.00). The dealer pays 
$14.70 for the lot and makes a clean profit 


special deal 


of $7.80 every time he empties a carton! 
No. 2671 is a wonderful flashlight. It’s got 
everything! 


If your dealers haven’t yet taken advan- 
tage of this special deal, get their order 
today. If they have, get’em to repeat. Keep 
this one moving. It’s the best bet in years! 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York 


Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 


San Francisco 


EVEREADY 
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-they last longer 
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T ONE time we were connected 
with an electrical supply jobber, 
CONTENTS a jobber whose first and last thought 
was “policy.” The training of the 
men included a course, fed on a spoon 
as necessity demanded, in the high 
. , —_ ideals of the policy which they as 
Selling the “Orphan Annies representatives nee to honor. And, 
the strongest of these ideals was the 
discouragement of gossip. Often, a 
new man would write in that John 
Jones was doing so and so with prices. 
A Working Knowledge Is Your Stock in Trade—By R. P. “Where’s your proof?” would be the 
Wakeman answer flashed back, “We don’t want 

: rumors, but facts.” 
It Is Easy to Sell Your Dealers on Electric Ventilating In the radio industry, quite fre- 
Fans and Blowers If You Are Familiar (1) With Their quently, a rumor will make the rounds 
Applications and (2) The Way to Figure Installation that a certain radio manufacturer is 
Requirements—Common Sense, Not Technical Knowledge, through, the creditors are taking the 
the Chief Asset. hinges off the door, and the sets are 
about to be “dumped in the market.” 
It Was Easy Then—By Maurice C. Moore ‘ ; These rumors, most of which cannot 
be substantiated, are certainly a most 
Sometimes It Is Said That to Make Good in the Past Was severe trial for the unfortunate manu- 
Child’s Play Compared With the Effort Called for in facturer whom it happens to concern. 
These Strenuous Times. The next time it is carried to you, ask: 
“Where is your proof”? When the 
reply comes back, as it generally will, 
“Oh, I just heard it in Osceola, Ia.,” 


A Co-operative Movement Initiated by THE Jopper’s SALEs- or “Three Forks, Mich.,” take the time 


MAN to Increase Sales During the Months of July and to deliver an oration on policy and 
August, 1926. on the injustice of such statements. 


It’s only playing the game and it’s 
A the only attitude you would like to see 
Leagues and Salesmanship—By J. E. Bullard taken toward your own company 
whether you happen to be a manu- 
facturer or jobber. 


Tools, Tape, Solder and Straps Sound Like the Minor Items, 
But Are They? 


Summer Sales Prize Contest.......... 


Why a Salesman Who Is Active In His Local League Is 
Looked Upon As a Bigger and Better Man and His Advice 
Taken With More Confidence Than It Ever Was Before. so 

EXT month, one of the most in- 


igh aed teresting features will be the 
In the Light of the Law—By M. L. Hayward, B. C. L............. pa Pp cl lar 


Knotty Legal Points That May Come Up Any Day Ina of electrical jobbing establishments 
Jobber’s Business or That of His Dealers, and How Some throughout the country. Perhaps it 


Courts Have Decided Them. was expecting too much, but we hoped 
to show everyone. Not all of them 


. , are in yet, however, and the dead 
Market for Electrical Supplies... .. . 15 line (for receipt of pictures in this 
Pictorial Review of Electrical Developments... 17 office) is May 10. If you have not 
sent in your building picture yet, 

Men You Should Know—Van N. Marker..........2--0 5 please do so at once. Almost any 
i kind of picture will do, a large pho- 
News of the Jobbing Industry eer, SF oe 4 26 ieatiedc a Real Ghia a sheet orn 
I 8d ae tok oe el .- 2 yer. sey > 2 from a catalog or booklet (if printed 
82 in black on white) or a lithographed 

letterhead showing the building. Please 


Manufacturers’ News indels eae ae do not send cuts. 
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Yhere are Many Anchors- 
but only One NeverCreep, 








The above chart is compiled as a sales help for you. It illustrates 
clearly the fact that we are prepared to furnish a NEVER CREEP 
Anchor to meet any soil condition. This chart should be carried by 
all jobbers’ salesmen selling NEVER CREEP Anchors, as the chart 


enables you to readily make a proper recommendation. 


The large utilities order strand to conform to the strain applied, 
and not by size. Hence the above information. 
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Editor’s Page 


Radio Market 
HE “RADIO Market” being compiled 


for the benefit of the radio department 

managers of electrical supply houses to aid 
them in making up their radio catalogs for the 
1926-27 season will be shown in the July issue. 
Most of the manufacturers will not be ready 
before July 1, to make their announcements so 
it has been decided to run the “Radio Market” 
at that time. 


* * * 


Stop Giving Away the Profits 


XCESSIVE allowances on the part of 
dealers for used washing machines traded 
in on new machines can quite easily be- 

come a serious menace to the industry as a 
whole. Indications point to the fact that this 
evil is creeping in. The time to put a stop to it 
is in the early stages. Manufacturers, jobbers 
and dealers in electrical appliances should gct at 
once and in a concerted manner to discourage 
this practice. 

Upon investigation, we have found that other 
industries making specialties have allowed 
themselves to become hopelessly involved in 
their merchandising by following the practice of 
making unreasonable and excessive allowances 
for used products in trade-in. For example, in 
the typewriter industry, over 60 per cent of the 
1925 sales involved taking in a used typewriter 
the resale price of which was uniformly far 
below the allowance, and, further, the average 
allowance for a used typewriter was in excess of 
the factory cost of a new typewriter. ‘This 
practice in the typewriter industry has become 
so general that the typewriter companies are 
compelled, in order to get volume, to open and 
conduct their own retail outlets because no inde- 
pendent dealer can live when his profits are 
given away for the old machine. 

There are about 4,500,000 electric washers 
now in use in the United States, where there are 
nearly 15,000,000 wired homes. ‘There is, there- 
fore a tremendous field for productive business 
among the homes not now equipped with an 
electric washer. ‘To get volume, it is not neces- 
sary to go after replacement business on an 
unsound basis. The maximum allowance for 


trade-in machines should be junk value or ac- 
tual resale value, which is usually junk value. 
Any excessive allowance for a used machine in 


the long run is paid for solely by the dealer out 
of his profits. 

Everything that the jobber can do to per- 
suade washing machine dealers to take counsel 
with their competitors in a local way and dis- 
continue the practice of bidding against each 
other for a used machine in their merchandis- 
ing is a step in the right direction. 

* * * 


Public Utility Securities for Salesmen 


HEN a salesman for an electrical sup- 
Wir house stops to think of the effect of 

his endeavor to push the sale of electri- 
cally operated devices, he must realize that 
somewhere back of him there must be someone 
to supply the electrical current. 

To supply this force, means a constant in- 
crease in money (capital investment) to use in 
building the generating plants and transmission 
lines. 

The supply salesman knows that if these gen- 
erating plants are not increased, soon their 
‘capacity will be reached and the field for 
further endeavor of the supply salesman re- 
stricted. 

In one instance of a large plant that had 
reached its maximum capacity, 75 solicitors 
were thrown out of employment. That par- 
ticular plant increased its capital stock and 
started a campaign with the public—tem- 
porarily issued short term notes and made plans 
for an increase of generating plants. In the 
territory supplied by this plant a reduction in 
sales of supplies had been distinctly noticeable, 
until there was once more a surplus of current 
that would permit the taking on of new cus- 
tomers. 

There is no investments at the present time 
that deserve a better rating than the stocks of 
public utilities. They are an investment and 
not a speculation. 

If you sell a washing machine, a vacuum 
cleaner, a toaster, or any device that lessens the 
labor of the household, you are doing good work, 
but there is a further duty for you. You should 
sell the idea to your customer to invest in the 
stock of the company that supplies the current, 
so that the company can keep on increasing its 
capacity; its profits go back to the user and in- 
creases your field of activity. 

Further, you should sell the idea to yourself 
and invest your own savings. The world helps 
those that help themselves and by investing in 
public utility securities you are helping vourself. 
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WELL [ELLEM-You ASKEM 
“How Asout TAPE? 


AND You’LL 


Sell Tape With Every Wire Order 








That's our job—telling the users that ‘“‘Dun- 
dee A” Tape is best suited for their purposes, 


Here’s Selling 


Ammunition and we tell °em why, too. 
You come in on the commission end of the 
6“ 99 
on Dundee A Tape sale. Tell ‘em you carry “Dundee A”’ or any 


other Okonite tape and you'll sell ’em. 


Practically all of your trade know “Dundee 
A” so it needs no introduction—just talk it up 
and you'll increase the pay check. 


“DUNDEE A\”’ friction rubber compound 
contains only Hevea Rubber and chemically 
pure compounding ingredients, and contains 
no solvents, shoddy, resin or bitumen and is 
frictioned on both sides through the specially 
woven fabric by means of rubber calenders. 


“DUNDEE A” has much greater adhesive 
strength (don’t confuse adhesiveness with 
stickiness) than is required by the test quoted 
previously, only separating at a rate of 6 inches 
to 8 inches per minute under this test, as 
Neer ence Pitern scent ory against the 30 inches allowed. This is a far 


color—black—and is wrapped in “ 
foil and packed in paper cartons. greater adhesive strength than most tapes on 





Standard package is one-half the market. 

pound net weight of % inch 

tape, but any width and weight Its weathering property is equal to or better 

of packings hater Sepa. than any other tape (‘“Manson” alone ex- 
cepted). 


THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


: NEW YORK ne, PITTSBURGH ST. LOUIS 
tA BIRMINGHAM AN FRANCISCO LOS ANGELES SEATTLE 


F. D. SB... mae Co., Cincinnati, O. 
Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 


adian Representatives: Enginee Materials Limited, Montreal 
cae Cuban Representatives: Victor . Mendoza Co., Havana 


an 
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Selling the “Orphan Annies” 


Tools, Tape, Solder and Straps Sound Like 
the Minor Items, But Are They? 


AYBE this sounds like a pretty dry subject to 
Moe If so, you are wrong, decidedly wrong, for 

there is a great deal of development going on in 
these branches of the electrical industry, a vast amount 
of knowledge available, and a wealth of prospects open 
to you if you concern 
yourself with the facts. 
As one successful job- 
ber’s salesman has 
said, “There is a field, 
wide open, for these 
products.” 

First of all, consider 
linemen’s belts, safety 
straps and straps for 
climbers. Time and 
again a jobber’s sales- 
man takes an order for 



















“There is a Field Wide 
Open for These Prod- 
ucts’”’—to Quote a Live 
Jobber’s Salesman. . 





climbers without getting the order for straps and belts. 
Ten chances to one he has been put off with “oh, let’s 
forget about them. I can pick them up later.” The 
average salesman folds his tent and slips away because 
he is not acquainted with facts. The type of leather 
which the electrical jobber distributes is, as a rule, very 
good but unfortunately many overlook this fact, being 
content with the thought that “leather is leather,” and 
anything will do. 

Until quite recently (and unfortunately to some ex- 
tent at the present time) due to lack of knowledge. 
little detailed consideration has been given to the subject 
of the “Safety Factor” in linemen’s body belts and 
safety straps, except in the case of large properties 
maintaining an organized safety bureau. The natural 
consequence is that linemen have purchased their equip- 
ment at a price on.the assumption that “leather is leath- 
er” and one belt or safety strap is as good as any 
other. 

How fallacious this reasoning is, is abundantly proved 
by actual tests made in the laboratory of a manufacturer 
distributing through electrical jobbers. 

These tests have been conducted over a considerable 
heen 
test- 
especially 


period and have 


made on a tensile 
ing machine 
designed to apply the 
load in a manner exactly 
similar to the way in 
which the load comes on 
in actual use. 

These tests on 1°%4 in. 


standard type safety 
straps made of identical 
pattern but of leather 
supplied from various 


sources show a variation 
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in the ultimate load at which failure occurred all the way 
from less than 800 lbs. to over 2400 Ibs. 

These leathers were all claimed “first quality” and a 
visual inspection by any other than an expert would 
mean their acceptance without question. Yet tests reveal 
the surprising truth that one strap when new may be 
actually three times as strong as another. (What the 
comparison would be after a period of hard usage may 
be left to the imagination. ) 

This then leads us to the inevitable conclusion that 
though “leather is leather,” there may be great dif- 
ference between the leather from one tannery and that 
from another. Leathers looking much alike may yet have 
hidden within the one a dangerous lack of strength while 
within another is a factor of safety ample to assure 
freedom from accident under any field condition. The 
selection of a suitable harness leather for linemen’s belts 
and safety straps can only be handled by an expert whose 
judgment must be verified by chemical analysis and ten- 
sile tests. 

How can a lineman or engineer tell whether a strap 
has been made of stag (an old bull) hide, steer hide, or 
cow hide? How can he pick out a hide from a sickly 
animal which on account of the animal’s unhealthy con- 
dition is defective in tensile strength? He cannot! 

How then can the safety engineer or the lineman be 
protected against inferior belts and safety straps that 
are dangerous because made of cheap unsuitable leather? 

In the majority of instances, the amount involved will 
not permit the expense of detailed investigation. Test- 
ing machines, cost of chemical analysis, all run into con- 
siderable money. Fortunately, this is not necessary even 
when possible. 

One property allowed its linemen to purchase non- 
standard material for many years until the settlement of 
accident claims became an item that could no longer be 
It then appointed a safety engineer to in- 
vestigate and report. 

In the course of his survey he discovered a generally 


overlooked. 
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careless attitude on the part of the linemen. Safety 
straps were kept in use long after they had become 
dangerously worn. When cut they were patched and 
kept on the job. “Dee rings’ were in some instances 
formed out of copper wire. In fact the leather climb- 
ing equipment as a whole was “junk.’’ When his report 
came out it stated that it would be economy for the com- 
pany to furnish its linemen with a new equipment every 
12 months without cost, if by so doing accidents due to 
faulty equipment could be stopped. 

It is interesting to note that his recommendations were 
accepted and have been put into effect. A period of 
over two years elapsed and today that property would 
never revert to the old policy of allowing its men to 
purchase and use any non-standard belt or strap they 
chose. 

Frequently, utility companies desiring to test out line- 
men’s leather goods, have submitted their belts and 
safety straps to tensile tests. These tests caused a marked 
permanent stretch. After having thus materially weak- 
ened these belts, these companies return the belts to the 
lanemen as being perfectly safe, because they have been 
tested out! In it least one case serious accidents occur- 
red after these “tested” straps were issued and the 
“tests” have since been discontinued. Analysis and ten- 
sile tests are continually being carried out in the labora- 
tories of reliable manufacturers. But the tests render 
the belts or straps utterly useless, and “tested” leather 
goods are discarded because the permanent rupture of 
the leather fibres renders them unsafe. These tests how- 
ever are run constantly and definitely assure uniform 
high quality and consequent high safety factor. 

Leather, as applied to linemen’s belts and safety straps, 
is a subject in itself. There is not room, unfortunately, 
to go into detail in this article on its various ramifica- 
tions. The high lights given should however be suffi- 
cient to give you the confidence in the product you are 
handling to make a fight for that next order with in- 


telligence. And certainly, ap- (Turn to Page 74) 





A Hobby Is An Essential to Business 


66 ILL” WHEAT, (see picture) 
B manager of the North Coast 
Electric Co., Portland, Ore., has a 
few comments to make on this subject: 
“There are numerous people en- 
gaged in business who have no 
hobby. 

“One of the most essential require- 
ments of efficiency is a diversion from 
the constant confinement of business. 
Without a hobby your health, dispo- 
sition or your efficiency is usually 
affected. 

“My hobby is outdoor recreation, 
principally fishing, also a little golf, 
but I find it much easier to catch fish 
than to kill golf. The reason my 
hobby is fishing is because it is ex- 
cellent exercise and most restful to 
the mind. Whether the fishing is 
good or not makes no difference, as 
your mind is occupied every mo- 





ment; you are expecting a bite, slip- 
ping off a slick rock, getting your 
hook tangled in the brush, getting in 
over your boots and numerous other 
exciting incidents during a day’s fish- 
ing. 

“After a week-end fishing trip, I 
come home physically a little tired, 
but mentally rested, then a good 
night’s sleep and on Monday A. M. 
I am on the job before the stroke of 
eight feeling like a king ready for 
an exciting week of business. 

“Looking forward to the wonder- 
ful week-end ahead makes business a 
pleasure. 

“Life is short, why not make it all 
pleasure, because when you are called 
on by Satan to play a harp there will 
be no pleasure there. 

“Does fishing make liars out -of 
men or are all liars fishermen?” 
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A Working Knowledge 
Is Your Stock in Trade 


It Is Easy to Sell Your Dealers on Electric Ventilating Fans and Blow- 
ers If You Are Familiar (1) With Their Applications and(2) The 
Way to Figure Installation Requirements—Common Sense, 

Not Technical Knowledge, the Chief Asset 


By R. P. WAKEMAN 


Illinois Electric Co., Los Angeles 


E WILL endeavor to suggest some of the possi- 
bilities of the ventilating fan business, in an ef- 


fort to help you to sell the idea to your customer 


dealers. Also, your efforts with your 
prospective dealers and consumers, 
will bring far better results if you 
have a good working knowledge of 
the methods used in figuring capaci- 
ties, static pressure and power. 

To the distributor or jobber, the 
sale of electric ventilating fans offers 
attractive possibilities, both in volume 
and in satisfactory business. Once 
the sale is made, under proper direc- 
tion, the chance for return or ex- 
change of equipment is very slight. 
Very seldom is service required, and 
then only of a minor nature. As a 
rule, the dealer who is alive enough 
to see the advantages of this class of 
business, is large enough and a good 
enough business man to be a good 
enough credit risk, and such purchases 
are promptly paid for. It has also 
been found that much business, in the 
supply and other lines, results from these fan sales. 

While it is desirable to look upon the electrical dealer 
as the official medium for contact with the consumer of 
electrical ventilating equipment, we must not overlook 
the other mediums of contact which are becoming real 
factors in the business, and possibly the logical ones. 
Many times the electrical ventilating equipment is in- 
cluded in the plumbing and heating or ventilating specifi- 
cations, instead of the electrical contractor’s specifica- 
tions. As a result, the heating and ventilating contrac- 
tors often furnish this apparatus, employing outside help 
to install it, when their own organizations do not include 
electricians. 

A fertile field for sales endeavor exists among the archi- 
tects and engineers. No modern plan and specification 
is considered complete without including ventilation. 
Timely suggestions and little helps from the jobber sales- 
man are always sure to bring commensurate results from 
this direction. 

The range of sizes and types has been so simplified that 
the stocking of a complete line is not complicated, and 
the money invested is not great. The stock turnover is, 





R. P. Wakeman 


consequently, very satisfactory and the profit ample. 

Very material assistance is received from the manufac- 
turer in the way of magazine and newspaper advertising 
, of national scope, as well as circulars 
and descriptive matter, supplied free 
for distribution. 

From the dealer’s standpoint, the 
possibility of the electric ventilating 
fan business is limited only by the 
energy which is put into it. 

In many places, ventilation is de- 
manded by the public. In such cases 
the owners are anxious to make the 
installation as a business proposition 
—more patronage, more dollars in 
their pockets. 

In the residence kitchen, especially 
is vast possibility for the sale of ven- 
tilating fans. In this day of modern 
conveniences, the housewife is 
much interested in kitchen ventilation. 
She considers the ventilating fan as 
necessary as her electric iron, perco- 


very 





lator, sweeper, range, and other ap- 
pliances. When guests call, she wants 
to be sure that no disagreeable odors, heat, or vapors 
from the kitchen permeate the other rooms and cause her 
embarrassment. 

In apartment houses with their congestion and huddling 
of a large number of rooms in a small space, the kitchen 
is often without access to natural or outside ventilation. 
Here the exhaust fan is a necessity, for cooking activities 
in one kitchen would often be distressing to the occu- 
pants of the entire building. 

Garages, both public and private, require ventilation. 
Oftentimes, in crowded districts, all floors of a large 
building will be used for parking purposes, and the foul 
gases, generated and confined under the low ceiling, would 
be deadly, unless removed by artificial ventilation. 

The motion picture industry, both in the production 
end and also in its show houses, is the best of prospects. 
The studios, with their dark, acid-saturated rooms, and 
the theatres, with their air-tight, flame-proof projection 
rooms, must be taken care of. 

Electric ventilating fan business is a clean business for 
the dealer. It is, in a great many cases, non-competitive ; 
the consumer often relying on a dealer, in whom he has 
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been worked out by the manufac- 
turer. 

The dealer’s margin of profit is” 
large and prices well maintained. 
There has been none of the demora- 
lization in this line that is apparent 
in some other lines. 

For the dealer, ventilating fan 
jobs are two-profit jobs ;—a profit on 
the apparatus and also a profit on 
the installation—all handled under 
one overhead charge. One fan job 
will net the dealer more than several 
competitive contract jobs. 

Ventilation is accomplished in two 
ways: First, by removing the foul 
air, by means of suction, and allow- 
ing fresh air to come in and take its 
place in accordance with the natural 
law of vacuum; second, by forcing 
the fresh air, by means of pressure, 
into the space and driving out the 
foul air before it. 

The propeller type of exhaust fan 
employs the first, or suction princi- 
ple, and the blower type of fan, the 
second or pressure principle, or 
sometimes a combination of both. 

In figuring capacities, in the case 
of propeller fans, two factors must 
especially be considered; the cubical 
contents of the room or rooms to be 
ventilated, and rate of air change. 
In the case of blowers, static pres- 
sure, or friction of ducts, must also 
be considered. 

Beside these factors, which are 
known, or may be computed, there 
are always local conditions which 
cannot be reduced to figures but 
which must be taken into account. 
These conditions cover prevailing 
winds, proximity of adjacent build- 
ings, consistency of air, or gases to 


be removed, assistance or hindrance of natural ventila- 
tion, and many others, all of which may be analyzed and 
properly disposed of by means of plain common sense. 

The cubical contents of the space to be ventilated is 
found by multiplying its length, by its width, and by its 


height. 


The rate of air change is determined by the number of 
occupants, by the character of the air to be removed, and 
by the results which it is desired to obtain. If an attempt 
were made to figure the rate of change for each individual 
installation, endless labor would result. 
experience and practice, basic rules have been formulated 
and used in arriving at figures, which have been tabu- 
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confidence, to plan and execute an installation which will 
produce the required results. Details of apparatus and 
price, oftentimes, do not enter into the negotiations at 
all. Prompt payment on the part of the consumer is the 
rule, because of the prosperity which he generally enjoys. 

Installations are simple, and require no_ specially 
skilled labor. In the direct connected outfit, all details 
of power and drives are eliminated, because they have all 











Electric Ventilating Fans 
and Blowers 


I. Possipinitres oF JoBBER Business 
1— Volume 
A—Through Electrical Contractors 
B—Through Heating and Ventilating 
Contractors 
C—Through Architects and Engineers 
Specifying 
2—-Satisfactory Business 
A—Very little service required 
B—Percentage of return or exchange 
small 
C—Good credit customers 
D—Brings business in other lines 
E—Small simplified stock required 
F—Satisfactory stock turnover 
G—Margin of profit ample 
H—Advertising help from the manu- 
facturer 
a—National magazines 
b—Circulars 
II. Possrsrirrres of DEALER Business 
1—Prospects 
A—Motion Picture Industry 
a—Studios 
b—Theatres 
B—Food Producers, Dispensers and 
Storage 
a—Bakeries 
b—Canneries 
c—Packing Houses 
d—Restaurants 
e—Residence Kitchens 
C—Buildings 
a—Apartment Houses 
b—Halls 
c—Auditoriums 
d—Ballrooms 
e—Churches 
D—Industries 
a—Garages 
b—W arehouses 
c—Foundries 
d—Spray Booths 
e—Laundries 
f —Laboratories 
g—Drying Processes 
2—Satisfactory Business 
A—Prompt payment 
B—Not competitive 
C—Simple installations 
D—Brings other business 
E—Profit margin ample 
F—Two profit job 
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lated for different classes of installations. These tables 
are accurate enough for practical purposes, and are avail- 
able to any one interested. 

The following rules of air change are commonly ac- 
cepted as good practice: 

Restaurant and hotel kitchens.................... 2 minutes 

Offices and stores (depending on climate).................... 
bhinpedulcbidbaeiingpbatKs 5 to 10 minutes 


Workrooms and factories.......... 
ap fants 20: Mak sh Med 5 to 10 minutes 
Residence kitchens......2 minutes 


Garages............ 5 to 10 minutes 
Tienteds:.:.....6.. 2 to 5 minutes 
| eres an rN OE L 1 to 2 minutes 


snc pinincir esa amapeain 1 to 2 minutes 

In the case of exhaust fans, the 
cubic contents of the space divided 
by the rate of air change gives, in 
general, the cubic foot capacity, or 
size, of the fan required. If local 
conditions are adverse to the effi- 
cient operation of the fan, then it is 
necessary to increase the size, as 
good judgment directs. 

In the case of blowers, the same 
method is used, but allowance must 
also be made for static pressure or 
friction of ducts. Tables for static 
pressure have also been worked out 
and generally used. These tables 
are based on the amount of air per 


‘minute required to flow through the 


pipes, its velocity and the co-efficient 
or friction of the ducts, depending 
on the material, shape, size, number 
and size of branches, etc. 

A few suggestions as to the meth- 
od of installation of propeller ex- 
haust fans may be of help. 

Never place fly screen on the out- 
side of propeller fans as it soon 
clogs with grease and dirt, and pre- 
vents the free passage of air; in 
fact, the screen itself offers nearly 
50 per cent resistance even when it 
is clean. 

Propeller fans should not be used 
in connection with ducts, as they 
are not so designed. Sometimes, how- 
ever, it is necessary to use a duct. 
In this case it must be a very short 


one, with long radius bends, and always larger in cross 
section area than the area of the fan. 

Always place fans at the discharge end of the duct and 
discharge into free atmosphere. 

Whenever possible, discharge the fan in the direction 


which prevailing winds take. 


In restaurant kitchens, the fan should be placed above, 
and as near, the range as possible, in order to gather up 
the smoke, steam, and odors, before they have an oppor- 
tunity to circulate out into the room. Fresh air should 


From theory, be admitted from the front entrance of the dining room, 








if so arranged, through grills of ample size, located rather 
high in the partition, between the 


(Turn to Page 94) 
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It Was Easy Then 


Sometimes It Is Said That to Make Good in the Past Was Child’s Play 
Compared With the Effort Called for in These Strenuous Times 


By MAURICE C. MOORE 


intolerant that I wrote en article on Success. It 

pooh-poohed prodigiously the assertion of a fine old 
gentleman I then knew to the effect that the opportunities 
which exist in these modern times are as many as they 
were when he was a boy, and that, given his old youth and 
energy, he would prove it by repeating his success, and 
so put to shame some of the modern young people who 
hang back because they find the times “too competitive.” 
I thought this the assertion of one who was trying to get 
credit for a larger share of brains, pluck and initiative 
than he was really entitled to by exaggerating the diffi- 
culty of his struggles—the rather smug view of one who 
had made his position and his pile and under-rated the 
strenuousness of these times because he could afford to 
drift with the tide instead of having to swim against it. 
I was struggling myself, and looking around, it seemed 
that almost everything had been exploited, that something 
up to a century ago there must have been 50 openings 
for every opening now. 

And now I repent that article! Open confession is 
good for the soul. I do not think that I quite understood. 
Perhaps it would have been truer to say that although the 
opportunities to make good are never the same in any 
two periods compared, they are not, rightly considered, 
more difficult now relatively than 50 or a 100 years ago: 
they are just different. “But,” it may be said, “‘you will 
surely admit that in these days all fields of enterprise 
have been far more thoroughly exploited than in the past? 
Surely there are fewer openings, very much keener com- 
petition ?” 

But I think that only seems to be so. You find, as you 
go about, that it is a view held chiefly by people who are 
too easily discouraged or who fear the risk of staking all 
on one throw and burning their bridges behind them. 
They are looking for something to excuse an attitude of 
masterly inactivity. 

The success of one man does seem to remove one more 


I REMEMBER once when I was very young and very 


opportunity from others; as, therefore, millionaires and 
merchant princes have come along in the last century at 
a rather alarming rate, it seems to follow that there can 
be very few openings left at all. True, life is much more 
complicated. True again, everything has been developed. 
Business has been brought to an “exact science” (more or 
The men who began in the old days did not have 
the innumerable complexities of these. Life was relatively 
go-as-you-please and jog-trot. They hadn’t the feverish 
hustle. They knew nothing of a thousand and one things 
of which the modern beginner has to take note. You may 
not now start with the rule-of-thumb-anywhere; half 
measures won't be “good enough.’’ You must start right 
away with each side of your activities upon a pretty high 
plane of efficiency. 

Now there are some reservations to be made. 

In the first place, one success achieved is not one oppor- 
tunity removed from the available fund of opportunities. 
The sum total of opportunities is not gradually being les- 
sened so that one day we shall reach a stage when none 
exist. On the contrary, each success, so far from lessen- 
ing the available total, adds to it, because the conquering 
of one field only discloses that others exist. As one thing 
is exploited, it makes capable of exploitation many others 
that we have had to leave alone through ill-equipment or 
unpreparedness. 

Every age must have been like that. There is always 
about the same average number of fields awaiting explor- 
ation. Our forefathers thought their conditions extremely 
competitive. They too could see very few fields that hadn’t 
been overdone. What seems to us now, in the light of 
history, the low point from which they started, seemed a 
high enough point to them. Similarity, our high point 
will appear a low one to our successors. In the year 2500 
one can imagine the young aspirant for success saying: 
“But look how easy things were for those tame old duffers 
in 1926! Business methods were as crude as you like— 
child’s play! In the books of the (Turn to Page 102) 


less). 
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~ Summer Sales Prize Contest 


A Co-operative Movement Initiated by THE JOBBER’S SALESMAN to In- 


crease Sales During the Months of July and August, 1926 





Open to Salesmen of Electrical Jobbers Whose Names Have Been 
Duly Entered for This Contest by Their Sales'Manager 
or an Officer of the Company 





(1) The contest will be run for two months—July 
and August—virtually two contests. 
(2) Tue Jopper’s SALESMAN will give cash prizes of 


$25.00 each to the jobber salesmen, duly entered, who 
make the greatest sales of the products of a certain list 
of manufacturrs during the month of July, and cash 
prizes of like amount for greatest sales of the products 
of another certain list of manufacturers during the month 


of August. 


(3) The manufacturers listed whose products will be 
eligible in the prize contest for July will be those who 
list their products in a special “Contest” insert in Tue 
Jopsper’s SALESMAN for July. Those eligible for the Aug- 
ust part of the contest will be those listing their products 
in a similar insert in the August issue. 

(4+) The July part of the contest will begin on July 1 
and end July 31; the August part will begin August 1 


and end August 31. 


CONDITIONS OF THE CONTEST 





(5) Records for the highest salesman in each of the 
eligible lines (total gross sales for the month at jobbers’ 
sales prices) must be signed and submitted by the sales 
manager or an officer of the company to reach the offices 
of Tue Jopser’s SALEsMAN by noon August 15 for the 
July part of the contest and by noon September 15 for 


the August part of the contest. 


(6) In the event of a tie in gross sales, on the part of 
two or more salesmen, for the products of any manufac- 
turer in either half of the contest, the full amount of 


$25.00 will be paid to each tying contestant. 


(7) On or before June 30 and on or before July 31, 
each salesman will receive a list of the manufacturers 
that are eligible for prizes during the July and August 


periods of the contest, respectively. 





GENERAL 


Co-operative effort between the manufacturers using 
the inserts, the jobber’s salesmen making special sales 
effort on the products of those manufacturers and Tue 
Jopper’s SALESMAN in contributing the prize money, may 
confidently be expected to combat to a very considerable 
extent the tendency toward slack sales during the hardest 


two summer months. 


An announcement of this contest has been made by 





letter to the sales managers of all of the electrical jobbers. 
Entries are coming in at a very rapid rate. 

In case any sales manager has neglected to fill in and 
mail the entry blank it should be done at once. If the 
blank has been mislaid, a request should immediately be 
made for another and this detail taken care of, for no 
prizes will be awarded to salesmen whose names have not 
been formally entered by their sales manager or an officer 
of the company. 
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Leagues and Salesmanship 


Why a Salesman Who Is Active In His Local League Is Looked Upon as a 
Bigger and Better Man and His Advice Taken With More 
Confidence Than It Ever Was Before 


By J. E. BULLARD 


F THE jobber’s salesman could train his customers to 
I come to him, if they would come to him regularly and 
he could see and talk with one after another without 
going out of his office, it is obvious that he could make a 
great many more sales in the course of a year, because he 
could handle more customers. It is quite possible that he 


could sell more to each customer because, with the custo- 


So it went all along the line. His customers might get 
together in groups but they did not extend him a hearty 
welcome to join them. At least as a rule they did not. 
Of course when it came to an annual outing, where it was 
important that just as many as possible attend in order 
that the receipts be large enough to meet the expenses, 


the jobber’s salesman not only was invited, he was ex- 


mer in his office, he could guard 
against the interruptions that are 
almost certain when he is calling 
on the customers at their places 
of business. 

With the customers calling on 
him, he would save all the time it 
now takes to travel from one 
customer to another. He would 
also save the time he now loses 
when waiting to see a customer 
who at the time he calls is busy. 
It would be a great system if it 





E. ROBERTSON, 

¢ of the Robertson- 
Cataract Electric Co., hit 
the nail on the head when he 
remarked: “Success in the 
jobbing business is simply 
a case of hard work, coupled 
with sound economy in set- 
up, so as to whittle out of a 
pretty big gross volume of 


pected to attend. If he did not 
attend the chances were there 
would be a certain degree of cold- 
ness the next time he called on 
one of his customers who had 
been especially active in trying to 
make the outing a success. 

To be 


sure, the specialized groups con- 


All this has changed. 


tinue to get together to discuss 
their problems but the new or- 
ganizations that are being formed 


especially in the _ Electrical 


would work. The only trouble is 
that no way has yet been found 
to make it work. 

Salesmen have to get out and 


sales a 


bs 99 
standpoint. 
dig for business because all other 





satisfactory net 
profit, from a stockholder’s 


Leagues, are open to everyone en- 
gaged in the industry, regardless 
of the branch he may be in. All 
that is required is that he gain his 
livelihood in some way by doing 








salesmen are doing it. They have 
to, because this is the way that 
business has been'done for ages. It is a custom so long 
established that it can hardly be changed. The salesman 
who sits at his desk too much wears out the seat of his 
pants but he never wears out order books. 

Now-a-days, however, changes are taking place which 
the salesman can make work to his advantage. 
and other organizations are being formed. 


Leagues 
Some of 
these are largely social in nature. Others are almost 
purely commercial. The point, however, for the salesman 
to bear in mind is that these organizations bring his 
customers together once a month or so. They may not 
all attend the meetings but it is quite likely that most of 


his best customers do. 


Most of the old-time associations were not open to him. 
When the contractors got together to tell each other their 
troubles and perhaps to settle labor disputes, they did not 
want the jobber’s salesman present. It is more than 
likely they might have something to say about him that 
they had rather say when he was not present. When the 
central station men gathered together, it was probably 
only central station men who were welcome. They wanted 
to talk over their own problems. They might even take 
into consideration the feasibility of doing a little jobbing 
business on their own hook. Naturally a jobber’s sales- 
man would not be especially welcome at such meetings. 





something of an electrical nature. 

At first thought, it might seem 
that these leagues have no very direct bearing on the work 
of the salesman. The dealers, the contractors, the central 
station men, and the jobbers meet to discuss problems 
that are general. Comparatively little may be done 
directly to help the jobber sell more goods. Indirectly, 
however, a great deal is done. 

There are a number of ways such as: keeping in close 
touch with the work the league is doing; being active 
in its work to the extent of serving on committees, and 
doing anything else he is asked to do that does not inter- 
fere with his daily occupation, that will benefit the sales- 
man. The most obvious thing, of course, is that regular 
attendance at these meetings permits him to get better 
acquainted with his cusomers than he can get by merely 
calling on them at their place of business. Though he 
can hardly expect to sell goods to them when he is talking 
to them before or after the meeting, he can make a better 
impression upon them than he could if he made it a prac- 
tice to remain awaey from these meetings. 

There is a certain salesman who feels sure that this 
year he is going to increase his sales to a very marked 
degree. He is setting out in the attempt to sell twice as 
much as he did last year. 

This salesman has been very active in the local Flec- 


trical League. He has given up many evenings to broad- 
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casting messages the league wished to put on the air. He 
aas served on committees. He has attended the meetings 
with a great deal of regularity. Every member of the 
league has come to know him better than he was known 
before and has come to like him and to respect him more. 
Largely because of his league activity, this salesman is 
looked upon as a bigger and a better man than most sales- 
man are considered by the members. He has been able to 
create the impression that his interest in the industry 
extends much farther than merely getting what money he 
can get out of it. His advice is taken with more confidence 
than it was ever taken before. 

All these things have helped him to increase his sales 
volume. They have made an extremely favorable impres- 
sion for him and this impression is causing customers to 
give him the preference, when any preference is to be 
shown. 

League activities reach out in many different directions. 
There are some league members who do not attend meet- 
ings very regularly. They do not keep up with what is 
going on in the league unless some of the salesmen who 
call on them can keep them posted. These members may 
be interested in league work even though they do not 
There may be the very best 
Accord- 
ingly, if one of the salesmen who call on them is fully 
informed in regard to league activities and can tell him 
and does tell him all that is going on, this member is 
naturally going to welcome that salesman more cordially 
than he does other salesmen who cannot give him the 
information he may desire. This being the case, this 
salesman is just naturally going to get the lion’s share of 
that member’s business. 


display very much interest. 
of reasons why they do not attend the meetings. 


Before leagues are established, a great many dealers 
and contractors have very poor credit ratings for the 
simple reason that they do not keep books. If they keep 
any books at all they are inadequate. One of the things a 
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league must do, sooner or later, is to work toward the end 
of persuading its members to keep records that will show 
them just where they stand, on what class of business and 
on what jobs they make money, and where the losses are 
—if there are any losses. 

As soon as this step is taken, there is a rather general 
improvement of credit among the customers of the job- 
ber’s salesman. In order to make the best of this, it is 
important that he know all the details of the plan. About 
the only way that he can know this is to attend the meet- 
ings, hear the plan presented and listen to the discussion. 
By doing this, he gets the information as soon as others 
do and can plan his work accordingly. If he does not 
attend the meetings, he may be a little late in getting the 
information and as a result lose business that would have 
been his if he had been more fully aware of what was 
going on. 

Of course, his concern may keep him pretty well in- 
formed but he is getting his information second hand 
when he gets it in this way, and in all probability is not 
getting it so much in detail as to make everything as clear 
to him as it would be if he had attended the league meet- 
ings. There is no information that is quite as good as 
that which is secured first hand. 

Electrical leagues are constantly doing something to 
make the electrical business more prosperous. It may be 
advertising, it may be electrical homes, it may be shows, 
it may be publicity, it may be educational work, it may be 
something else. But a really active league always is 
putting forth some upbuilding effort. As a matter of fact, 
unless it does this it is bound to fail and go out of exist- 
ence. 

It behooves the jobber’s salesman to keep in the closest 
possible touch with what is going on. It may not seem 
that this makes any difference in his sales but if he will 
continue to keep well informed in regard to what the 
league is doing it is almost certain that his sales volume 
will grow. 





Tentative Program of Hot Springs Convention 


The eighteenth annual meeting of the Electrical Supply Jobbers Association will be held at 
“The Homestead,” Hot Springs, Va., during the week beginning May 31, 1926. 

The Hon, Stephen B. Davis, solicitor general of the Department of Commerce will address 
the open meeting on the evening of June 8 and on the evening of June 2 the Westinghouse 
Lamp Co. will put on a play entitled, “What Price Light.” Other speakers will be announced 


later. 


Monday, May 31—2:30 P.M. 


8:30 P. M. 
1— 2:00 P. M. 
3:30 P. M. 
5:00 P. M. 
8:30 P. M. 
2—1:30 P. M.’ 


Tuesday, June 


Wednesday, June 


Executive Committee 
Executive Committee 
Merchandise Committees 
Merchandise Committees 
Merchandise Committees 
Executive Committee 
General 


Meeting—Executive. Atlantic & Central 


Divisions, meetings 


8:30 P. M. 
3—9:30 A. M. 
8:30 P. M. 
4—9:30 A. M. 


Thursday, June 


Friday, June 


General Meeting—Open 


General Meeting—Executive Session 
General Meeting—Open 


General Meeting—Executive Session 


















May, 1926 


THE JOBBER’S(AIJSALESMAN 13 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


In the Light of the Law 


Knotty Legal Points That May Come Up Any Day In a Jobber’s Business 


or That of His Dealers, and How Some Courts 
Have Decided Them 


By M. L. HAYWARD, B. C. L. 


Two Customers and One Name. 


ND IT came to pass that a certain electrical dealer 

had two customers, to one of whom he owed $100, 

and the other owed him the same amount, and both 
customers went by the same name. 

And the dealer, being both honest and up-to-date, made 
out a check for $100 in favor of his creditor, wrote a 
demand for payment to the debtor, and handed them to 
the bookkeeper to mail; but the bookkeeper being mod- 
ern and careless, did the obvious thing. He mailed the 
check to the customer who owed the dealer, and sent the 
“dun” to the one whom the dealer owed. 

When the debtor received the check, he, too, did the 
obvious thing. He endorsed the check, transferred it to 
a local merchant, the local merchant deposited it in the 
X bank, and the X bank collected it from the Y bank, 
on which it was drawn. 

When the dealer discovered the mistake he raised the 
bookkeeper’s salary, and reported the matter to the Y 
bank. 

“We'll straighten that up,” the bank agreed, explained 
the matter to the X bank, that bank promptly refunded 
the face of the check to the Y bank, and the Y bank 
credited it to the dealer’s account. 

“I’ve got my money back, but the X bank will no 
doubt charge the check back against the account of the 
merchant who cashed the check,” the dealer suggested. 

“No doubt of that,” the Y bank agreed. 

“And, then, the merchant’ll sue the X bank?” 

“Very likely.” 

“And how will he make out?” 

“Don’t ask me—I’m a banker, not a lawyer,” the 
cashier replied. - 

As a matter of fact, however, the merchant had to 
stand the loss, according to a recent decision of the 
Supreme Court of Oklahoma, reported in 233 Pacific 
Reporter, 472. 

“Where checks drawn on other banks in favor of a 
depositor of a bank are cashed by it on forged endorse- 
ments, and it subsequently receives the amount of such 
checks from the drawee banks, the depositor cannot re- 
cover such moneys from the bank as money received for 
his use,” said the Court, quoting from an earlier decision 
along the same line. 


Checks and Telegrams 


F A doubtful customer gives an electrical dealer a 
check, the dealer wires the bank inquiring as to the 
standing of the check, and the bank wires back that 

the check “is good,” the American courts have ruled prac- 
tically without exception that the bank is not bound to 


honor the check. The bank’s telegram, in effect, means 
nothing more than this, “the check is good now, but we 
do not say that it will be good when presented.” 

On the other hand, if the bank wires back that the 
check will be paid, or honored, then the bank is bound to 
pay the check. 

Now, reverse the situation a bit, and suppose that an 
electrical dealer gives a wholesaler a check, the whole- 
saler refuses to ship the goods until he has wired to the 
bank on which it is drawn, and the bank wires back 
agreeing to honor the check. The goods arrive, the dealer 
finds that they are not what he ordered, stops payment on 
the check, and the next day the check comes in for pay- 
ment. 

“We have your stop order, and we’ve already wired 
that the check will be paid,” the bank points out. 

“Well, you’d better obey my instructions,” the dealer 
contends, the wholesaler sues the bank on the telegram 
and collects. 


Under these circumstances, can the bank compel the 
dealer to “make good” the face of the check which the 
bank has been compelled to pay? 

“You have no right to bind yourselves in advance to 
pay my check,” the dealer argues, and this contention 
sounds reasonable, but the Supreme Court of Kansas in 
a recent case reported in 236 Pacific Reporter, 828, ruled 
in favor of the bank. 

“Whether the undisputed facts of this case constitute 
in every technical sense and acceptance of the check, the 
bank did give an affirmative response to the telegraphic 
inquiry of the wholesaler. When that affirmative re- 
sponse was acted upon by the wholesaler, the bank’s lia- 
bility was that of a principal debtor to the wholesaler, 
but not a mere surety or guarantor, and it could not re- 
lieve itself of that obligation on stop payment instructions 
received from the dealer two hours later by telephone or 
some days later by mail,” is the gist of the court’s ruling 
in the case referred to. 


“In Full To Date’”’ 


HE electrical jobber had shipped several invoices of 

electric light fixtures to a new customer, a dispute 

arose as to the amount due, and the jobber, having 
exhausted his patience and a small box of postage stamps, 
wrote the customer that the matter would be sued unless 
immediate settlement were made. 

This letter produced some results, as the customer im- 
mediately forwarded a check for less than the amount 
due, as claimed by the jobber, and marked it “in full to 
date.” 

“T am in receipt of your check, which I will not accept 
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in full, but only in payment of the two larger invoices,” 
the jobber wrote in reply. 

“If you do not care to accept the check in full payment, 
kindly return it to me,” the customer replied, the jobber 
denied that he received this letter, cashed the check, and 
sued the customer for the balance due. 

“When you cashed my check that settled the whole 
account,” the customer contended. 

“But I wrote you that I wasn’t accepting it in full,” the 
jobber protested. 

“True enough, but, according to your own story, you 
cashed, the check before you received my reply to that 
letter,” the customer retorted, and the United States Cir- 
cuit Court of Appeals in a recent case reported in 2 Fed- 
eral Reporter (2), 327, ruled in the customer’s favor. 

“Although the jobber wrote the customer that he would 
not accept the check upon these terms, nevertheless he 
did accept it with this endorsement thereon, and deposited 
it in the bank to his credit before he received any reply 
from the customer to his letter rejecting the check in full 
payment. Under the admitted facts and circumstances of 
this case, we do not think the jobber can now be heard to 
say that the check was not accepted by him in full satis- 
faction of all claims against the customer, accruing prior 
to that date,” was the reasoning of the Circuit Court of 


Appeals. 


The Lost Check 


E’VE got to make a deposit of at least $500 
today, and the bank closes in 10 minutes,” the 
bookkeeper averred. 

The jobber rapidly ran through the incoming 


66 


mail. 


found at least half a dozen letters therein containing 
checks, totalling $575, scratched his endorsement across 
the backs, and handed them over hastily to the book- 
keeper. 

“Hustle, and you'll make it in time,” the jobber urged, 
and the bookkeeper pushed the checks through the receiv- 
ing teller’s window just exactly two seconds before 
closing time. 

Several days later the bank called up. 

“We've lost a $100 check, one of those that you de- 
posited for collection the other day,” came the banker’s 
voice over the wire. 

“Well, let me know whose it was, and I’ll get a dupli- 
cate,” the jobber suggested. 

“The difficulty is that we don’t know whose check it 
was, and we thought you'd have that information.” 

“No, I’m as far in the dark as you are,” the jobber 
declared. “It was a hurry-up deposit, I just jerked the 
checks out of the envelopes, endorsed them, and hustled 
them down to the bank.” 

“We're very sorry,” the bank assured him. 

“You're going to be more than sorry—you’re going to 
credit me with the full face of the check,” the jobber 
declared, sued in the New York courts, and won. 

“Where the collecting agent has lost the instrument 
through carelessness, and hence it is not duly presented 
or paid, his liability may be greater than if he merely 
neglected to present it. For a mere failure to present, as 
we have seen, there may be no damages, if the holder has 
not lost anything thereby. But when the instrument is 
lost the holder always is deprived (Turn to Page 102) 





cation, 


whether she got it or not. 








HIS picture is thrown in here for just what it is worth. 
Prof. Herbert Lapham of Los Angeles has invented a lie detector which registers the pulse and heart 
beats, and so detects the well known suppressed emotions which naturally are part of any little prevari- 
Prof. Lapham is here shown demonstrating his lie detector to Dolores Del Rio and Lloyd Hughes, 
film stars. Dolores has just said that she shouldn’t worry about a certain big part and that she didn’t care 
We wonder what the lie detector did then? 


Salesmen can’t even tell a little lie any more. 


K. & H. Photo. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 










































































































































































































































































EASTERN STATES* | CENTRAL STATES* | WESTERN STATES* 
MARKET PRICES MARKET | PRICES MARKET PRICES 
Mar. 15 to General Mar. 15 to General Mar. 15 to General 
COMMODITY Apr. 15 Trend Apr. 15 Trend Apr. 15 Trend 
. Fx 2 a ra 
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Poles and pole-line hardware 2;12; 9 £;18; 2 4\';16| 2/17 1 0 S| 7 2/0} 10 | 0 
Switchboards and accessories 4; 8; 12 1/18; 8 $8; 6/11 0/15; 0 @; @i @2f @F Ss | 0 
Motors and control apparatus 4/13; 9; 0/17; O}f 2/11} 6] 0}; 18 0; 8] 8 | 0; 8 | 0 
Safety switches ' 18) 17 1 1 | 21 0 9/11 + 0 | 19 2 6 6 1; 0; 12 | 0 
ave —— 8 ek = 
Wiring devices ete 4 1 7 |} 14 $19 3 1 7/18 3 | 11 | 0 | 0; 4; 9 
= i o 92 oe ee 
Conduit and fittings 14/18} 2| 0/19) 1) 9/15] 1/ 1/19/ 2]! $/10| o| o | 11| 1 
Si ca oe eee | ee eee ee eee ee ee 
| | 
| 
Fuses ' 11} 16} 4{| 0} 21] Oj} 10/11} 4] 0 20/ 1 4 | 10) 0 | 0 | 12 | 0 
| en oe oe 
R. C. wire and cable 9/20; @| 0/14] 8! 7/18] 0] @/ 14; 8|| s|11] 0/ o| « | 7 
fn eed ae 
W. P. wire 2/1@/12@) @/12/15|/ 6/15] 4] 0/13) 8|| s|/ 9} 1/ o| 6] 5 
a 
Lamps 16/11} 2} 0/19] 12]/ 14/11] 0 0} 20| 0 6) 7) 1] ofa} 1 
s 2 Ss a oe — x ae an ek oes cian 
Industrial reflectors. ........ 6|17/ 6| 1/17] @]] 4] 15] 6] 0 | 20; 0|| 2 | 5| 6) 0/10} 0 
und poatover Veeck iam MN Rea Dene Waaee 
Commercial lighting units Cie St Pee Fy 2;14/; &| 0} 16 3 4 | 6; 4/ 0/11 | 0 
Residential lighting units 6/11; 4; 1/14] 2] 6/10; &/] Of; 15 | 2} @| 3} 6| o] 7/| 1 
gay eS “eee 
Street lighting equipment Oo; 6/18; 1; 18] 1 0; 8; 10; 0} 15 | 0 2; 2; 6| 0; 8] o 
ae —_—_===_ SS ———S=_—=—-—PVO=O_—>_ —————— 2 2 a wr oe eee 
Heating appliances 6/16; 9/| 1/20] @ 2| 6/14; 0| 16 | 2 2}; 8| 4] 0/12 | 0 
| | | Fe 
Motor-driven appliances $/16) $| Oo} 17] oj 1] 8] 9] 0/15; 1] oO; 4] 8] oO} 9} 3 
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- | | 
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Flashlights and batteries 5 | 18 6 0 | 20 0 $8 | 17 3 0; 18 1 1/| 12g &. | 0 12 | 1 
| - 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundries of N. Dakota, 8. Dakota, Nebraska, Kansas, Okla- 
homa and Texas; Central States all between. 
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A Good Mixer 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


That Which Constitutes 


— 


Knowledge and Magnetism .- 


Nothing Is More Fatal for a Business Man 


Than Over Specialization 


By Dr. FRANK CRANE 


abilities of a leader in the Senate with either. A switch in conversation leaves them 


A POLITICAL writer, in contrasting the about books, or vice versa, or nothing about 


those of the late Theodore Roosevelt, dumb. ‘The tide recedes and they are left 


concludes the greater 
power of the latter 
came from his ability to 
mix and to attract men 
to his cause. Roose- 
velt’s “personal mag- 
netism” has been as- 
cribed to many things. 
The most important is 
the remarkable breadth 
of interests and knowl- 
edge which he _ pos- 
sessed. He was able to 
talk to each man he met 
in that man’s field of 
interest. 

He knew enough to 
ask intelligent ques- 
tions and to turn the 
conversation into chan- 
nels where the other 
man felt at home. He 
could find a common 
interest with every man 
he met. Once asked if 
he would be able to find 
anything in common 
with a certain im- 
perious and cantank- 
erous aristocrat gracing 





stranded. 

Says a_ well-known 
educator in the business 
field: “Nothing is more 
fatal for business men 
than the error of over- 
specialization. You 
may read the so-called 
‘business literature’ 
from morning to night 
for 20 years and at the 
end be only a well-in- 
tentioned bore. For 
business success is more 
than business facts. It 
is personality — the 
power to meet other 
people interestingly, to 
be an acceptable and 
agreeable human being 
in a wide variety of re- 
lationships. One who is 
sure of himself and in- 
teresting to others, 
whatever the subject, 
will almost always 
outdistance the dul] 
specialist who is struck 
dumb whenever the 
conversation strays be- 


the Senate with his presence, he replied: yond the little area of his familiar ground.” 
“If we couldn’t agree on the Ten Command- Good mixers are needed. Personal magne- 


ments, we could talk books.” 


tism is a combination of two things—Sincerity, 


The reason most people lack the Rooseveltian and interest in the interests of other people. 
ability to mix is because they either know all The wider your range of knowledge, the more 
about the Ten Commandments and nothing you will be able to find of interest in people. 


(Copyright, 1926, by Dr. Frank Crane) 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Pictorial Review of Electrical Developments 


When completed, the 
new Boulder dam in the 
Colorado river will be 
560 feet high—five feet 
higher than the Wash- 


ee eee eae 
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— 


i 
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. = 
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ington Monument. The 
power generated at the 
dam site will provide 
electricity for hundreds 
of western families, and 
the water will make 
possible the irrigation 
of thousands of acres 
of arid land. Left above 
~The dam in compari- 
son with the monument. 
Left View down 
Stream from the dam. 
Underwood & Under- 
wood Photo. 









A photo of the latest in- 
vention in the radio world— 
a radio _ slot machine— 
recently perfected by Joseph 
Pinto, of Philadelphia, and 
installed in the Hotel Ben- 
jamin, of that city. It took 
him 18 months «to complete 
it, but now his machine per- 
mits you to tune in radio 
music merely by inserting 
five cents in the slot. Un- 
derwood & Underwood 
Photo. 





Above—The Marconi Beam broadcasting and re- 
ceiving station at Dorcliester, England, received 
its first real tests during international broadcast 
week last January. ‘The antenna system of the 
new station is most elaborate. Great 400-foot 
steel masts, with crossarms at the top, on which 
the aerial and counterpoise of the station are 
strung, are placed at intervals of 600 feet for a 
distance of a mile, or more, from the station. 
Photo shows a view of the transmitting station 
and some of the antenna masts. 
Kadel & Herbert Photo. 
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David IL. Loewe of Berlin, brother of the 
famous scientist, Dr. Sigmund Loewe, has just 
arrived in the U. S. with a phenomenal radio tube 
that is really three tubes in one, performing the 
functions of three simultaneously. It is at once a 
detector, a stage of normal audio frequency and 
a stage of power amplification. The tube oper- 
ates as a complete detector and two-stage re- 
sistance coupled amplifier, entirely by itself and 


so, all that is necessary is to connect it with any 
tuning coil to have a well balanced set. It is 
claimed for it that it is non-microphonic, noise- 
less, and that it will last indefinitely. It is said 
that at a demonstration in the Hotel Pennsyl- 
vania, New York, Mr. Loewe used it in a German 
receiving set with truly remarkable results, as 
to volume and quality. Above—A close-up view 
of the tube in two positions to illustrate its six 
prong base and its interior construction. ‘The tube 
has three filaments connected in series and the 
filament consumption is .13 amp: It has 4 volt 
potential and from 90 to 150 volts is used on the 
plates. Ieft—David L. Loewe. Kadel & Herbert 





Dixon, Illinois, 
has adopted a 
unique system of 
welcoming arches, 
erected over the 
streets leading into 
the city and which 
announce the 
name of the munici- 
pality for the in- 
formation of tour- 
ists by automobile. 
These arches are 
lluminated at 
night and present 
a brilliant appear- 
ance, being visible 
for a long dis- 
tance. Underwood 
& Underwood 
Photo. 
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The No. 4801 is 
boxed as shown and 
ready for shipment. 
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The Light That Saves j 
Your Eyes From Strain [ 


Clear white light—without | 
glare—without shadow—this 
Let Jerry is true “Eye Comfort” lighting! | 


Hel Y ! ° ° ¢ e 7 7 | 
pare a. Indirect lighting is the ideal illum- | 
our chiefen- ination for offices, schools, banks, i} 


gineer, is ' 
exiounst, and any other place where close | 


help you put eye work is necessary. 
that lighting 


job across. The light is evenly distributed over 
Write to him 


personally! the entire room by a powerful 
X-RAY reflector that entirely con- 
ceals the brilliant light source. 


Sell Eye Comfort Luminaires! 
Our Engineering Service will help you. 


CURTIS LIGHTING, Inc. 


_ 1119 West Jackson Boulevard 
of CHICAGO 


31 West Forty-Sixth Street % re . — 
New York 

3113 West Sixth Street 

Los Angeles 















Above is the famous No. 4801 unit that is so 
popular for office and school use. This fixture 
uses either a 500-watt or 200-watt Mazda lamp. 
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The original cost of a conduit fitting represents but 
a small proportion of the complete installation cost. 
A greater proportion of this cost is made up of labor 
—the cutting of threads and screwing conduit into 


the fittings. 


The Kondu-Box has been so designed as to eliminate 
these costly operations and to furnish many other 
economic advantages as well. 


on this page. 


DISTRICT OFFICES 


PATENTS PENDING 






A few are mentioned 
Study them — send for a sample 
Kondu-Box and you will appreciate just what they ¥ 
mean to you and your contractors. 








. Cutting of threag 


. No more loss of 


. Kondu Threadle 


. The large recta 
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IU FITTINGS — 


REGISTERED U. S. PATENT OFFICE 


“THE SIMPLIFIED LINE”’ 





x 


The Why of Kondu-Bo.x 


sa waste 
hreadless 
nas well 


on The WHY of Kondu-Box is ‘Simplicity. 


duit into 


een The engineers who conceived the idea of Kondu- 


$ have re 


ahr Box have been guided by this thought of simplified 
are installation of conduit. 


tings. No 
quipment 


he Kondu By eliminating the necessity of threading conduit, 


son the 


d the job ° ° ° e ° e e 
screwing conduit into fittings and the elimination 

Thread- . . 

nee of many fittings, which have become superfluous 


t greater 


+ secret since the introduction of Kondu Threadless Fittings, 


tapered 


ee it is now only a matter of hours to complete an 


onduit. 


nuit be installation which heretofore required days. 


tapers on 
to any 
duit. 


F This means savings in labor, material, time and money. It means 
wt al tremendous sales of Kondu Threadless Fittings and - profitable 


corrosion. 


herefore, business for you. 


ng strong 


of Kondu Simplicity as built into the ‘Simplified Line’ of conduit fittings 


accessi- gives utmost satisfaction to jobber and contractors. The line is 
ies therefore destined to be the industry's best seller. 


t ground- 


iene Get in on the ground floor. Full information and jobber propo- 
sition on request. 








IRON Co. 


- ERIE, PENN’A. 
OMCINNATI — BOSTON — PITTSBURGH — CLEVELAND — _ DETROIT 











22 THE JOBBER'SM)|SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY, 





sees 
FOR! RESORT HOTELS 


Perhaps you’ve overlooked this field—it’s big. Resort Hotels need new, 
additional and modern equipment to bring them up to date—and to care 
for their guests with an appreciable degree of convenience. Having a 
convenient method of communication, resort hotel owners are bound to 
enjoy a more profitable business season. They will need service, either 
systems B-41A and B-48A, where the office switchboard can call and 
talk with any room; any room can call and talk with the office switch- 
board; all calls from guests register on the annunciator at the office 
switchboard. Should the operator be away from the switchboard when 
the call is received, he will have a record of the room desiring service, 
_ on his return can get in touch with the guest. Send for booklet 
o. 80. 


Get after your contractor customers near resort hotels. Tell them 
about the Couch Line; get the leads on installations—tell us and we'll 
help you land them. 


Complete catalogs available on all lines. 





—eennaneneil 


Lach line represevrts. 2 
three con@uclor Carle of 
1Y0. 12 BAS. COPPer wire 


Lach line Fenreseirns one 
1%. /6 B.&S. CORPECr WwITE 


S. H. COUCH COMPANY, Inc., NORFOLK DOWNS, 


6 £09 volt : 
STYLE-T 
Dry Ce// Battery) ae | ad Ae ANNUNCIATOR | 
; oes SWITCHBOARD 


S. H. COUCH COMPANY, INc. 


TELEPHONE MANUFACTURERS 
Main Office and Factory: NORFOLK DOWNS, MASS. 


gn pr SALES OFFICES 
ia BOSTON CHICAGO NEW YORK 
“Se 4 170 Purchase Street 809 W. Jackson Blvd. 76 Varick Street 





SALES REPRESENTATIVES 


515 Market Street, San Francisco D. C. Griffiths Company, Rockefeller Building, Cleveland 


Sierra Electric Co., Inc., = Ss were, as Rages G. S. Felt, 3310 North 58th Street, Omaha 
John R. Hollingsworth, 1723 Senso Street, Philadelphia Cadillac Metal Products Co., 1444 Park Place East, Detroit 


G. H. Steinhans, 917a Pine Street, St. Louis MacGillivray-Beatty & Co., Ltd., 3 St. Nicholas St., Montreal 
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Right below—A public service utility truck, which consists of a tarpaulin 
covered body with many compartments for carrying tools and supplies, 
earth boring auger, and derrick for setting poles, mounted on a sul 
stantial truck, is the latest in the field. ‘The truck 


is 





Above—Eye lash curling has hit Hollywood, Calif., with a biff 
and all the film stars are taking it up. The curler gives the lash 
a permanent curl and makes a perfect human hair frame for the 
eyes. The famous Anna Q., the First National film star, is shown 
having Percy Westmore, beauty exponent, curl her lashes for a 
role in a forthcoming film play. Underwood & Underwood Photo. 


Below—On March 7, the first regular radio telephone conversa- 
tion was carried on between New York and London. From the 
New York end, the conversation was relayed over telephone wires 
to Rocky Point, L. I., a distance of 70 miles, thence by radio over 
the Atlantic to Wroughton, England, a distance of 3300 miles. 
From Wroughton the telephone lines carried the talk to London. 
For four hours the conversation was carried on with perfect re- 


development 
four-wheel drive, which is a better assurance against 
getting stalled in poor roads. ‘The boring machine 
will bore any pole hole and set the pole in any lo- 
cation where hand digging is possible. The entire 
operation is controlled by levers placed at the rear 
of the truck and just to the left of the boring head 
in such a position as to permit the operator to clearly 
see every phase of the hole boring cycle. ‘The boring 
machine is readily detachable from the truck 
body, leaving the body clear of every ob- 
struction. ‘lhe operation may be done in a 
short time by two men. The winch has three 
speeds forward and one reverse which per- 
mits a cable speed of 25 ft. per minute to 
250 ft. per minute. 








sults recorded on both 
ends of the circuit. ‘These 
pictures illustrate 
of the principal features 
of this epochal event in 
the world of modern 
science. Left to right: 
Men in New York talk- 
ing; the types of micro- 
phone receivers used, and 
the operators making ad- 
justments. 


some 
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Van N. Marker 


President, Revere Electric Co., Chicago, III. 
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HIS IS the story of Van N. Marker. The interest- 

; ing story of the successful life of the youth who 

swung down a country road not so many years ago, 

to the old red school-house, a mile and a half before him, 

a country boy, hoping and planning and dreaming. The 

admirable sketch of the triumphant advance of the man 

who flashed down the rails, not so many years ago, to 
the station ahead—a locomo- 
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MEN YOU SHOULD KNOW 


Van N. Marker, 


President 
Revere Electric Co. 


Oberlin. One day, however, while he was working on 
the construction of a high voltage switchboard Van got 
too familiar with a 2300 volt line, and was promptly 
knocked off a stepladder in the approved fashion. Ap- 
parently, the shock awakened him for shortly after that 
Van discarded his idea of being a dentist and now “I 
Why he 


should feel that way about it is 


thank my lucky stars that the vision faded.” 





tive fireman, working, sweating, 
and dreaming. 

Van N. Marker was born on 
a farm near Versailles, Ohio, 
37 years ago. To be exact, the 
stork dropped Van_ through 


Ambition—Hard 
Work—Success 


hard to understand for he is 
the type that is bound to meet 
with success in any capacity. 

After operating the Dolm St. 
sub-station for a time, he ac- 
cepted an offer to become chief 


the roof on New Year’s Day, 66 O ONE ever got anything electrician for the Rogers De- 
1889, which thoughtful act on good —_ cheap!” SO SAVS partment Store, in Cleveland, 


the part of this popular bird, 
gave Van a running start on 
the year, of which he has taken 
advantage ever since. 

He stayed on the farm until 
he was 15 years of age, doing 
the usual hard chores required 
of the farmer boy, and taking 
the three mile trip each day to 
and from the schoolhouse. 

At the age of 15, Van found 
himself with his folks in Ver- 
sailles, Ohio, but after a year 
his ambition outgrew the small 
town so on March 15, 1905, he 
turned his eyes to the west and 
headed for Ft. Wayne, Ind., 
which to him at 16 years of 
age, meant a big city. For six 


tween the lines. 





Van N. Marker. No other state- 
ment can better reflect this man’s 
attitude on business and life in 
general. His story of success, a 
revelation in itself, points the 
way to achievement in no uncer- 
tain terms to those who are will- 
ing to pay the price with hard 
work. Spurred on by ambition, 
the spark of which was never 
quenched by rebuffs, Van has 
come fast and far within a few 
short years. His story is a ser- 
mon to those who can read be- 


He had 


the usual duties which accom- 


now out of business. 


pany a position of that charac- 
ter, but after looking over the 
general stock came to the con- 
clusion that the only thing good 
about the place was the Adams- 
Bagnall are lamps, consequent- 
ly, he decided it would be better 
to work for the latter company. 

The step he took at this time 
was the beginning of his suc- 
cess. After working in the 

Adams-Bagnall 
Co., for three 
months assembling and testing, 


plant of the 
Are Lamp 


Van was, to use his term, “the 
fortunate one out of five or six”’ 





selected to go to Chicago to 





months he worked as a fireman 
on the Pennsylvania railroad, doing a “he-man’s” job, not 
realizing at the time that he was building the foundation 
of the splendid physique he has today. Six months was 
all the time Van required to learn that railroading was 
“cramping his style,” the future held little, so he decided 
to make his plunge into the electrical business. 

He applied for and secured a position with the Ft. 
Wayne Electric Co., just about the time “Jimmy” Woods 
sold out to the General Electric Co. He worked in 
various departments of the plant, assembling and testing 
are lamps, finally getting on maintenance work on motors 
ind other apparatus. 

In the Spring of 1907, he again felt the urge of his 
ambition so he pulled up stakes and jumped to Cleveland, 
where he was employed by the Cleveland Electric & 
Illuminating Co. for two and a half years. It will sur- 
prise Van’s friends to know that at this time a good man 
was nearly lost to the electrical industry as he decided 
to become a dentist. The schedule of his working hours 
permitted his attending night school which he did with 
the intention of securing the credit necessary to enter 





work for “Jim’’ Pomeroy, who 
died recently, and who was at that time manager of the 
Adams-Bagnall Chicago office. Mr. Marker paused in 
the recitation of his history to pay tribute to “Jim” as 
he was known to his many friends. 

“A debt is mine to ‘Jim’ Pomeroy,” he said, “the 
ground work of salesmanship which I have, the training 
in selling methods which I have developed are all attribut- 
able to my association with ‘Jim.’ When he made up his 
mind to sell a man, the order was his. 
failure, no obstacle. I am deeply sorry to learn of his 
passing.” 

It was December, 1909, that Mr. Pomeroy had asked 
Mr. Forbes, then general manager of the company, to 
send out his best man and Van was selected. 
in Chicago on a Monday morning, left at noon for Mil- 
waukee, that afternoon came back to Chicago, took a train 
to Minneapolis that night—to Van at that time, the step 
from the engine to the sleeper meant much in his prog- 
ress—spent two days in Minneapolis, jumped back to 
Chicago, left at once for St. Louis, then on to Kansas City 
(Turn to Page 96) 


He recognized no 


He arrived 


and back to Chicago—all in one 
















































26 THE JOBBER’SfAI)SALESMAN 





‘FOUNDED ON BELIEF THAT THE 


CWS of the 


THE 





SALESMAN OF 


bbing Industr 





i  <: 








THE JOBBER IS THE MOST IMPORTANT MAN 


IN THE INDUSTRY.” 























Special News From The Pacific Coast 


The L. & G. Convention 

“T was never more happy,” said 
Phil Gough, “at the real spirit of 
fraternity between the men of our or- 
ganization than at the close of this 
sales meeting; nor was I ever more 
pleased than at the success of this 
meeting.” The occasion was the an- 
nual sales convention of Listenwalter 
& Gough of Los Angeles held at Pasa- 
dena February 22—40 present. 

“We are building up in California 
an organization to function as a direct 
sales organization for the manufac- 
turer. We are more than merely dis- 
tributors. 
as effective 


Our purpose is to render 
the manu- 


though we were a very 


service for 
facturer as 
part of his 


This organization, operating from 


sales organization.” 


two houses, one in Los Angeles and 


one in San Francisco, covers all of 


California and practically every elec- 


trical appliance dealer and every 


the state is called 
upon at least once a week. 
The meetings 


opened on Saturday February 20 and 


radio dealer in 


sales convention 
the first session was given over to 
“L & H” ranges, “Philco” chargers 
and “Copeland” refrigeration. 

In the afternoon the convention ad- 
journed to the San Gabriel Country 
Club near the residence of Mr. Gough 
for the first round of a golf tourna- 
ment. 
dinner at the Johnathan Club in Los 
Angeles and a theater party at Grau- 
mans Egyptian Theater in Hollywood 
to see a performance of “The Big 


In the evening there was a 


Parade.” 

On Sunday morning there was an- 
other round in the golf tournament. 
The afternoon was given over to a 
stiff session on “Royal” 
cleaners and Gaffney gave a talk on 
“How to demonstrate ‘Royal’ clean- 
ers in the stores.” 


business 





Following this there was swimming 
and dinner and then a talk by Tieny 
of the Rola Co. 

On Monday morning the golf finals 
were held and after lunch there was 
more swimming. In the afternoon 
was held the final meeting. A, talk 
was given by Mills of the Laundry- 
ette Co., and the golf prizes were 
distributed. Stevens was the winner 
of the tournament cup, Karsten won 
a cup for the low net the first day, 
and Phil Gough a cup for the low net 
the second day. 


* * * 


Reiman Adds to Los Angeles 
Facilities 

The Reiman Wholesale Electric 
Co. of Los Angeles has recently taken 
10,000 additional sq. ft. of space at 
218 E. Third St., Los Angeles. The 
supply department will be operated 
at this addition. 


Dwellers in Less Salubrious Climates Will Pause to Marvel at This Open-air Sales Conference Held by Listenwalter & Gough 
at Pasadena, Calif., in the Ground-hog Month. 


















May, 1926 THE JOBBER’SMJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Sell your prospects primarily on the quietness, reli- 
ability, efficiency and appearance of the Buffalo Breezo, 
but remember that a big feature in many instances is the 
lightness of the Breezo, and its easy installation. Whether 
installed in the upper portion of a window or in an open- 
ing in the wall, Breezo construction is just right, being 
light but very strong. 


We have a complete manual for salesmen, No. 2320, 
which tells how and where to install fans to take care of 
certain conditions. If you haven't a copy, write for it 
now—so that you can get your share of this profitable 
business. 


Where the dining room 
is small, ceilings are 
low, or for other rea- 
sons which make kitch- 
en odors permeate the 
dining room, the silent, 
unobtrusive “Buffalo” 
Breezo is just the fan 
for this work. 


BREEZO FANS 


10 Points of 
Superiority 


No. 4 


LUBRICATION of bear- 
ings (of waste-packed 
type) is such that each 
fan so equipped will run 
2500 hours without re- 


i 
oiling. 














BUFFALO FORGE COMPANY 


201 MORTIMER STREET, BUFFALO, N. Y. 
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The “Universal” Mutt and Jeff team of 
Southern California. A combination hard 
to beat. They both sell “Universal” ap- 
pliances and ranges. The “little fellow” 
is C. E. Lewis who is with The Electric 
Corporation of Los Angeles. To the right 
is J. V. Guilfoyle, representing Landers, 
Frary & Clark. 





Merger Formed on Pacific 


Coast 


Announcement has just been made 
of a merger of three wholesale elec- 
trical jobbing houses on the Pacific 
Coast, with combined capital of from 
$75,000 to $100,000, under the name 
of Wholesale Electric Co., Inc. An- 
nouncement was made by A. R. 
Fierce, president of the new company 
and former president of a company 
of the same name. Mr. Fierce has 
been the principal figure in the 
merger. 

The concerns merged, in addition 
to Wholesale Electric Co., are the 
Universal Electric Co.. 137 Fifth St., 
San Francisco, and Electric & Ma- 
chinery Equipment Co. of Stockton, 
Calif. Wholesale Electric and Uni- 
versal combined their equipment and 
staffs in a new, large building at 1175 
Howard St., between Seventh and 
Kighth Sts., on April 1. George H. 
Curtiss, of the Universal, is vice- 
president of the new company, and 
C. E. Condit, of the Electric & Ma- 
chinery Co. is treasurer. 

Stock structure of the Wholesale 
Electric Company, Inc., will include 
approximately 75,000 shares of pre- 
ferred and a similar amount of com- 
mon. The merged companies will re- 
ceive preferred stock for their inven- 
tories and common for good will. 


How Myers Handles Car 
’ Problems 

A number of salesmen of the Myers 
Electric Supply Co. of Los Angeles 
are sporting brand new cars. In 
former vears, the cars the salesmen of 
this company used were the property 
of the company. But Mr. Myers has 
put a new plan into effect. This 
vear the company bought the cars but 
the men in turn are buying the cars 
back from the company. A certain 
amount is deducted each month from 
their check as payment on the car and 
they are allowed so much monthly 
for gas, oil, tires, ete. “The reason 
for the new plan,” said Mr. Myers, 
“is that the men will take better care 
of the car if it is their own prop- 
erty.” 

* * 
Nate Harvey Heads Snow 
Shovel Company 

Nathaniel G. Harvey, who is some- 
times heard of in the jobbing busi- 
ness from his connection with the 
Illinois Electric Co. of Chicago and 
Los Angeles, reports that, although 
the company is doing a fine business, 
there is not enough work to keep an 
active man like him fully occupied. 
So, as a sideline, he is considering 
manufacturing snow’ shovels. The 
mountain tops around Los Angeles 
are snow capped and he feels that the 
local demand would keep up a steady 
run of business. 

He suggests that if any jobber’s 
salesmen are looking for a side line 
the territory in Florida, Alabama, 
Georgia, Louisiana and Texas is still 
open and he would like to appoint 
agents. He further states that he 











It is not often you see snow in Los 
Angeles but here it is in company with 
Sparks and Benjamin. S. T. Snow (left) 
and S. W. Benjamin (right) are with 
Graham-Reynolds Electric Co. of Los 
Angeles. Bob Sparks (center) represents 
the Manhattan Electric Co., in southern 
California. 
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“At the psychological moment place a 
pen in the buyer’s hand and he will sign 
the order.” That must have been what 
Jerry Frentress was telling Don Conover. 
Jerry (left) is with H. B. Squires Co. at 
Ios Angeles. Don is salesman with 
Woodill-Hulse Electric Co. of Los 
Angeles. 





would consider adding ice skates and 
snowshoes if he could secure any de- 
mand from the states mentioned. 

Nate further said that idle money 
might be exchanged for stock in the 
aforesaid enterprise—when as and if 
issued to the general public. At 
present, he said, stock is very closely 
held. Inquiries addressed to Hon. 
N. G. Harvey, care of Illinois Elec- 
tric Co., Los Angeles, Calif., may re- 
ceive his attention, but no money is 
to be sent to him. He is not ready 
to be burdened with wealth. 

* * * 


Electric Corporation Expanding 
Rapidly 

The Electric Corporation of Los 
Angeles announces the opening of a 
warehouse and sales office in Oakland, 
Calif., on April 1. This is the third 
warehouse and sales office to be placed 
in operation by this organization with- 
in the last three years. The two 
others are at Seattle, Wash., and 
Portland, Ore. 

Walter E. Ayden, for three years 
manager of the Fobes Supply Co., at 
Oakland, is the vice-president and 
manager of the company organized for 
operation in Oakland. Ross Hartley 
is president and F. Reiley secretary 


and treasurer. They have leased a 
(Turn to Page 32) 
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ele SWITCH PLATES 


Yellow 


Main IN COLOR 


Yellow 


Yellow A Staple Product With 
| a Specialty Profit Ria aty 














Orange 


Vermilion 


The crying need of the electrical jobber today is a 
staple product that can be sold at a profit and that is 
Carmine beyond the field of cut-price competition. Ivori-craft 
Switch Plates provide one solution to your prob- 
lems. They are specialties that sell like staples, 
but net you a substantial profit on every sale. 


Lavender 


visti Ivori-craft switch plates are a *casein product 
[ete and manufactured in 28 standard colors and in 50 
Blue special shades and varieties of colors to harmonize 

with any interior decoration. They make a strong 
“e appeal to discriminating architects, electrical and 

building contractors and owners for use in the better 
Ultra. style of houses, office buildings, apartment houses, 
marine hotels and public buildings. 


Purple Owners of every class and type of house are rapidly 

coming to appreciate the difference between the at- 
Emerald tractiveness of Ivori-craft plates and the drab mo- 
cre notony of brass. It is being demonstrated every day 
Hooker's that they are ready and willing to pay the few cents 
=e difference. Ivori-craft plates can be sold to your con- 
is tractor and dealer trade, both for new installations 
Green and over the counter for replacement purposes. 


Verdian Our advertising to the architect and electrical con- 
em tractor and dealer and our personal missionary work 
in both fields is creating the demand that will rapidly 
Verdigris move Ivori-craft switch plates from your shelves. Get 
our prices and samples today and be convinced that 
Maroon there is a switch plate on which you can build a 


volume at a profit. 
Oak *Ivori-c rait 
casein is non-in- 
flammable, a non- 
conductor of 
icin electricity, prac- 


ically indestruc- 
Citron Sell Your Dealers ile and fre 
om Our Display Board 


We have a policy of jobber pro- 


Vandike tection that we _ stand behind. 











We have prepared a very effective display board 
with 11 samples of Ivori-craft plates in many 
shades, types and colors. Our display boards in 
Raiiies vour dealers’ stores will do the selling job for you 
and them. 


Russet 


Black 


Gray 


522 Fifth Avenue 
New York, N. Y. 
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‘There 1s no 
magic 1n 
ROMEX 


But you can make money on 

















every RoMEX installation. 


Yous savings on ROMEX 
start with the smaller amount of 









money tied up in stock, and the little 
space this stock takes up. You can 
put three thousand feet of ROMEX— 
with all its fittings—in the back of a 
Ford coupe. 











_—_ 
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() N the job there 
is no assembling of [@j- 
parts. ROMEX isall 
itt ONE PIECE .. 5H 
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easy to handle that 


you can work di- ©) 


rectly from the coil. You save the us- 

















ual waste ot the left-over short ends. 


And it’s SAFE.... 


built to meet the most exact- | 





ing standards ever drawn by 





Underwriters’ Laboratories for 





a secondary wiring material. 





Get a sample from your Jobber or write direct to the Factory 


ROME WIRE COMPANY, ROME, N.Y. 


ME 


-METALLIC 
SHEATHED CABLE 
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piece of ground in Oakland for 10 
years and are erecting a one-story 
building with a floor space of 7,000 
sq. ft., and provision for additional 
floor as soon as conditions necessi- 
tate larger space. Oak wall cases 
and counters are to be installed in the 
new building and the walls will be a 
light cream enamel finish. 

The new business in Oakland will 
represent a cash investment of $50,- 
000 and will operate along the same 
lines as the four other houses now 
doing business, carrying a high grade 
line of merchandise in electrical sup- 
plies and radio. 

The Electric Corporation of Seattle, 
Wash., is doubling its floor space, 
having leased the second floor of the 
building it has occupied for the past 
two years. 


* * *” 


Middle States Holds Sales 


Conference 

Following its successful experiment 
in having the salesmen and the execu- 
tives of the organization give the sales 
talks at its monthly sales conferences, 
the Middle States Electric Co.. Chi- 
cago, had another interesting meeting, 
April 4. The subjects discussed were 
as follows: Mr. Cox, “Selling talk on 
Wagner fans”; Mr. Holland, “Why 
contractors should buy from the Mid- 
dle States Electric Co.”; Mr. Heinze, 
“Ten reasons why Westinghouse 
lamps backed by Middle States serv- 
ice are best for the dealer”; Mr. Me- 
han, “How to make an automobile 
pay’; Mr. Potts, “How the coopera- 


tion of manufacturers’ salesmen can 








You can tell from the expression on 
Kk. E. Russell’s face that he does not take 
kindly to posing for a picture. Looks as 
though he was on the way to get some 
business and has the order made out in 
his hand ready for the signature on the 
dotted line. Russell is with Graham Rey- 
nolds Electric Co. of Los Angeles. 





boost my sales,” and Mr. Green, “Why 
you should read THe JospBer’s SALEs- 
MAN Magazine.” 

The men are enthusiastic about 
these meetings and it is planned to 
hold one each month for the balance 
of the year. 

* * * 
Keps Has New Home 

The new location of the Keps Elec- 
trical Supply Co., Pittsburgh, is 638 
Grant St., Pittsburgh, Pa. 


Great West Electric in New 
Building 
The Great West Electric Co. o1 
Los Angeles, California, has moved to 
larger quarters at 1149 Santee St. 
and by this move has doubled its floor 
space. The change was made neces 
sary by the growth of its business 


since it was established two years ago. 
* * * 


Southwestern Holds 
Conference 

On the evening of March 10, the 
Southwestern Electrical Co., Wichita, 
Kansas, held at the Lassen grill its 
fourth annual sales conference of its 
national lamp agents. 

The meeting was attended by 
large number of agents in this com. 
pany’s trade territory. After a din- 
ner, the new playlet, “Inside Stuff,” 
brought especially to Wichita for this 
meeting, was staged by Messrs. Stry- 
ker, La Wall and Edwards of the 
publicity department of the Nation:1 
Lamp Works, assisted by three men 
from the Southwestern organization. 
This was preceded by a very effect- 
ive talk by Mr. Stryker and the play- 
let made a valuable impression in 
commercial instruction and entertain- 
ment for the more than 40 agents 
who saw it. 

a i » 


Alpha Sales Growing 

The Alpha Sales Co., 615 Broad- 
way, New York, has grown consid- 
crably since it started in business 
four and one-half years ago. The 
company, which operates as radio 
and electrical sales representatives, 
will consider one more line. 








Sport at the L. & G. Convention: Left to right—Davidson, 


2 Sn 





Barrett and Littlefield. 





Bennet, Gough, Karsten, C. Walter, Gariepe, Kotte, Thorngurgh, 




















May, 1926 


THE JOBBER’SfRJSALESMAN 33 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





: 


TRADE MARK 








Type R R Threaded 








Equipment 





i Elliptical Angle | 
Reflector Socket | 
For Lighting from U 

3 the Side cS 








5 
= 


Published in the interest of a more complete 
fellowship with Jobbers’ Salesmen everywhere | * 
by the Benjamin Electric Mfg. Co. 


| For Heavy Duty 








Chicago, May, 1926 








National Industrial Lighting 


Activity Closes 


While officially the National Industrial 
Lighting Activity was supposed to close 
on April 1, and while most of those in- 
terested in the activity will undoubtedly 
speak of the Campaign as having ended 
on that date, in the language of the boys, 
it is not so, Bolivia. 

Numerous inquiries relative to contin- 
uing work on Industrial Lighting, and 
particularly, numerous applications for 
ideas and assistance for carrying on this 
work, indicate that a great many electric 
service companies and electric supply dis- 
tributors in various parts of the country 
are contemplating the matter of carrying 
on, with increased 
active local campaigns on _ Industrial 
Lighting. Some of these are now being 
worked out as per plan and scheduled 


enthusiasm, very 


for early fall, or we might say, begin- 
ning in August. Others plan to carry 
the work on throughout the entire sum- 
mer. 

Among these might be mentioned the 
Public Service Company of Northern 
Illinois, the Memphis Power & Light 
Company and other equally prominent 
public service companies. 

A year ago at this time, just when the 
general committe of the N. E. L. A. was 
getting started, there was comparatively 
little enthusiasm for a general or national 
campaign on Industrial Lighting. There 
is an entirely different feeling in May, 
1926, and even at this period, which is 
considered rather off season, there is so 
much interest manifested in the conduct 
of tuture work that The Reflector be- 
lieves that the fall and winter work on 
increasing the lighting load in industrial 
plants will very nearly equal the amount 
of activity during the national campaign, 
and we would not be at all surprised if 
the 1926 and 1927 activity did exceed the 
one of last year. 

Another indication of the present in- 
terest in Industrial Lighting is shown by 
the fact that even out on the sunny 
slopes of the Pacific, the Coast Electric 





Ps 


Company of San Jose, California, is 
going in for a summer campaign on in- 
work 


dustrial lighting, starting active 


May 3. 


New Jersey Says 
Good-Bye and Good 
Luck to ‘Fergie’ 


Our stalwart, Mr. Lyman Ferguson, 
for many years in the New York office 
with Mr. B. G. Kodjbanoff, is leaving 
the Eastern Division to become sales 
manager of the Benjamin Electric Mfg. 
Co., of Canada, Ltd., with headquarters 
at Toronto. 

“Fergie” has lots of friends who wish 
him well, and the annual dinner of the 


Master _ Electricians’ 


eal 





Association of 





Newark and vicinity was the occasion of 
a fine tribute of affection from his many 
friends in New Jersey. 

Without any formalities, but direct 
from the heart, each of the men he has 
worked with during the last six years, 
told him how sorry they were to see 
him go, and wished him Godspeed and 
the best of good luck in his new posi- 
tion. 


A New Plan for the 
Profitable Selling 
of Two-Way Plugs 


The Benjamin Electric Mfg. Co. will 
shortly announce a new plan for the 
profitable and easy selling of Two and 
Three-Way Plugs. 

This new plan, which centers around 
our new “Ten-Ten Assortment,” gives 


the dealer an opportunity to satisfy 
every plural plug need of his community 
with a minimum stock and small outlay 
and shows him a profit of $3.73 on an 


investment of $6.37. More of this later. 





Everybody who followed the news of the National Industrial Lighting Activity knows how the 


Cincinnati ‘‘Go-Getters” piled up an enviable record of contracts cl 


losed and kilowatt-hours added 


to the industrial lighting load. Here are some of the fellows who have been making history under 
the leadership of H. W. Derry, Geographic Chairman and Sales Manager of the Electric Depart- 
ment of the Union Gas & Electric Company, Cincinnati, Ohio. Mr. Derry is third from the right 


in the second row, we hope. 
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Everybody Wins in the Show Case Light- 
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THE INDUSTRY.” 





ing Campaign 


: 


From the standpoint of profitable load, 
electric companies all over the 
country are paying increased attention to 
Commercial 


service 


lighting in all its branches. 
Lighting, by which we ordinarily under- 
Store Illumination, has had _ its 
The proper lighting 


stand 


share of attention. 


amon 
irL@ ii 


. 
ro 
5 


pen ior I 
ts in the Industry 

This complete plan is in book form, the 
whole thing is explained in a_ siraple 
fashion and samples of all literature are 
exhibited so that a few minutes of close 
examination will show the commercial 
manager or lighting specialist that the 
plan is feasible and can easily be carried 





The Benjamin Show Case Lighting Plan Book 


of windows has been the subject of cam- 
paigns before this and there remains one 
wide open field which has had very little 
cultivation, namely, Show Case Lighting. 

Aside from Window Lighting, there is 
probably no other point in the 
lighting will 
produce so great an effect upon sales of 
Not only is the 
very greatly benetited by having the sell- 
of the 
five or six times, 


store 


where correct intensities 


merchandise. merchant 


increased 
but the central station 


ing power show cases 
is able to add materially to a profitable 
load. 

A letter has gone out to the commercial 
managers and lighting specialists of elec- 
sending them a 
local 


tric service companies, 
and 
selling plan, 
number of 
lighting equipment. 


complete proven advertising 
designed to 


installations of 


increase the 


show case 





out with the assistance which is offered 


by the Advertising Department of the 
Benjamin company. 
Show Case Lighting makes a good 


subject for a Summer sales campaign and 
we are urging 
managers get their requests for material 
in as they reasonably can in 
order that we may be able to help them 
cooperative service, to a 
commercial 


soon as 


through our 
nice little increase in the 
lighting load this Summer. 

Fifty or representative central 
stations in different parts of the country 
manifested their desire to 
selling work and the 


sixty 


already 
enter local 
promotional department is geared to take 
care of about 100 more. 

In this campaign we are urging that 
the electrical supply jobbers take up the 
campaign work actively, supplying their 


have 
upon 





that the central station’ 


salesmen with campaign material. Where 
they do not undertake the local selling 
work themselves, it is strongly suggested 
that they cooperate with the local cen- 
tral station lighting department. In 
other words, in towns where there is an 
electrical supply jobber and the central 
station is willing to do some work along 
this line, these two, by working together, 
can put over a real job. 

As a supporting part of this campaign, 
the Benjamin company is entering upon 
an increased advertising program, both in 
periodicals reaching the electrical inter- 
ests with a special reference to the elec- 
tric contractor and also reaching the 
users of show case lighting equipment, 
namely, the better classes of retail stores. 

In addition to this a fine three color 
broadside on Show Case Lighting was 
recently mailed to the electrical con- 
tractors with a return card, and although 
only a few days have elapsed, 163 cards 
have been returned by contractors, which 
shows most emphatically, their interest 
in this work. 

Here is another central station 
around which all the elements in the 
industry can unite. Show Case Equip- 
ment has a profit for the distributor, the 
public company and the con- 
tractor, to say nothing about the in- 
creased sales which the mer- 
chant as a result of these installations. 


idea 


service 


come to 


Electric Association 
Conducts Big 
Lighting School 


The Electric Association of Chicago 
conducted a School of Lighting the week 
of April 19 to 24, enrolling 150 enthusi- 
asts, who stayed right with it in spite of 
the opening of the baseball season and 
some wonderful early summer weather. 
We will havea lot to say about this school 
in the June Reflector. Quite a number of 
national celebrities in the lighting field 
attended this school as instructors, and in 
this connection the editor might mention 
that Mr. Julius Daniels of the Edison 
Electric Illuminating Company paid the 
Benjamin Company a visit while here. 
We were very glad to see him and want 
to say that the last time the editor saw 
him he was on the platform of the Light- 
ing School having a fine time arguing 
with the 150 students. It must have 
been quite a relief to Julius, coming out 
of New England, to be able to work with 
his coat off in Chicago. 


The Reflector wants to congratulate 
Mr. J. F. Davis of the Graybar Electric 
Company, who has been made a regular 
manager, now in charge of the Pitts- 
burgh house. 
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Push Out for Radio 


From investigations we have made 
and from a study of observations made 
by other investigators, it appears more 
than reasonable that a good deal can 
be done by retailers of radio products 
to maintain a good volume of business 


during the summer, particularly in 
radio parts and accessories. 
Undoubtedly it would be a _ good 


thing for all of us if we did less to 
the of a 
more to encourage a greater interest in 
radio during the summer. 


encourage idea let-up and 


Let’s look at it sanely. The broad- 
casters give us good programs in the 
summer. Those of who 
watched and tested carefully 
found many nights during the summer, 


have 
have 


us 


when under the most delightful condi- 
tions, on the porch, in a breeze cooled 
living room, in camp and at the resort, 
we have had the rarest kind of enjoy- 


ment with our radio sets. Certainly 
we have had many summer evenings 
when reception was _ infinitely better 
than during many a night the past 
winter. 


S! 


5 
£ 


All tha 
=» 4s & 


ALESMAN OF THE JOBBER IS THE 


MOST IMPORTANT MAN 


IN THE INDUSTRY.” 


The Benjamin Reflector 


uy 


Year “Rount 


And if there is any doubt of the re- 
liability and utility of radio under trop- 





» 42 % 


ical conditions see the current issue of 
the National Geographic Magazine. Here 
the of 
plorers surrounded by naked savages of 


you will see illustrations €x- 
the tropics and read how these explorers 
kept in touch constantly with civilization 
over long distances through the medium 
of their portable radio set. 

In summer the days are longer and 
it gives the set builder many hours of 
to test, 
crowding his work into a few hours at 
the 


ments 


delight build and instead of 


Furthermore, refine- 
of 


and tube sockets have raised the level 


week end. 


in design condensers, coils 
of sensitivity, increased selectivity and 
brought about distortionless radio and 
audio amplification. We that 
the experimenters and set builders are 
keen for continuing their work through 
the could 


interested 


know 


summer and many more be 


little 
and assurance. 


with a more encour- 
agement 
So are gearing our advertising 


manufac- 


we 


to radio fans, set builders, 








“Enjoy Radio >}, 


\\ all Year j 
\s all ar Round) 


With the right perspective and the use of the 
right radio parts, radio ts an all year ‘round source 
of entertainment. On the porch, in the garden, in 
camp and at the resort your radio may be a source 
of inspiration and amusement at al] cimes 
longer days ot Spring and Summer give us more 
time to plan and work. Our vacation periods are 
relatively short. For many of us st's just the treme 
to do a lot of experimenting. The broadcast pro 
grams are just as fine, Except tor distance, in ex 
treme cases, reception on the average, is just as good. 
Try it out. See what the right kind of radw parts 
mean in making radw good the year ‘round. 
Benjamin Radio Products increase sensitivity, 
aid selectivity and build up volume. Your radio 
dealer will show you 

If you haven't seen our latest ytube hookup. send 
for free mstruction folder. And there's other liter 
ature for the asking to help radio ‘round the year 


Benjamin Electric Mfg. Co. 
120-128 So Sangamon Sr., Chicego 

New York: 247 W. 17th G& 

Vicutard m Canetti tna Bt Gos Gomtn a 


Tt Omeare 


San Francisco: 444 Bryant St. 





Benjamin Advertising to the Radio Set Builder and to the Trade will Put a Kick into the Effort to Reach Out for Radio 
Business the Year ’Round. Here is some May and June Advertising. 


turers and the trade, to ‘Push Out for 
Radio All Year ’Round.” 
it the logical, 
thing to do. 


We believe 


sensible and_ practical 
And we believe we will 
have all kinds of encouragement from 
our good friends, the jobbers and job- 
bers’ salesmen, in doing it. What say 


you? 


June Advertising 
Portfolio 


A portfolio of Benjamin advertising 
for the month of June will shortly be 
sent out to our list of managers 
and other executives in the distributors’ 
organization and to all of the commercial 
managers and lighting 
nected with the central stations who are 
now on our lists. 


sales 


specialists con- 


This is a very interesting and well ar- 
ranged portfolio of advertising and will 
give anyone who looks it over a very 
comprehensive idea as to what the Ben- 
jamin company is doing in the period- 
electrical 


stimulate business 


equipment. 


icals to on 


We will be very glad, indeed, to com- 
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The Benjamin Reflector 


ply with any requests for this portfolio 
and in fact we are seeking names to add 
to our mailing lists for this particular 
purpose. If you do not get a copy of 
the June Advertising Portfolio and you 
think you should, please write in and teli 
us so. One of our distributors has just 
written in and asked that the portfolios 
be sent to all of his lighting salesmen. 


Industrial Lighting 
Activities 


The Electric Company of 


Dallas, Texas, Mr. S. Zercher, and the 


Graybar 


Promotional Department here, are con- 
ducting a nice little campaign on Lighting 
to Cotton Mills. Some of the 
you fellows located in the cotton mill dis- 


trict ought to do the same thing. 
x ok Ok 


rest of 


The Electric 


equipment 


Hudson Supply & 
Co., City, N. 1 Be 
the most active partici- 
Lighting Ac- 
Mr. 
company 


Jersey 
was one of 
pants in the Industrial 
Under the 


3unn, 


tivity. direction of 
D. N. 
carried 
successful campaign. 

x * x 


manager, the 


out an energetic and highly 


Mra di; ‘3. 
Engineer of the Dayton, Ohio Power & 
Light Company, reports a very gratify- 
ing increase in industrial lighting load as 
a result of the Industrial Lighting Activi- 


Nonneman, Illuminating 


ty. Benjamin sales literature and specifi- 
cation material were used most effective- 
ly. 

* * . 

Mr. T. M. Barr, Lighting Specialist of 
the Central Hudson Gas & Electric Co., 
Poughkeepsie, N. Y., is plugging hard 
difficult 
smaller plants in his territory. 
time, but that is the 
ultimately brings success. 

x Ok Ok 


among the 
It takes 
which 


on some prospects 


spirit 


During the Industrial Lighting Activi- 
ty, the Illuminating Engineering De- 
partment of the Benjamin Electric Mig. 
Co., made 51 layouts for our own sales- 
men, jobbers and others, specifying ap- 
proximately 19,000 reflectors. 
for 3,400 reflectors. 

* * x 


One job 


called 


At a 
Association of Electrical Contractors and 
Dealers, Mr. Fred Eley, of the 
Mfg. Co., of 
Ltd., gave an illustrated talk on “Mak- 
ing Factory Lighting Prospects See the 
Light.” 


recent meeting of the Ontario 
Ben- 


jamin Electric Canada, 


* * * 
Another interesting address 
Mr. E. G. Nicholls, 
Co., 


“Selling Industrial Illumination in To- 


was 
of the 


Toronto, on 


made by 


Northern Electric 


THAT THE SALESMAN 


OF THE 


— + — 


JOBBER IS THE MOST 


IMPORTANT MAN IN THE INDUSTRY.” 








Mr. Nicholls told his audience 
among other things, that manufactur- 
ers of lighting equipment were con- 
stantly making available literature of 
an educational nature, so that anyone 
interested could always keep well in- 
formed. In this connection, he men- 
tioned particularly the helpful bulletins 
issued by the National Lamp Works, 
of the General Electric Co., and the 
bulletin on “Correct Illumination for 
Industry,” issued by the Benjamin 
Electric Mig. Co. 


ronto.” 


Here and There 


The Rumsey Electric Co., Philadelphia, 
Pa., recently staged a unique feature in 
order to familiarize their salesmen with 
their new price book. At a sales meet- 
ing, all the salesmen received a list of 
material, which had been carefully pre- 
pared to represent the average bill of 
material purchased by a contractor. The 
men were asked to price this up and the 
salesmen getting in his list first and the 
most nearly correct price was awarded 
a prize. The idea created a great deal 
of interest and went over big. 

ko ke 

Me 3. Le 

with the New York offices of Benjamin 


Osterby has joined forces 


and will work in Connecticut under our 
old faithful, Mr. J. S. Patrick. Jim has 
needed another man for some time and 
we wish him all good luck. 
* a * 
Mr. 
looking 


Ray M. Prior, 
Benjamin 


our very good 
representative in 
Michigan and other adjacent states, has 
moved and is located at 2645 
Rochester Street, Detroit, Mich. 

The Advertising Department has just 
illustrated folder in colors 


now 


issued an 


1 ALways 
PUT IN Some 
OF THAT Good 
Time STUFF 
AN it Goes 
BiG. way 


TELL Hig 
YAGOT A 
BIG ONE 

A BuT HAVE 

|} To wart 
UNTIL THE 
BOARD oF 
DIRECTORS 


describing the “Little Sentry” panel 
board and cabinets. This is a junior 
line, embracing all of the exclusive Ben- 
jamin-Starrett features 
apartment buildings, — small stores, 
schools, small factories and _ similar 
places having from 6 to 12 branch cir- 
cuits. Copies will be furnished to those 
interested, on request. 
ne 2 


for residences, 


Mr. Elliott Ranney is taking over 
the New Jersey territory for Ben- 
jamin, vice Mr. L. W. Ferguson, who 
moves on and up to pastures new. 
Mr. Ranney’s address is 721 South 
\ve., Westfield, N. J 


Benjamin Will Be 
At the N. E. L. A. 
Exhibit. 


The Benjamin Electric Mfg. Co. 
will have a noteworthy exhibit at the 
big exposition on Young’s Million Dollar 
Pier at Atlantic City, N. J., in connec- 
tion with the convention of the National 
Electric Light Association, May 17 to 21. 

The company will occupy spaces 200, 
202 and 204, and will display Show Case 
Lighting Equipment, Industrial Lighting 
Equipment, and Outdoor Sign, Poster 
Panel and Billboard Lighting Equipment. 

Representatives of the company will be 
on hand to explain features of two new 
campaigns on Industrial Lighting and 
Show Case Lighting for local sales pro- 
motion. The Crysteel Porcelain Enamel- 
ing Division will have an exhibit of 
electric ranges. 

Special invitations are being issued to 
those who will attend the exhibit to visit 


our booths and receive a book of special 
direct advertising plans. 


DIDSA PuT 
DowN THAT 
ONG ABOUT 
THe Com- 
PETITOR 

THAT JUST 


CANT PULL 
THE OLD 





THE WEEKLY REPORT. 


It’s been quiet along the border and points further north and the boys up in Canada have been 


getting the gentle “razz’ 
Winnipeg shot this at the office the other day. 


as to “how come, so so,’ 


, 


Des Lauriers, of Benjamin Electric up in 
He says while it isn’t his method at all, it’s the 


result of some nature studies he made ‘tween trains, 
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ive News| 


bout Live Ones 





3. 








GrayBar of Kansas City, Mo., an- 
nounces some changes as follows: 

S. V. Glover, who has been with the 
company a great many years, was 
promoted from quotation clerk to road 
salesman in Kansas and Missouri, suc- 
ceeding Harry Hallett, resigned. 

Robert Davie, public address engi- 
neer, has had his headquarters trans- 
ferred from New York to Kansas City 
and will have direction of the sales of 
the public address system in all of the 
western district. 

J. W. McLaughlin has been trans- 
ferred from Iowa territory to Western 
and Southern Missouri territory, with 
headquarters at Joplin. 

R. G. McCurdy says that he is glad 
to report that there are now only three 
the Kansas City office, 
although there are several of them in 


Me’s. in 


the Omaha branch and out on the road. 
At one time there were eight Mc’s. in 
the Kansas City office. When any one 
of them was paged a riot was imme- 
diately created. 


Don Srratron, well-known job- 
ber’s salesmen of Los Angeles, and 
Ted Rantzon have joined the sales or- 
ganization of the Great West Electric 
Company. 

J. B. Marruews is now covering 
Galveston and surrounding territory 
for the Tel-Electric Co. of Houston, 
Tex. 





WJR is a new station that will 
soon be broadcasting from Mansfield, 
O.—no other than W. J. Riley, who 
is now selling for the 
Spreng Co. 


Hartman- 


C. R. Frankuin has recently gone 
with the Electric Co. 
of Atlanta, Ga., as salesman covering 
central Georgia 


Gilham 


H. D. Younprt has recently taken 
a position as salesman for the H. 
Cloeman Co., Allentown, Pa. 


Two New salesmen have _ been 
taken on by the Krich Light and 
Electric Co. of Newark, N. J.— 





hd 


J. C. Golow, who will cover south- 
ern New Jersey territory and A. T. 
Schilling, who is Mazda lamp special- 
ist. Al Dubrow is head of the lamp 
department and M. Josephson is 
head of the shipping department. 





Cuetsea P. Cook is of the 
newcomers at the Sprague Electric & 
Supply Co. of Waterbury, Conn. He 
is on the sales force. 


one 


M. P. Suvurpe, formerly with the 
Hellman Bank of Los Angeles, has 
taken a position as salesman with the 
Reiman Wholesale Electric Co. of that 
city. 


Electric 
announces 


Rosertson-Cataract Co. 
of Utica, N. Y., that 
Harry E. Case has been engaged as 
salesman. 


Gro. W. (“Red’’) Edwards, for- 
merly with the Lee Electric Co. of 
Baltimore, will cover parts of Balti- 
more city and supervise the shipping 
and department of the 
Shepard-Fluharty Electric Co. of 


receiving 


‘Baltimore. 


Mike Lovuckes, formerly with the 
Indianapolis office of the Indianapolis 
Electric Supply Lake 
States General Electric Supply Co., 
recently joined the sales force of the 
Crescent City Electric Division. He 
will travel in southern I1linois. 


Division, 


A New face appears among the 
salesmen of the American Electric Co.., 
of St. Joseph, Mo.—Harry L. 
Jackson. 


C. A. Bartow is now employed as 
salesman by The McGraw Co., St. 
Louis, Mo. 

J. R. Dantetson, salesman in the 
northeastern part of Iowa for Julius 
Andrae & Sons Co., Mason City, Ia., 
is the proud father of a prospective 
jobber’s salesman. 





THREE New salesmen have been 
employed by the Commercial Electric 


Supply Co. of Detroit, Mich.; namely, 


T. T. Scott, F. Parmalee, and T. 
Lashbrook. 

C. B. TuHompson is back with In- 
terstate Electric Co., Birmingham, 


Ala., as manager of the radio depart- 
ment. He was with the Mills-Morris 
Co., Memphis for one year. 


L. R. MircHeELt is a new addition 
to the force of the Florida Electric 


Supply Co., Tampa, Fla. 


ApoLpH HANNeMAN, formerly an 


. electrical contractor in New Orleans, 


is now with Rex Electric, Inc., as 
salesman. 

H. D. Ropen, formerly with the 
Southern Electric Co., Richmond, Va., 
is now salesman for the Fulton Elec- 


tric Co., traveling out of Atlanta. 





J. A. GALLEN, is now purchasing 
agent for the Franklin Electric Co., 
Philadelphia. Luck to you, J. A. 

(Turn to Page 40) 








The sales force of the Woodill-Hulse Electric Co. of Los Angeles. Left to right: 
Kreitman; Myers; Johnson; Grissom; Anderson; Miss Holding; Price; Cutler; 


Schiff; Buckley, and Doyle. 
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= és new inal 2 


that strips armored 
cable without injur- 
ing the insulation! 






It is no longer necessary for the 
contractor to use the slow, old 
fashioned, dangerous hack-saw 
method of stripping armored cable. 

























Here is what your customers 
have long waited for—the Triangle @ ! 
Armored Cable Tool. It instantly \ 
strips the armor from any single- 
strip cable in sizes, 14/2, 14/3 or 


12/2, and cannot cut or mar the f 
insulation of the*wire. 
oe ( 
ma Made of highf grade tool steel. , 
‘cc , | it will last indefinitely— no parts 
The } et can get out of order. The price tom 
r a the contractor is only $8.00. a 
pet of : | 
| p 
the Trade paper advertising and 
° counter display cards (sent upon 
wtire- request) will acquaint every con-@ 
aa tractor in the industry with the@ 4 
man's Vi advantages of this tool. t] 
tool 


Now Mr. Jobber and Mr. Job-@ “ 
bers’ Salesman, can’t you visualize 
this vast market? 


bag 


STRIP. 
WEIGHS ONLY 
TWO POUNDS 


TRIANGLE]C 
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and a new 
non-metallic 


sheathed cable 














he 
Id 
iW 
le. 
Its “TRIEX”—a quality 
EIS Its rugged 
nm product, of course, because ee Tein 


the photo- 

raph — four 
distinct layers 
of insulation 
protect the 
wire. 


tly # we've made it worthy of the 
le Hl efforts and support of the TRI- 
he ANGLE Organization. 





(Its advantages ?—apparent, 
a naturally, to every contractor 
to who wants a fast working un- 








Built up from 
the bare copper 
entirely in our 
own factory 
where constant 
supervision 
and inspection 
is maintained. 


armored assembly for some 
particular job. 
oN 
on-f © We have placed TRIEX on 
the the market with the knowledge 
that the industry knows that a eae 
ob “uything produced by TRIANGLE ance permit it 


to compare 


. e favorably with 
lize hiust be right. other Triangle 


Products, 


Sectional 
view of 
“T RIEX” 









COND [ I i 4 O I General Offices: 
4 9 NC, DRY HARBOR ROAD & COOPER AVENUE 


Factories: Brooklyn and Chicago, Illinois 9 roe vice inal 
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Raupeu J. Moupry has left the En- 
sign Electric Co., to join forces with 
the Calhoun Electric Co., electrical 
contractors of Minneapolis, Minn. 

Ratew E. Jones, formerly with 
the Robertson-Cataract Electric Co., 
Syracuse, has become associated with 
the Frank Adam Electric Co., Buffalo 
office. 


Four SatesMEN have been added 
to the organization of Listenwalter 
& Gough of San Francisco. They are 





Wilson, Anderson, Barron’ and 
Holden. 
D. H. Conover, formerly with 


Meyers Electric Supply Co. of Los 
Angeles, has joined the sales organ- 
Woodill-Hulse Electric 
Company of the same city. He will 
devote his time to the sales of wiring 
material in the industrial field. His 
acceptance of the new position marks 
the return to the Woodill-Hulse Elec- 
Co. about 


five vears. 


ization of 


after absence of 
He formerly served this 


tric an 
company in the capacity of purchas- 
ing agent. 





CHANDLER C. WarRNER, salesman 
for the Manhattan Electrical Supply 
Co., Jersey territory, and the gentle- 
man who Newark is in the 
United States, is a good mixer. C. C. 
is a great exponent of the art of 
his record 


insists 


handshaking. During 
breaking sales run in the dim past 
he attributed his success in landing 


orders to the art of handshaking. Re- 








The Graybar Electric Co. announces the 
appointment of E. F. Murphy as repre- 
sentative of the central station department 
with offices at 100 E. 42nd Street, New 
York. Mr. Murphy has been associated 
with the electrical industry for many years 
and the countless friends he has made in 
the eastern and central districts will be 
pleased to hear of his promotion. 








= 






iP eee 


“Don’t take sockets for granted, sell 
only the best” is perhaps what Carl Sachs 
is telling Bill Lockhart (who just edges 
into the picture) and shows him why. Carl 
is Southern California representative for 
Arrow Electric Co. and Bill is salesman 
with The Electric Corporation of Los 
Angeles. S. B. Gregory, Pacific Coast 
manager for Arrow, smiles indulgently on 
the pair and W. H. Fagan, sales manager 
of The Electric Corp., “high hats” the 
bunch and turns away. 





cent sales reports, however, would 
indicate C. C. W. has given up hand- 
shaking! 


Two Years in business, and look- 
ing for larger quarters! Speaks well 
for the hard-working, conscientious 
H. J. Baitinger, the guiding spirit of 
the Baitinger Electric Supply Co., 
New York. H. J. is a two-fisted man 
men, executive and 
worthy of all the good things which 
are bound to come to those who play 
the game as it should be played. 


among an able 


H. F. Jaax has resigned as manager - 


of the electrical department of the W. 
S. Nott Co., and is now covering the 
Minneapolis territory for the Crosley 
Radio Co. R. A. Cooley is the new 
manager of the electrical department. 


G. C. Bymer is the new manager of 
the appliance department of the R. M. 
Laird Electric Co., Minneapolis. He 
was formerly with the St Paul Elec- 
tric Co., St. Paul, Minn., as manager 
of the lamp department. 





E. J. Berrey, formerly city sales- 
man, is now covering a_ territory 
within a radius of 40 miles of Min- 
neapolis for the Northland Electric 
Supply Co. His headquarters will be 
at Minneapolis. 


H. H. Carey has left the Sterling 
Electric Co., Minneapolis, to take up 
his duties as secretary of the North- 
west Radio Trade Association. 


West PENNSYLVANIA will see much 
of F. Van Buren Dolbier, and “Van” 
will see to it that the Frank H. 
Stewart Electric Co., Philadelphia, is 
ably represented in that neck o’ the 
woods. That’s Van’s job! 


Lovis D. Carro tu, vice-president 
of the Carroll Electric Co., Ince., 
Washington, D. C., was the guiding 
spirit in a meeting held April 6 in 
Baltimore to organize a new local 
branch of the Association of Electra- 
gists. Mr. Peterson of the National 
Association of Electragists was the 
guest of the local Jobbers Institute. 
where the details of the local branch 
were arranged. 

J. A. McConne.t, manager of the 
Royal Eastern Electrical Supply Co., 
Jamaica branch, is on guard at the 
gateway to Long Island getting his 
share, and then some, of the business 
in the electrical jobbing line. 

(Turn to Page 44) 











Sure and bigosh only a sour grouch 
would fail to respond to the friendiy 
smiles on the face of W. H. Fagan. Fagan 
is sales manager of The Electric Corpor- 
ation of Los Angeles. 
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Want a Lot 
of Switch 


for Your Money? 

















Do you want quality in a safety switch? - 

Specify the WK-62. 

Do you want strength and endurance. They’re built 
into the WK-62. 

Do you want a switch with ample wiring space and 
convenient knockouts? 

That’s the WK-62. 

Do you want a reasonably priced pateclel 

We have it! So does your jobber! 


Write our nearest office or your jobber for complete information 
about the WK-62, the enclosed, externally operated safety switch, 
with a reliable quick. break mechanism. 


The revised edition of “The ABC Safety Switches” is now off the 
press. Have you got your copy? 






Westinghouse Electric & Manufacturing Company 
Merchandising Dept Mansfield, Ohio 












Always 
Clean 


Contacts 


With the diamond pointed jaw and extend- 
ed blade used in Westinghouse Safety 
Switches, the burned area of the blade does 
not fall inside the contact surface of the 
jaws. This assures maximum clean con- 

















tact area every time the switch is closed. E \ — 
Switch Open Switch Closed 




















inghouse 


Long Life Switches p 
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Non-slip grips permit re- 
moval of the plug easily 
and quickly, reducing 
terminal burning. 





Self-finding ring guides 
the prongs of the Hemco 
Pul-Cord Cup into the 
slots easily and quickly. 
Try it with your eyes 
closed! 











The Hemco Cord Set in the dis- 
tinctive package that enables the 
retail customer to identify it at once. 
The Hemco advertising campaign 
carries the sales message of this 
Cord Set to millions of homes. 











we 
Bakelite Bridge in cap 
permits yanking the cap 
out of receptacle with- 
out straining or loosen- 
ing the connections or 
breaking the cap. 





Interior view of Hemco 
Heater Plug showing 
how cord snubs on goose 
neck turns when jerked 
or strained. This takes 
tension off terminal 
screws and prevents cord 
pulling out of plug. 





















The trade stays sold 


C 






on “HEMCO” 














Selling a customer is difficult enough 
but re-selling him is a “‘tough job.” 
Therefore it behooves the salesman to 
choose lines that stay sold. 


The superior features of Hemco 
Cord Sets need only be demonstrated 
once. Dealers are quick to see the ad- 
vantages of “‘pushing’”’ this cord set 
with their customers. Dealers are al- 
ways glad to stock a better product. 


The steady preference of consumer 
buyers for Hemco keeps the Dealer 
sold. Turnover is rapid, stocks require 
constant replenishing and the sales- 
man secures a nice business on which 
further intensive sales effort is un- 
necessary. 


Georce RicHARDS & COMPANY pwc. 
557-Wesr Monroe STREET- CHIcaGo, /Ltinors. 
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How “AEMCO” helps 


the salesman 





The salesman that sells ‘“‘Hemco Hemco “Trip-Lite” and “Tach- 

® es ‘6 or) Lite” are threaded to take standard 

doesn’t hit “cold turkey.’ Dealers are shade holders. Hemco “Trip-Lite” 

. ¥ is Fang = the ae. in 
a er Hemco ur s 

informed of Hemco by a consistent ad a eee 


oe" . . . ° hades. Pl 1 pl f Il 
vertising campaign in leading trade jour- Seadiaeel ulae ane elsn antinden 


in this popular line. 
nals. These sales messages impress the 


Dealer with the desirability of the Hemco HEMCO Plural Plugs 


line from a rapid turnover, profit and sell- Hemco Plural Plugs have niceties of 
‘ f l appearance and construction that have 
ing feature angle. made them “‘best sellers’’ everywhere. 
i P as ; Moulded of genuine bakelite of rich 
Likewise, Hemco advertising in na- black, they blend unobstrusively with 


tional magazines, Saturday Evening Post sen Tel Ronee ene Saeainge, 


Metal inserts and screw-shells are 


and Liberty included, are creating con- moulded into the plug itself, never 
to come loose. Even the severest 
sumer demand that reacts favorably to 0 aati Neat aete: Cit ton, Neen on 


Dealer to Jobber to Salesman. mar them. 


These superior features, so evident 
’ to a casual inspection, have made 
Wide-awake Dealers are aware of the Siaiksar Weaak: Peans she: seni genelen 
on the market. They -are the sales- 
man’s “‘best bet.” 


greater profits resulting in handling nation- 
ally advertised goods. The “Hemco” 


Hemco Twin-Lite 
The most popular plural 


¢ . I in th Id. P id 
trade paper campaigns further emphasize an cutie eulien ter engiionacs 
: from any socket. Compact 
this feature. to fit under small shades. 






Light in weight, heat-proof, 
shock-proof and moisture- 
proof. Does not mar or 


Hemco advertising paves the way for oe 


easier sales by reducing sales resistance. 





The salesman’s logical line to push with 
his trade is ““Hemco.” 


GeorGe RICHARDS & COMPANY wwe. 
557-Wesr Monroe STtreEr- CHicaco,/LLINOIS. 
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Tue Paramount Electrical Supply 
Co., New York, has what you might 
term a “see-saw” organization, What 
with Harry Rothstein, with pep and 
dash on one end of the business, Herb 
Hammersly in the role of the “hard 
hearted” credit man on the other end, 
and the tried-and-true, level-headed 
C. A. Kabat, as balance, a rounded- 
out, well-balanced, smooth-working or- 
ganization is obtained. 


Vom; 
Garfield 
York, is 
mier Brass and Electric Co., Brook- 
lyn, N. Y. 


Suear, formerly with the 
Electric Supply Co., New 
now connected with the Pre- 


Tue Joun Y. Parke Co., Philadel- 
phia, has taken on the distribution of 
the Standard Electric Stove Co. line 
of ranges and the “Cadillac” washer 
manufactured by the Clemons Manu- 
facturing Co., Chicago, in the Phila- 
delphia and New Jersey territory, and 
the State of Pennsylvania east of 
Harrisburg. 


Frep W. Kierer, Jr., sales manager 
of the John Y. Parke Co., Philadel- 
phia, reports the opening of a special 
department devoted to electrical toys 
of every description. 

Gorpon Wott, a_ Westinghouse 
alumnus, is a recent addition to the 
sales force of the Frank H. Stewart 
Electric Co. Gordon covers’ the 
Philadelphia territory and is out to 
show what a determined “go-getter” 


Personnel of the wholesale store and executive offices of Woodill-Hulse Electric 


Co., Los Angeles. 
general manager. 


On the extreme right is Gilbert Woodill, vice-president and 
On the extreme left is Moe Grenberg, store manager. 


The 


“short” fellow on the extreme right in the back row is J. A. McKelvey, purchasing 


agent. 
Woodill, service manager. 


Immediately in front of Mac and next to Gilbert Woodill is Harold 





Bert MacDonald, new 
salesman for Frank H. Stewart Elec- 
tric Co., Philadelphia, is a likely lad, 
and bound to come through with col- 
ors flying in his sales efforts. 


Hoor Mon! 


Lioyp A. Witson, of the sales de- 
partment of the Frank H. Stewart 
Electric Co., Philadelphia, is small in 
stature, but what territory that boy 
does cover! Lloyd A. recently “sold” 
himself to the Stewart organization 
and now is showing ’em how to sell 
goods. More power to you, Lloyd! 

Frep Morean has joined the sales 
force of the Myers Electric Supply 
Co., of Los Angeles. And oh yes, 
Fred will cover the Hollywood dis- 
trict and the movie studios n’every- 
thing. 








Here are seven good reasons why business 


Supply Co. of Los Angeles. 
Sweatt, Alexander and Nordskog. 


should be good with Meyers Electric 


Left to right they are Howard, Dolan, Shukraft, 


Bert Kramer, until recently in 
charge of “Universal” sales in the 
Northwest territory, has been appoint- 
ed manager of the range and appliance 
department of Listenwalter & Gough 
of Los Angeles. 


Tue Rep Suierp, the splendid 
house organ and price list of the 
Wesco Supply Co., St. Louis, Mo., 
celebrated its fourth birthday by in- 
creasing its number of pages to 24. 
The cover this month in gold is espe- 
cially attractive. 


Tue R. M. Latrp Evectricat Co., 
Minneapolis, team won the bowling 
championship of the Electric League 
in the finals which were played Thurs- 
day, April 8. E. Engel is captain of 
this go-getter team, and the other 
players are: H. Espen, George Win- 
cek, ‘William Wintheiser, Ben War- 
mey, and a Mr. Tolved. Tolved is 
the only one not of the Laird orga- 
nization. H. A. Holden, one of the 
R. M. Laird Electric Co.’s crack sales- 
men, preferred batting out orders to 
knocking down pins. 


Milwaukee’s Electrical 


Wedding 


One of the nicest of June brides to 
be found anywhere in the country will 
be Miss Lorraine Wachs, of the Bog- 
gis-Johnson Electric Co., Milwaukee, 
Wis. Oh, yes, the groom will be Ed. O. 
Hoge same company, at present inside 
salesman and soon slated for city sales 
work. They are to be married June 
16. 








i 





aoe ery time a fuse blows. 

“The fury of excessive current confined 
in one short strip of fuse metal-instant, 
intense heat! In the flash of an eye ~ 
cold metal is transformed into gas. 
Pressure, quick and tremendous has 
dealt the fuse casing a trip hammer blow. 


To appreciate the service fuses meet 
is to recognize the care with which 
they should be chosen. 


It pays to specify “Union” 

















Because they are worth more they really cost less 














Note the small 
number of parts 
to a Union Re- 
newable Fuse. 


ae Prey e open- 
s in the 

Se aoe on 
easy cleaning. 

















UNIO 


RENEWABLE FUSES ~<A 


Stay in Service Longer 


Heat and tremendous pressure are generated Union Renewable Fuses offer safety features 
within a fuse casing at every blowout. coupled with a lasting durability that repre- 
sents real fuse service. 





Renewable fuses must have unusual strength 

to withstand repeated shocks of this nature. A convenient chart for selecting the right 
Union Fuse for all types of service will be 
send for the asking. 





Union Renewable Fuses have tne added 
strength that enable them to stay in service 
longer. The heavy gray horn fibre of which 
the casing is made takes the strain of in- 
numerable blow-outs without impairment. 
Carefully designed longitudinal vents release 
pressure to the outside without permitting 
passage of flame. 



















The brass end-caps are securely fastened to 
the casing and cannot come loose. 






Positive alignment of knife blades is assured. 





The knife blade member is exceptionally 
heavy and rigid. The threads of the fuse 
element studs are not exposed and molten 
‘metal cannot cause them to “freeze.” 













Small number of parts reduce time and labor Dobie Wetbiis Naita stint einai 


1 newable in ferrule and knife-blade types 
for renewing. may be secured for all standard ratings. 






Gem Fuses with visible element repre- 
sent the same quality in the plug types. 
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Methot Made General Mer- 
chandising Manager 

Clarke H. Methot, Chicago mana- 
ger of the Manhattan Electrical Sup- 
ply Co., has been appointed general 
merchandising manager in_ entire 
charge of the jobbing business of all 
Manhattan houses. Mr. Methot will 
be located at the main office in New 
York. 

A. J. McGivern has been made 
manager of the Chicago house. Mr. 
McGivern has had 15 years’ expe- 
rience in the sales department, and 
was formerly in charge of sales of 
electrical supplies and radio equip- 


ment. 
x * * 


New Branch for Tafel Electric 
On or about May 15, the Tafel 
Electric Co., of Louisville, Ky., will 
have in operation a branch house at 
Chattanooga, Tenn. A lease has been 
secured on a 22,000 sq. ft. warehouse, 
centrally located on 616 Broad St. 

Sidney Steinau, who was, until the 
first of the year, when he came with 
the company, manager of the electrical 
department of the Mills & Lupton Co., 
Chattanooga, will be manager of the 
branch. 

Practically all of Tennessee, east 
of Nashville, will be serviced from 
there including parts of Virginia, 
Georgia and Alabama. The 
quality of service that has been re- 
sponsible for the company’s growth in 
Louisville will now be rendered in 
Tennessee including a service depart- 
ment for “Radiolas” and other RCA 
products. The same lines will be dis- 
tributed as are handled for Kentucky. 
About 200 items will be carried on the 
first floor. The arrangement will be 
quite similar to.that in Louisville; that 
is, the shelf goods will be carried in 
25 ft. sections of shelving. There will 
be 13 of these. 


same 


Louis Sisskind 
Vice-Pres. 


John R. Olsen 
Vice-Pres. 


Carl Narz, who was formerly Ten- 
nessee representative, and who was 
brought into Louisville shortly before 
the first of the year, has been pro- 
moted to the position of department 


manager. 
* * * 


New Jobber in Brooklyn 
The New York Standard Ash Can 
Mfg. Co., N. Eighth St., & Kent Ave., 
Brooklyn, N. Y., has gone into the 
jobbing business also, in electrical 
specialties. 
* * % 


Central States 
General Electric Supply Co. 


Announcement has been made by 
Geo. A. McKinlock, president, that, 
effective April 9, the business here- 
tofore carried on by the Central Elec- 
tric Co. will be conducted by the 
Central States General Electric Sup- 
ply Co., at the same address, 316-18 
S. Wells St., Chicago. 

The management and personnel of 
the Central Electric Co. will continue 
to operate the business of the new 
corporation. 














Geo. A. McKinlock, Pres. 

















Jacob M. Lorenz . 


Vice-Pres. 


Albert Gelbard 
Sec.-Treas. 


Boggis-Johnson Cramped for 
Space 

The Boggis-Johnson Electric Co., 

Milwaukee, Wis., was established in 

1917 The 

had originally started as the Dietz- 

Warner, Co. then changed to the Bog- 


on Second St. company 


gis-Dietz Electric Co., and in 1917 to 
1919, the com- 
pany was moved to its present location 
at 346 East Water St. 

J. A. Johnson, president, and F. S. 


its present name. In 


Johnson, secretary, grew up with the 
business, having started with the 
Dietz-Warner Electric Co. Mr. Bog- 
gis is not any longer a member of the 
firm. 

The company occupies the entire 
building, four floors and the basement, 
which gives it about 17,500 sq. ft. of 
floor space. Carl Thalman, purchas- 
ing agent, says an additional 35,000 
sq. ft. would just about make the place 
comfortable. 
cn the payroll. 


There are 19 employees 


The Ivanhoe commercial fixture line 
is a recent addition to a long list of 
standard lines carried by this com- 
The A. C. Dayton radio line 
is carried, which went good last year 


pany. 


and is expected to do even better the 
coming year. Other lines carried are: 
Marion Insulated Wire, Central Tube, 
Trico, National Metal Moulding, 
Lindeman-Hoverson, Benjamin, Holo- 
phane, Roach-Appleton, Arrow Elec- 
tric Simplex Heating, Chicago Fuse. 
Appleton Electric Co., Simplex Wire 
& Cable, and Bryan-Marsh lamps. 
* * * 


Southern New York in New 
Quarters 

The Southern New York Electric 
Supply Co., Binghamton, N. Y., 
moved into its new and larger quar- 
ters at 201-203 Water St., Bingham- 
ton, on January 1. The new building 
is double the capacity of the old one. 








S. E. Kennedy 
Asst. Treas. 


OFFICERS OF THE CENTRAL STATES GENERAL ELECTRIC SUPPLY CO. 
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Changes in Personnel 

Geo. H. Cornet, formerly gener- 
al manager of the Frank H. Stewart 
Electric Co., Philadelphia, Pa., was 
made vice-president and general man- 
ager at the annual meeting held March 
27. Frank E. Hacker, formerly sec- 
retary, is now secretary and treas- 


urer. 


J. G. Marks has retired from the 
Reiman Wholesale Electric Co. of Los 
Angeles, his interest being purchased 
by Otto Reiman, L. E. Clark, and 
F. C, Pentz. 





Paut Joystin recently resigned 
from the R. M. Laird Electric Co., 
Minneapolis, as sales manager. H. 
Espen, who has been purchasing 
agent, now takes on the additional 
duties of sales manager. 


H. E. WareruHovusE is now man- 
ager of the Tampa branch of the 
Florida Electric Supply Co. 


Yundt Made Vice-President 


C. G. Yundt, sales manager of the 
Kubec Electric Co., Chicago, was 
made vice-president of the company 
April 1. Mr. Yundt will continue to 
handle the sales department. 








This is George Settles of the Illinois 
Electric Co., of Los Angeles who travels 
the famous “kite route” of southern 
California. This territory takes in San 
Diego and the Imperial! Valley. 





News From Haas Electric 

The Haas Electric Sales Co., Cleve- 
land, O., has just brought out its 
new spring and summer radio catalog 
which is very well printed and ar- 
This is distributed only to 
recognized dealers. It has discon- 
tinued its wiring lines and is now ex- 
clusively a radio and fixture jobber. 
H. L. Bulask formerly with the 
Roberts Co., Toledo, has joined the 
sales force and will cover northwest- 


ranged. 


ern Ohio. Don Ward who was in 
the radio business in Cleveland has 
joined as city salesman. 
* * & 
Stevens Turns Crank 
E. J. Stevens, secretary and gen- 
eral manager of the Bunnell-Stevens 
Co., Binghamton, N. Y., has gone in 
for moving pictures. His new cam- 
era and scads of film arrived early 
in December. If he wants a slow 
motion picture, how about one of a 
dealer paying his bill? 
* * & 


Electrical Credit Barometer 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by 
member manufacturers and jobbers 
through its various divisions, for 
March, 1926, as compared with the 
same month the previous year. Also 
these figures are shown for the Jan., 
Feb. and March periods of 1925-26. 


NUMBER OF ACCOUNTS REPORTED 





These men are good Iowans—eat corn 
in some form every day. Left to right 
they are: E, F. Tiedemann, treasurer; 
J. S. Kimmel, president, and O. H. 
Frickel, general manager of the Repub- 
lic Electric Co., Davenport, Ia. 





Jobbers’ Sales Activities 
TreLt-Evectric Co., Houston, Tex., 
is running a special campaign on 
Westinghouse automatic 

Servel refrigerators. 


irons and 





Rosertson-Cataract Electric Co., 
Rochester, N. Y., is conducting a 
“Hotpoint” campaign, extending from 
April 25 to May 25. It will circular- 
ize central station lists and arrange 
cooking demonstrations in surround- 
ing towns. 


Prasovy Electric Co., Oklahoma 
City, Okla., has a toaster campaign 
on, tying in with the National Electric 
Light Association work. 


Kricu Lieut & Electric Co., New- 
ark, N. J., is making special cam- 
(Turn to Page 52) 








oO, 

oO c 
Increase Jan.-Feb.-Mar. Increase 

DIVISION March or 3 months or 
1925 1926 Decrease 1925 1926 Decrease 
Now Mute 2s ee <2 460 — A% 1104 = 1092, — 1.0% 

Middle & Southern Atlantic 
SR ee a a catatonia 220 229 + 4.1% 639 566 —114% 
New England Division.................... 17 103 +83.7% 202 277) 437.1% 
Pacific Coast -.......... oso ee 22 +838.38% 52 TT 448.0% 
Central Division a . 10385 1083 +4 4.6% 2601 2776 + 6.7% 
cog yt) Pearle ... 1806 1897 + 5.0% 4598 A788 + 4.1% 
TOTAL AMOUNTS REPORTED . 

Yo Be % 
Increase 3 months Increase 

March or Jan.-Feb.-Mar. or 
1925 1926 Decrease 1925 1926 Decrease 
New Yorkiig..c.:..x...- $ 69,282 $ 71,157 -+ 2.8% $190,451 $161,066 —15.4% 
m.& S. AS. Ss::..... .. 29,438 19,281 —34.5% 101.749 52,088 48.8% 
New England Div............... 7,516 6,847 — 8.9% 21,694 26,579 422.5% 
Pacific Coast Div... 1,868 3,355 479.5% 10,882 11,881 + 9.1% 
tral ie eS. oe 123,857 122,128 — 14% 829,010 . 267,710 —18.6% 





TOTAL 


Now Kerk aes eee 
MW. @ 6A Be ks Sh at a See 
ew Rim ARM SOU pt Gt ree os 
Pacific Coast Div......... Aer ene i LL 
Cental Ges he 


$231,911 $222,768 — 3.9% $658,786 $519,324 —20.5% 
AVERAGE AMOUNTS 


March Jan.-Feb.-Mar. 
1925 1926 1925 1926 


Sig REM He. $150 $155 $172 $147 


sSnpaaebockgee mere 133 st 159 92 
Ev tua seid 97 66 107 95 
ssteneen tonnes 155 152 209 154 
$2.1 ee. soe 119 112 126 96 
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Protection 








(I 


Hotpoint not only believes in the jobber 
but recognizes the fact that he must be 
protected, that he must be helped, and 
finally, that he must be able to make a 
profit. 


These are the cardinal points that are 
embodied in the 3-Point Policy under 
which the Hotpoint Servants Line of 
Household Appliances is merchandised. 


Under this policy jobber prices are 
granted only to those concerns which func- 
tion as distributors of the Hotpoint Serv- 
ants Line. This is the first requisite of 
any jobber policy, hence the first point of 
the Hotpoint 3-Point Policy is 








POINT 2 


" rT i 
wetl | (. \ 


ON NEXT PAGE 
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TOMS oO 
ec 
uc 


4 PEERLESS ELECTRICAL COMPANY PE Hannes 
ome rs d FIFTH STREET AT THIRD AVENUE BOUTH ee eucie saucwnees 


a MINNEAPOL1S, MINN. 


Edison Electric Appliance Co. 
5600 West Taylor St., 
Chicago, Ill. 


Gentlemen: 


Undoubtedly the question has arisen 
with a number of electric appliance distributors, regard- 
ing the policy of manufacturers in distributing their 
merchandise. This is merely to inform you that the Hot 
Point set-up of distributing their merchandise thru the 
approved jobbing profession has worked out very success- 
fully for us, both in relation to Central Stations and 
department stores. 


In fact we boast of our relationship 
with these concerns, which has been built up largely as 
a result of the service we render thru a well organized 
service department which we maintain. 


fours very truly, 


PEERLES: ECTRICAL COMPANY 
BOO/ [42 “ie 
HWN: MS ELL 


























Hotpoint helps the jobber 
by creating a public demand 
for the line. Extensive and 
continuous national advertis- 
ing and an army of Hotpoint 
missionary men have made 
Hotpoint merchandise popu- 
lar. What the public demands 
the big retailer will buy—and 
he can only buy Hotpoint ap- 
pliances from a Hotpoint dis- 
tributor. 


Thus, in addition to pro- 
tecting the jobber the Hot- 
point 3-Point Policy assures 
a line that will sell. Hence, 
the second point of the policy 
is 


Popularity 
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NORTHERN STATES POWER COMPANY 


BYLLESBY ENGINEERING & MANAGEMENT CORPORATION 
ENGINEERS AND MANA 
CHICAGO NEW YORK 








MINNEAPOLIS, MINN. 






February 9, 1926 







Because of the popularity of 


er the Hotpoint Servants line, 
























Edison Electric Appliance Co., 
nd volume purchases from elec- Chicago, Illinois. 
nd tric light and power com- Gentlemen: 
IS: panies and other large retail- We have been handling Kot Point appliances 
nt ers are the rule rather than for some fifteen years and have always purchased them 
de the exception. throngh our local jobbing houses, and have never bad 
ee This is the class of business occasion to question this arrangement. 
a which means profit to the job- Yours —_ mam 
“ ber and we see that he gets it. 4 os i+ 
is ™® ‘Thus a Hotpoint distributor mr —- 


Re i ” BO 
receives protection on a line 


of popularity, which leads to 


# the third and most important 
“a point of the Hotpoint 3-Point 
e Policy— 








ic 





EDISON ELECTRIC APPLIANCE CO., Inc. 
5600 West Taylor Street : Chicago, Llinois 
BOSTON, NEW YORK, CLEVELAND, CHICAGO, ST. LOUIS, ATLANTA, SALT LAKE 
CITY, ONTARIO, CALIF., LOS ANGELES, SAN FRANCISCO, PORTLAND, SEATTLE 
Factories: Chicago, Illinois and Ontario, California 
In Canada: Canadian General Electric Company, Ltd., Toronto 


p r of it 
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i. ¥, 


Bland, salesman and R. R. Rob- 
of the Southwest General 
Houston, 'Tex., showing how 
for and geese to 


certs, manager, 
Klectric Co., 
toolish it is 
south. 


ducks go 





paigns on Westinghouse electric fans 


and Bee-Vac 


vacuum cleaners. 





FcuLLerton Electric Co., Inc., New 
York, has started an active campaign 
“Full-o-lite”’ 


flecting lighting 


on safety screwless re- 
units and is appoint- 
ing high-grade distributors through- 
out the United States. Fullerton Elec 
tric manufactures these units. 

ee 
Svracuse, N. Y., has started a “four 


Ropertson-Cataract Electric 


ply” campaign covering toasters, per- 


colators. refrigerators and irons. 


Co., 


Md., is campaigning on Ilg 


Sueparp-Fluharty Electric 
Baltimore, 
ventilating fans. 

Crescent Crry Electric Division 
of the Lake States General Electric 
Supply Co., Ind., starts 


a “Hotpoint” campaign on May 8. 


Evansville, 


A. M. Lirtie Co., INnc., Syracuse, 
Pe @ 


“Universal” 


A drive, starting May 15, on 
appHances as a_ tie-in 
with the national percolator campaign 
The 


drive in 


month, will conduct 
its 


Syracuse Lighting Co., Syracuse. 


company 
co-operation with the 





Co., Sarr Lake 


A campaign on Radi- 


CapiraL ELEc. 
Ciry, UTan. 


olas tvpe 3 and 3A. 


Graybar Announce Reorgani- 
zation Changes 

A reorganization of the sales de- 
partment, involving the reallocation of 
the managing personnel and the crea- 
tion of several new activities, to take 
effect immediately, 
nounced by G. E. Cullinan, vice-pres- 
ident in charge of sales of the Graybar 
Electric Co. 

The reorganization, together with 
the staff designation of the personnel 
M. A. Curran, assistant 


has been = an- 


is as follows: 
to vice-president, formerly manager of 
the central station department; J. L. 
Ray, general supply sales manager, 
formerly manager of the supply and 
equipment department; E. A. Haw- 
kins, general telephone and appli- 
G. F. Hessler, 


general utilities sales manager, for- 


ance sales manager; 
merly manager line material sales de- 
partment; G. K. Heyer, assistant gen- 
eral supply sales manager, formerly 
telephone sales manager; A. J. Eaves, 

carrier current 
M. Rainey, tele- 


public address and 


sales manager; P. 





































M. A. Curran 
G. F. Hessler 


phone sales manager, formerly sal 
development manager; G. E. Chas: 
broadcasting sales manager, former! 
broadcasting sales engineer; O. | 
Richardson, broadcasting sales engi 
neer; J. W. Skinkle, signalling sal 
manager; A. E. Hetzner, signallin, 
sales engineer, and A. S. Wise, appli 
ance sales engineer. 

The above changes in staff perso 
nel are the culmination of a reorgan 
ization of the Graybar general sal 
organization which has been in cours: 
of development for some time. It 
effect, according to Mr. Cullinan, wi! 
be to present a more specialized or 
ganization, necessitated by the grea‘ 
growth of the electrical industry as 
whole, and more particularly, by tli 
expanding activities of this, the larges 
electrical merchandising and distribut 
ing company in the world. 

* * # 


Guilty! 


J. R. Edds, vice-president, and (¢ 
W. Noyes, treasurer, are of legal ag: 
and responsible for their acts. They 















E. A. Hawkins 
J. 4. Ray 


GRAYBAR OFFICIALS 
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Transformer and Outlet Box 
Cover in One! 


HE neatest and best place for a bell ringing and signal 

transformer is on the outlet box. Putting it there is now 

a simple matter, with this new transformer. Electrical in- 
spectors have recommended and asked for this type of instal- 
lation for more than two years. The Jefferson “Nucode” 
Transformer fastens to any standard outlet box. Connect the 
wires and tighten two screws — that’s all you do! 


The“Nucode” Transformer is designed for residence and small apart- 
ment buildings to operate door bells, door openers, and other sig’ 
nals. Listed by the Underwriters’ Laboratories, and fully guaranteed. 


Tell your dealers about the Jefferson “Nucode”—their custom- 
ers will want this convenient, new-type transformer. Costs 
no more than ordinary transtormers. 







Electrical in- Jefferson Electric Manufacturing Co. 


spectors everywhere e 
recommend the Jefferson 513 So. Green St., Chicago, IIl. 
Nucode” Transformer. World’s largest manufacturers of small transformers 





JEFFERSON Jlucode Bell Ringing Transformers 
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No wonder he gets the orders when he 
“looks ‘em straight in the eye.” ‘This is 
J. G. Cook, better known as “Doc” Cook, 
vice-president of the California Wholesale 
Electric Co., of Los Angeles. 





have had a fair trial and an impartial 
and jury decreed them 
“Guilty” of aiding, abetting and pro- 
moting the welfare and progress of the 
Noyes Electrical Supply Co., New 
York. 


strides in the jobbing game and re- 


unbiased 


The company has made rapid 


ports a good, healthy business condi- 
tion—thanks to the cunning, ingenuity, 
and hardworking tactics of the two 
colleagues in crime. 

The 


of the court is—‘‘Young men—go to 


“simple declarative’ sentence 


work!’ It is ordered! Napoleon was 
not interested in what his generals did 
one day—with Nap it was what would 
they do the next day, and so on. 

* * * 


Toonerville Trolley Has Noth- 
ing on Dakota Plant 


The “Toonerville Trolley that meets 
all trains” has nothing on the munic- 
ipal electric light plant at Wales, 
N. B., 


ness. 


in primitiveness and unique- 
The letter 
addressed recently to patrons of the 
Electric Light Association of Wales: 

“Regarding electric power on Tues- 


following was 


days—the plant will only put out 20 


amperes. An iron pulls. about five 
amperes and a motor for washing 


about two amperes. The plant will 
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thus handle only four irons at one 
time. There are eight who have them 
and the four to. use it in the morning 
are: Mrs. Geo. H. Johnson, Mrs. Geo. 
Lachner, Mrs. Jo Levin and Mrs. 
Platz. The four in the afternoon are: 
Mrs. Fischer, Mrs. Fraser, Mrs. Nel- 
son and Mrs. Wareburg. If any 
others want to use power at this time 
they will have to see the engineer. 

“It is for your own good to observe 
these rules. If more go on than the 
plant will handle, you will not get the 
power you want, and besides you will 
hurt the engine by overloading.”’—St. 
Louis Electrical Board of Trade. 

* * * 
Allentown Branch of Elliott- 
Lewis 

On April 1, 1926, the Elliott-Lewis 
Electrical Co., Inc., of Philadelphia, 
opened a branch at 315 Linden St., 
Allentown, Pa. This branch will carry 
a complete stock of electrical material, 
appliances and radio. 

E. R. Grant and W. J. Gillin are 
the salesmen operating from Allen- 
town and P. J. Gallagher, H. Skill- 
man and F. Sheckler are on the in- 
side prepared to give prompt, accur- 


ate and courteous service. 
* * * f 


Lappin Electric Co. 

The Lappin Electric Co., 
waukee, Wis., was established 
years ago by D. C. Lappin and Sam 


Mil- 


six 


MAN IN THE INDUSTRY.” 











John Cousins drives this fine truck for 
the Newark Electrical Supply Co., New- 
ark, N. J. He’s so proud of its appear- 
ance that he objected to appearing in 
shirt sleeves for the picture. 





Rabuchin. The first location was at 
124 West Water St., but the business 
showed such a remarkable growth that 
18 months ago it moved into its own 
building at 376 Broadway where it 
has four stories and a basemént. An 
unusually large stock of supplies is 
carried here. There is a complete fix- 
ture display room. 

At first, Mr. Lappin and Sam Ra- 
buchin did all the selling, packing and 
delivering. They were on the go all 
the time, developing the business, and 
even today Mr. Rabuchin will not give 
up the selling end, and he is con- 
sidered one of the best salesmen in the 
business. 

Norman R. Bauch recently came to 
this company as sales and advertising 
manager. Mr. Bauch is doing some 
newspaper advertising but likes direct 
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It was on the seventh of last December that the Graybar house was opened in 


Worcester, Mass. 


Already it is one of the best small organizations in the Graybar 


string and here is the answer—A snappy bunch of go-getters, full of youth and vigor. 
The line-up in the bottom row, from left to right, is: A. R. Moore; P. E. Cushing, 
W. A. Searle, sales manager; Evelyn Willard; H. H. Dejadon and F. P. Amadon. In 


the top row are: W. C. 
Harold Ross. 


Upson; E. C. Johnson, store manager; R. C. Burgess, and 











The copper arteries of industry 


OUNTLESS miles of industry’s 

“Copper Arteries” are Rome 
Made power cables—selected for 
this exacting ser "ice by experienced 
transmission engineers who will 
approve only dependable, honest- 
ly engineered products. 


Likewise countless installations of 
Rome Made insulated wires and 
cables are servicing industry’s needs 
in thousands of great American in- 
dustrial plants—selected by plant 
engineers and electricians who can 
run no risk of costly shutdowns 


through wire and cable failures. 


Back of the wide variety of Rome 
Bare and Insulated Wires, lies the 
reputation of 20 years’ successful 
performance—for all Rome Wires 
are manufactured from copper 
wire bar to finished copper wire, in 
Rome Mills covering 20 acres of 
manufacturing floor space. 


Rome Service—ample stocks and 
competitive prices, are at your dis- 
posal—while an opportunity to 
quote on any of your wire require- 
ments will always be welcome. 


ROME WIRE COMPANY, ROME, N.Y. 


ROME 


WIRE 


FROM WIRE BAR TO FINISHED COPPER WIRE 
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Stranded 
Double Braid 
Rubber Covered 
Wire 


















Automobile 
Wires ana Cables 


il | 
' Extra Flex 


Wires ana Cables 


Tinned Copper 
Wires and Cables 








URE rubber alone does not make the 

best insulation for electrical conduc- 
tors. But pure rubber correctly com- 
pounded with the right ingredients will 
give the finest of insulations, combined 
with remarkable aging qualities. 


Years of investigation and analysis are be- 
hind the insulation compounds used with 
Rome rubber covered wires—and, as a 
result of this careful study, these wires 
stand today as quality products. 


Every Rome wire is built — from wire bar 
to finished copper wire—in Rome Mills, 
under careful supervision, and must live 
up to the Rome reputation. 


If you will let us know in what wires and 
cables you are interested, we will be glad 
to send you samples, catalogs, and other 
information that will be of help to you. 


ROME WIRE COMPANY 
Mills and Executive Offices: ROME, N.Y. 


Diamond Branch: Buffalo, N.Y. 


New York — 50 Church Street 
Boston — Little Building Chicago — 14 E. Jackson Blvd. 
Detroit — 25 Parsons Street Cleveland — 1200 W. 9th Street 
Los Angeles — J. G. Pomeroy, Inc., 336 Azusa Street 
San Francisco — J.G. Pomeroy, Inc., 51 Federal Street 








Mining 
Machine Cables Power Cables 


Telephone 
Wires and Cables 
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Copper Rod ana 


“i Bare Copper Wire 
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mail best for with it he can reach a 
oncentrated market. 

New inside men are August Reh- 
bein, Walter Winter, and Max 
Schwartz. Al Benz is the new quota- 
tion clerk. Wm. J. Jackthuber, head 
counterman, has been in the electrical 
business 12 years. Emmett Wagner 
s stock clerk. Ted Harrington is 
hipping clerk, and his brother Frank 
lrives the Lappin delivery truck. 

Country salesmen are: David Man- 
dell, with headquarters at Minneap- 
lis, Minn., Frank Lingnor, covering 
the Fox River Valley, Wisconsin, and 
Sanford Baum, who travels from Mil- 
waukee Wis., to Rockford, III. 

The Lappin Electric Co. is exclu- 
sive distributor in its territory for 
Wadsworth switches, and also handles 
the standard lines, among them: Na- 
tional Metal Moulding, Appleton Mfg. 
Co., Weber Mfg. Co., Cutler-Hammer. 


* * * 


Pretty Big for a Four-Year- 
Old 


On a cold and bleak winter morn- 
ing, about January 1, 1922, four old 
time jobbers’ salesmen got together 
ind decided it was time that they 
went in for themselves so what re- 
sulted was the Colonial Electric Co., 
240 North Tenth St., Philadelphia, 
Pa. The four men involved were Roy 
W. Grossett, E. J. Coyle, Martin T. 
Nice and Earl A. Wilson popularly 
known as the “Four Horsemen,’ 
probably because they never rode 
horses in their lives. They are shown 
in the accompanying photograph try- 
ng to hide behind their 46 employees. 








The office force of the C. J. Litscher Co., 
Grand Rapids, Mich., is apparently about 
100 per cent smocked. The practice is a 
saving to the girls on their clothes while 
working around the office. Left to right: 
Florence Muller; Esther Lawless; Mar- 
cella Lawless; Harriet Hager (behind) ; 
Adeline Loeffler; Theresa De Bruyne; 
Elizabeth Henkel (behind); Bertha Clark, 
and Mildred Sweet. 





Wilson is on the left and, reading to- 
ward the right are Nice, Coyle and 
Grossett. 

The Colonial Electric Co. boys 
started out in a building on Arch 
near Tenth St. but they had only been 
there two years when they needed 
more room, and, having been good 
business men, had made enough money 
to buy the building in which they are 
now located which consists of four 
floors and a basement comprising 
about 21,000 sq. ft. of office and ware- 
house space. 

Colonial now has eight salesmen 
out on the road and is able to boast 
of the fact that it is now doing four 
times the business it did during its 
first year. A fixture department has 
been added, since it moved to its 


new building, under the supervision 
of Oscar Luttringer. 

There are too many in the photo- 
graph to name each one but besides 
the “Four Horsemen” there are sev- 
eral who should be pointed out. Bill 
DeRenzo, the smiling sheik from Wil- 
mington, is sixth from the left in the 
last row. To the reader’s left of 
Bill is Eddie Turner, who writes out 
all the orders and acts as pinch hit- 
ter for Roy Grossett. Eddie only 
writes orders at business, 
At home he is now taking them, for 
he was married not so long ago. 

On the left end of the rear row is 
that little bird, H. U. Wren who runs 
the service department; on the other 
en@ is Oscar Luttringer, who throws 
more light on the subject with Fed- 
eral Mazda lamps; next to him Gil- 
bert Nice who does the pricing and 
second from the left in the front row 
is his brother Russell who is also a 
lamp specialist. Both are sons of 
Martin T. though you'd never suspect 
Martin of having two grown sons 
even though one might suspect him 
of other things. 


however. 


Now we come to the important peo- 
ple. Sixth from the right in the 
front row is Mr. Grossett’s able sec- 
retary, Eleanor Marion, who received 
favorable mention in the last issue of 
the “Colonial Critic.” Fifth from the 
left is Mrs. Jacobs, bookkeeper, and 
as for the rest of the fair sex you 
can write for their names yourselves. 
Oh yes, Eddie Holtz, boss of the 
store, is fifth from the right in the 
last row. 








This is the Colonial Electric Bunch in Philadelphia—A Popular, Happy and Sociable Lot. 
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New Jobber Catalogs 

New electrical supply books have 
recently been built under the Donnelly 
“Unit Selection Plan” for the follow- 
ing: 

The Washington Electric Supply 
Co., Spokane, Wash.—A general cata- 
log of electrical supplies, consisting 
of 336 pages, and the page size of 714 
x 1054 inches. It is bound in black 
cloth and stamped with orange col- 
ored ink. 

The Southern New England Elec- 
tric Co., Hartford, Conn., with branch 
houses at Bridgeport, Stamford, New 
Haven and Waterbury—A very at- 
tractive catalog of 336 pages. The 
book has a page size of 744 x 10% 
inches, and is bound with orange col- 
ored imitation leather, stamped in blue 
and black ink. 

Stubbs Electric Co., Portland, 
Oregon.—This book shows a 
good selection of goods in 360 pages, 
with a page size of 714 x 10% inches. 
It is bound with blue cloth and stamp- 
ed with yellow and black ink. 

Matthews Electric Supply Co., Bir- 
mingham, Ala.,—a well-selected book 
of electrical supplies, consisting of 304 
pages, with a page size of 714 x 10% 
inches. The book is bound in blue 
cloth, and stamped with orange and 
black ink. 


very 
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is oral mo 

H. R. (Dick) Jones of the Sibley-Pitman 
Electric Corp.. Brooklyn, N. Y., about to 
“shove off’ in his gasoline launch,— 
“Caveat Emptor.” 








Scott-Jaqua in New Building 

The Scott-Jaqua Co., Inc., Indian- 
apolis, Ind., now occupies its new 
quarters in the Indiana Terminal 
Warehouse building, corner of Geor- 
gia and Pennsylvania Sts. 

The increased demand for the prod- 
ucts handled by the Scott-Jaqua Com- 
pany necessitates a bigger and better 
service. In this new location, which 
is modern, fireproof, sprinklered, cen- 
trally located, and equipped with 
every modern facility to handle ship- 
ments quickly and economically, it 
will offer the jobber a super-service 
both by steam and traction (which are 
right in the building) with a daily 
trap car service to all traction points 
throughout its territory. 





Missouri River Club 


The Spring meeting of the Missouri 
River Club was held as usual at Ex- 
celsior Springs, Missouri, April 22 
and 23. Nearly a full representation 
of the jobber members attended, 
among whom could be observed very 
rarely an occasional manufacturers’ 
representative. ° 

The meeting opened the first day 
in charge of H. N. Goodell, chair- 
man, with a very interesting paper 
read by S. B. Irelan, vice-president 
and general manager of the St. 
Joseph Railway, Light, Heat & Pow- 
er Co., entitled “A Jobber From the 
Viewpoint of a Central Station.” Mr. 
Irelan’s paper was listened to very 
attentively and occasioned quite a lit- 
tle discussion by Messrs. John Olsen, 
Central Electric Co., W. P. Hoag- 
land, Graybar Electric Co., Chicago, 
S. V. Altmont, Brown-Camp Hard- 
ware Co., Omaha, and Perry Boole 
of G-Q_ Electric Co., Milwaukee, 
who also gave a humorous history of 
how Milwaukee got started and what 
it was there for anyway. 

A varied discussion then ensued 
over a paper by G. W. Johnston of 
the Mid-West Electric Co., Omaha, 
on the new cash discount premium 
system in in Omaha. S. H. 
Simonson of the Illinois Electric Co., 


use 
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left to right: J. E. 
E. E. 


Carr, secretary; E. 
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Here you have most of the brawn and brains and beauty of 
the Central States Electric Co. Kansas City, Mo. 
F. Hardey, president; 
Brookmeyer; James Perdue, Westinghouse Lamp Co.; 
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Rear row, 
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J. A. Ekstrom; F. L. Fults; J. H. Gibben; Waldo Williams; 
Christine Schneikart; P H. Amos; Alma Erickson; Wm. C. 
Carter; Mary Fowler; W. F. Cleveland, vice-president; Frances 
Stickle; E. D. Schwyheart, and Glen Key. 
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That question will be asked hundreds of times a month in 
dealers’ stores where this counter card is displayed. 


Bryant No. 65024 plug-in pull socket screws into a key- 
less, key or push-button socket or receptacle and makes a pull 
device of it. The pull socket is the most convenient of all 
sockets. No. 65024 makes every socket equally convenient. 


In every carton of ten 65024's this 
snappy, three-color display is packed. It 
draws attention to the goods and is bound 
to sell them if given a little airing on the 


counter. 


No. 65024, List $0.70, Schedule B, 
Standard Package 10, Carton 10, with dis- 
play card. 


—$_$_&=£=<*C#$—*—K_#_=*F=£*{=K&£*_*—aK—>S«q—K—<#£_=——E_ 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONN. 


NEW YORK CHICAGO 


342 Madison Ave. 844 West Adams St. 
SAN FRANCISCO, 149 New Montgomery St. 
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Standaid 


} ELECTRIC 
‘ RANGES 


~ 


a Aa 


This is “1054” the first low priced range 
of ample capacity to be offered. “1054” 
is now one year old, the youngest of the 
Standard line, but the thousands which 
have been put into service have proven 
their worth. 


A Standard distributorship is worth 
while. The line consists of many do- 
mestie sizes, restaurant and institution 
types, hotplates, griddles, cookers, 
ovens, serving tables, coffee urns and 
water heaters. 


The Standard Catalog and full infor- 
mation will be sent on request. 


The Standard Electric 
Stove Co. 
Toledo, Ohio, U. S. A. 























Chicago, and A. D. Barber of Gray- 
bar Electric Co., Omaha, led the dis- 
cussion. 

The evening meeting was giver. 
over to a discussion led by C. H. 
Annis of B-R Electric Co., Kansas 
City, on the subject of “Net Prices 
from Manufacturers vs. Lists and 
Discounts.” Quite a spirited discus- 
sion was had on this subject by about 
everybody in the meeting. 

According to the program a golf 
tournament was to have been held in 
the afternoon, weather permitting. 
Said weather not permitting, no golf 
tournament was held. 

A. J. Cole was elected chairman 
and A. D. Barber, secretary for the 
Spring meeting. 

* * 
Melville Hall Starts New St. 
Louis House 

Melville B. Hall, treasurer of the 
Brown & Hall Supply Co., St. Louis. 
has disposed of his interests in that 
company and has organized a new 
electrical jobbing firm to be known 
as Melville B. Hall, Ine., 1423-25 





Melville B. Hall 


Pine St., St. Louis. Mr. Hall is a na- 
tive St. Louisian, graduate of ‘Boston 
Tech.” and was formerly connected 
with the St. Louis & Suburban Ry. 
Co. and Union Electric Light & Pow- 
er Co., St. Louis, in an engineering 
capacity. Later he was with both the 
Wagner Electric Corp. and the West- 
inghouse Electric & Mfg. Co. as a 
sales engineer. 

He abandoned the _ engineering 
field in 1913 to organize Brown & 
Hall, with Norman S. Brown, later 
succeeded by the Brown & Hall Sup- 
ply Co. 
“Mell” is one of the most 


Hall 

















May, 1926 


THE JOBBER’SfAJSALESMAN 


61 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE 


P & S 3310 Canopy Switch 


PGS Lighting Fixture Specialties 


New Wall Bracket Supporting Switch 


The special cast metal body is fitted with ™%-inch female nipple and rugged stem. 

The switch body is but 1-inch deep and attaches to the outlet box stud with a 3s to 
¥%-inch reducing nipple. 

The stem, %-inch long, carries the switch handle and has %-inch straight electric 
thread. It extends through the wall plate and supports the bracket. A plain or orna- 
mental locking collar holds the plate against the switch body and the wall surface. 


The rotary switch is rated at 1A.-250V., 3A.-125V. Special mention is made of the 
wires, which are 6-inch, No. 18 stranded fixture wires with special cover that prevents 
marking the finished wall. 

Various types of wall brackets may be used with this new supporting switch. 


Ring Receptacles With The New Corner-Angle Slot 

These Receptacles are especially designed for use in lighting fixtures such as shallow 
ceiling pans and units with limited wiring space. 

Porcelain Bodies are of minimum dimension with solid porcelain back. Slotted wire 
holes at the corners permit wires to bend as desired during assembly in fixtures. The 
wires in either side or back position, rest below the surface of the receptacles. 

The wires are 10-inch, No. 18 Stranded Heat Resisting, stripped 1 inch at end for 
rapid wiring. Will not deteriorate under high operating temperatures. 

The rings are glazed---shallow, unobtrusive and look well on high class fixtures. Two 
notches are cast in each ring for use in tightening the rings in assembling. 


Ask For Further Information--- 


PASS & SEYMOUR, Inc. 
SOLVAY STATION SYRACUSE, N. Y. 


P&S 4103 %” Back P&S 4135 1” Back 


INDUSTRY.’ 


, 
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Three minutes! That’s all it takes 

any Square D salesman to prove 

Square D's simplicity of construc- 

tion and ease of maintenance. For ’ 
with a screw driver as his only tool 

he or anyone else can, in this brief 

period of time, remove any blade or 

jaw from the front without taking 

the base from the box or disconnect- 

ing all wires. 


Individual base construction makes this pos- 
sible, all current carrying parts being mounted 
on individual insulating bases. 


It is this feature, combined with key-controlled 
accessibility, positive quick make-and-break 
action, enclosed mechanism, and assured safe- 
ty that has achieved Square D its leadership— 
a leadership now solidly founded on more 
than 4,000,000 satisfactory installations. 


SQUARE D COMPANY, DETROIT, U.S. A. 


FACTORIES AT: DETROIT, MICH., PERU, IND. 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 











SQUARE D 


Safety Switch 
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Bet they sell a lot of home appliances 
at the H. C. Roberts Electric Supply Co., 
Philadelphia. These good looking birds 
are, left to right: “Charlie” Bergman, 
store manager; “Ed” J. Muldowney, and 
Evan A. Kibbe, the last two being store 


| salesmen. 





popular men in the St. Louis Elec- 
trical bunch and, as his many friends 
say, is a real optimist as to the future 
of the electrical jobbing business. No 
“bear stories” come from him, he just 
takes off both coat and vest and goes 


| after it a little harder should a cloud 


or two sneak up on the well-known 
horizon. “Mell” says to tell all his 
friends he can be seen any time at 
his new address and wants the boys 


to drop in whenever they are in town. 








| 


* * * 


Wesco’s New Branch 
The Wesco Supply Co., St. Louis, 
etc., is opening a branch house in 


Springfield, Ill., in charge of L. C. 
Arnold. A. L. Theobald will act as 


| service manager. The address _ is 


1007 E. Jefferson St. General elec- 
trical supply stocks will be carried. 
The Wesco Supply Co. now has main 
houses in St. Louis, Memphis and 
New Orleans with branches in Nash- 
ville and Springfield. 





WATCHFULNESS 





In every herd after feeding time 
a few wise ones clean up an extra por- 
tion from under the feed box. 

Thus also in the commercial world 
does Watchfulness in the elimination 
“f useless waste conserve resource and 
reward the observing ones.—The Red 


Shield. 
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“ONLI” 


(PRONOUNCED ONLY) 


SAFETY SCREWLESS 
GLOBE HOLDERS 


Manufactured by 


"THE PERFECLITE CO. 
CLEVELAND 
Were Installed Thruout 


The Detroit Free Press Bldg. 


Furnished by 
Crescent Electric Co. 
Detroit Distributors 
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DON’T WIRE at the eleventh 
PB 4:5 hour for prices— statistics show 
Albert Kahn, Architect, Detroit that the man with the advance 
information usually gets the 


5 Seconds to business— WRITE TODAY. 
Remove or 


Install Any 
Globe! 








































| Ceiling 
No. | Size, diameter, Finish Code 
in. in, 
Pia | em eee rate “ Dad F P PH 
PHS | 5 es: f . ae | ae Dome Ornamental Pendant Standard Pendant 
ue : pa Brushed Brass on" 
104C 4 6} . Dare 
10s 5 754 f Statnarst Bronze Dank 
7 arky 
108C 8 Bi Brushed Brass Daisy 
FP4 4 et f Statuary Bronze Durk 
FP6 6 ae, an Duroy 
FP8 8 ; l Gold Ornaments Dust 
FC104 4 7% f Statuary Bronze Dory 
FC106 6 8 and Durpit 
FC108 8 9 i Gold Ornaments Dull 


























Length over all (PH and FP) 36 inches 


104 C 
Ornamental Ceiling Standard Ceiling 


THE PERFECLITE COMPANY 


PERFECLITE BUILDING, EAST 40TH & SUPERIOR, CLEVELAND, OHIO 
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No. 477 Outlet 
Patented and Patents Pending 


The design and construction of the No. 
477 Outlet is ideal—few parts, small out- 
side dimensions and plenty of room inside 
for wiring. Fitted complete with Hubbell 
Receptacle and Bell Nozzle. The Recep- 
tacle is locked in position with a flat steel 
ring which also serves as a seat for the 
Bell Nozzle or Flush Brass Plug. This 
construction permits use of only one rubber 
gasket. 


Make 1926 a ‘‘Steel 





The No. 477 Non-Ad- 
justable Floor Outlet 
is a standard stock item 
as it is the most exten- 
sively used floor outlet 
box on the market. 


Carried in stock by all 
Steel City }obbers as 
the contractor buys 
from 4 to 50 at a time. 


If you are not now 
stocking and _ selling 
Steel City Wiring de- 
vices it will pay you to 
get in touch with our 
nearest representative 
(see Phone book, or 
consult your E. M. F.) 
who will be glad to 
give you full details on 
this profit making line. 


City’’ Year 


Concrete Box with 
14” and 34” Knockouts 


FRANKLIN TRUST CO. 
Philadelphia 


STEEL CITY ELECTRIC CO. 


PITTSBURGH, 


PA. 











_ pense. 
is that the salesmen, upon reporting to 








Electric Range Smokes 

Charlie Pierson tells that when li 
first met J. E. (“Jack”) Dean at th: 
St. Louis Elec 
trical Show, back 
in 1922, one ot 
the first models 
of the “Stand 
ard” wall rang 
was set up and « 
demonstrator was 
cooking on_ it 
Clouds of smok: 
arose from thx 
temporary wood 
en housing of th: 
range, made to 
simulate a kitcl) 
en wall. Know 
ing that the Un 
derwriters had 
approved this 
range for mount 
ing in a wooden wall, he was surprised 
and alarmed, but investigation showed 
that in the booth just back of the 
Commercial Electrical Supply Co.'s 
booth, one of the exhibitors was tak 
ing a draw on his Missouri meer 
schaum. So all fears were allayed. 
and Charlie says he has never seen a 
wall range smoke since. “Jack” Dean 
is appliance sales manager of the Com 
mercial in St. Louis. 

* *& * 


Cutting Down Delivery Costs 


How one lighting fixture jobber is 
solving the problem of economical! 
delivery to towns in the 30-mile radius 
which he serves, is sure to be of inter 
est to other jobbers, all of whom, un- 
doubtedly, have the same or similar 


problems to meet. 


The concern is the Century Light 


_ ing Fixture Co., Jersey City, N. J 
| Realizing that 
| among the costly overhead items in « 
_ business, the company studied the mat 

_ ter of making full truck deliveries, and 
_ of avoiding sending the truck out 0: 


shipping costs ar 


its way to make a delivery of a small 


| shipment to a town off the regular 


route, etc. 

As the State of New Jersey requires 
that a passenger car used for commer 
cial purposes carry a commercial 
license, such licenses were procured 
for the cars used by the firm’s sales 
men. 

Thus small deliveries may be mad 
without difficulty or without extra ex 
The unique part of this plan 
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A complete 7-piece set, 
consisting of fan case 
coupler, which is also used 
as blower connection; 8 
ft. hose; 6 in. tool con- 
nector; upholstery nozzle; 
brush, which slips over 
upholstery nozzle; radi- 
ator and blower tool; 24- 
inch extension tube. Con- 
nection made thru nozzle, 
direct into fan case. As 
complete a set as fur- 
nished with any cleaner. 
The GEM Cleaner Com- 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST 


IMPORTANT MAN IN THE 


The GEM Cleaner 


A quality cleaner, rug- 
gedly built. Has powerful 
General Electric motor; 
14-inch nozzle; unusually 
powerful suction, efficient 
across entire width and at 
ends of nozzle for both 
embedded and surface dirt 
because of new nozzle de- 
sign; swivel rear caster; 
gravity oil system; wood 
handle; 25 ft. cord; bay- 
onet lock bag; silver tone 
finish light in weight. The 


INDUSTRY.” 











e 


GEM Cl 
Gamalety cay $49. 50 


A Sensational Success! 


WITH A DEFINITE JOBBER POLICY 


With the 
‘Powerful 
**GE’”’ Motor 


She 4~Mo Cleaner wih 


§ Cleans 


With Air 





I Naas hspqesnent only a few months ago, the GEM instantly filled a growing need 
for a new, Popularly Priced Cleaner of Unusual Quality, for the Jobber who 


wants to 


Dominate the Price Field with a Quality Cleaner 


Here is a remarkable new cleaner with 
which you can Dominate, on Quality, 
Completeness and Price. 


The new GEM Cleaner is a Straight 
Suction type cleaner which meets and 
beats competition. It has powerful, ef- 
fective suction. All other claims notwith- 
standing, the Gem has more powerful, 
more efficient suction—cleans faster than 
any other cleaner of its type. Substantiate 
this yourself! Simply compare The Gem 
with any cleaner for efficiency, for quality 


construction, for 100-cents-on-the-dollar 
value! 


The Gem Cleaner has a General Electric 
motor; a scientifically designed nozzle 
and many other appealing conveniences. 
It is sturdily built. It has a fine, com- 
plete set of attachments. 


With this new GEM cleaner you can 
absolutely dominate the Price Field in 
your Market—and make a very satisfac- 
tory profit! 


Write today for details! Let us send sample for your testing and approval 


To the large Distributor—we have unexcelled facilities for furnishing you with a high 
quality cleaner under your own name at a most attractive price. Write for Details. 
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hs 4 


Fabsaibsaibsaipabsabsabs ab sab saps ab sab cab sa 


“Who's Who’ 


The Jobber’s Salesman is a considerable force in 
the distribution of electrical products. He is fav- 
orable to goods of good quality. It is a natural 
function to desire the best—whether one is seller 
or buyer. Price alone does not indicate—serv- 
ice by itself is not a sure guide; but a fair, com- 
petitive price and efficient service combined, in- 
dicate that the quality of the goods is right. It 
must be so, for without quality neither price nor 
service can be maintained. Test this out—look 
back over the failures in product, and note this 


statement is borne out. 





CBE BE (BS (BS (BS (BS BS Be Be Be [Be Le |B ee eS EE RHHERR ERR ERR RRR | 


BEdbraipsaibsaipsaipsaip saibsaibsaipsaibsabsaipsaibxd 


Fil Doyle of the Woodill-Hulse Electric 
i Co. of Los Angeles busy handing out the 
The Jobber’s Salesman recommending ae % cigars when the camera man came along 
products to prospective buyers, does so with Uhe stork had dropped in at Fil’s hous: 
the knowledge the buyer will be satisfied. x | the night before. Fil is still smiling be- 
When these lines are offered there is QUAL- % | cause he has not begun to walk the floor 
ITY offered—backed with SERVICE—and ix) vet. 
at a competitive PRICE. | 








the office each morning are advised b\ 


ral . 
. sj | the trafic manager whether any ci 
Galvanized Rigi : 


: their customers have phoned in small 
Steel Conduit 


orders (which are immediately gotten 

ready) and their routes are then so 

laid out that they can deliver goods 

without going very much off their reg 

ular points of call. This effects a con 
Enamel Type 4 ee 

siderable saving, and also serves to 

bring the jobber in closer touch with 

his customers without disarranging 

—_ | salesmen’s routes through deliveries. 

flexible conduit of a) Every jobber knows there are small 

special merit. x} | customers who, while doing a stead) 

business, do not buy in sufficient quan 


DES ESiESi 


tity to warrant a salesman calling on 
These are of the “‘400” in goods electrical. ; 


Their standing is of the best—they top the 


list in 
‘‘Who’s Who’’ 


them steadily or who are too remote]) 
located for the salesman to call reg 
ularly. This difficulty is surmounted 
by having the customer’s name placed 


(34) 2)(34)/35) 8)[22)(58) 34) 


(3433) 


on a list and having him phoned reg 
Samples and literature by mail on request. “ | 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 


ularly by the office. If an order 
(small) is received, it is delivered b) 
the salesman on his trip through; if « 
large order, it is delivered by the truck 
on its regular route. 


$4)(34)34)[3¢) 32)34) 


bed 


The second phase of the deliver 


IpdibzdIbEaibzaibsdibs4) 


, oroblem worked out is one whicl. 
Boston Pittsburgh Chicago . ‘ : 
while not answering entirely, serves ° 


Cleveland Atlanta * | useful purpose. It is as follows 








Every jobber maki ‘kload 
Los Angeles Portland ; yd “4 - king - truck| 
for delivery in which, let us say, eig!'t 


RIG Sqibsdbs abc aibsaipsdibsaibsabsaibs dip sdibsaihc dbsaibsabsabsabsabsabsahs abs dbsabsdbsdhs desde desire des sp sessesseaes Messrs ects ses ies sb ssesdhs SPs abs MPs Gibssibs Ps aPsabsabeaibs ap saibs dibs abs aipsaipsaibsaibsaibsaipsaibsaip sab saibsaipsaibsaibsaibsaipsaipsaibsaip s4ips4ibsaib sai sais ai caib saibsaibsaib sab saib sibs alb salbsaibsaib cab -aibe aibcalp saibraibsaibsalb raib 34 


stops are to be made within a radiv> 





Iie 
SA 





= ; is = ¢ ‘ 5 eee a es , Be . 
HH MR NNN EWN NNN NN HNN RN RR RRR RRR RRR of 30 miles, usually finds a shipmer' 


> 
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Clearsite Fuses 


The greatest development in design and 
performance in plug fuses since the screw 
shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U. S. A. 
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Link 






p 


P Nese of the 


| 


No. 59 


terminals of switch, 











To assemble, hook the link on, cut one wire, connect to 
slide switch through hole in link, 
drop down the clasp and the job is finished. 


MANUFACTURIN G co. 


ESTABLISHED 1904 


VALPARAISO - INDIANA 





REG, U.S. PAT. OFF 


Switch 


Here is a new switch that will add to your 
profits—a switch that every electrical con- 
Px Y tractor will be interested in. 

of . Link Switch is to be used between two links 
§ of chain on lighting units having small can- 
opies. Resembles a link of chain. Takes the 
‘sore thumb” 
switch and is a lot less expensive in original 
cost and in installing. No extra wire needed. 


The Levolier 


and pendant 





How 
Used 


Get in touch with us today for prices and further particulars on 
the Levolier Link Switch 


PACGILL |: 





















| (small) to be delivered outside of th, 


It is then a repetitio 
“Shall | 


regular route. 
of the same old question: 


_ send the truck out of the way wit! 





this, or shall I hold it in the hope tha 
next week there will be a bigger loa. 
in that section?” 

Robert Degen, the traffic manager 
has partially answered the question bh: 
using the following system: 

A detailed map of the State of New 
Jersey was secured and distances lx 
tween the points of calls carefull) 
measured, after which a list was mad: 
up of each town in which the firm had 
customers, Appended to the name o! 
the town were the names of adjacen! 


_ towns to which the truck could mak: 


| between same. 
as follows: 





KLEIN TOI 





SGSZZZCC 





Mathias 






& Sons 











KLEIN 





delivery, as well as the exact distanc: 
A sample of the list i: 


SOMERVILLE—=35 miles. 
*Plainfield, 8; Dunellen, 5%; 
Finderne, 5; Bound Brook, 4: 
Cranford, 11; Westfield, 934; Ro- 
selle Park, 10; *Elizabeth, 12: 
oe 15; *New Brunswick, 

14; Stelton, 8; Newmarket, 7. 
SBeeees main points of call, star 
accounts, etc. 
tDenotes bottle neck section 
through which the truck must 
pass or which borders on adjacent 
territory. In other words, a town 
marked + could be included on 
another route. 

While, as stated, this does not 
answer the entire purpose, it serves 


_the purpose of helping the shipping 


clerk and traffic manager in having 


_ trucks and shipments run on a sched 


ule which is becoming more accurate 


every day.—Lighting Fixtures and 
Lighting. 
* * * 
Graybar to Open Three New 
Branches 


Announcement is made by thi 
Graybar Electric Co. of the proposed 
opening of three additional branche; 
to be located at the following cities: 
Reading, Pa., Dayton, O., and Hart 
ford, Conn. It is expected that 
these new branches will be in opera 
tion this spring. These will make 
total of 58. 

* & & 
Missouri Valley Takes Over 
Southwest Electric 
The Missouri Valley Electric Co 


| Kansas City, has taken over the busi 
' ness of the Southwest Electric Supp! 


Co., Kansas City, Mo. C. G. Batema 
will be sales manager. 
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What Interests Your Dealers Most 


LOW PRICE::SHORT PROFITS 
or 
FAIR PRICE-“FAIR PROFITS? 


JEWEL, 


ELECTRIC VACUUM CLEANER 





is the only cleaner selling low enough to enable mer- 
chants to sell right from the floor without house-to-house 
salesmen -- yet offering them a fair profit. 


FREE ATTACHMENTS 


featured in the dealer’s local advertising will bring buyers 
into his store as nothing else will. 


~\ 








AN IRON-CLAD 
TWO-YEAR 
GUARANTEE 


with each 
JEWEL CLEANER 


proves that it is 
built up to a high 
standard of qual- 
ity. 


RETAILS FOR 


447 


ATTACHMENTS FREE! 


at a nice profit 
for your dealers. 


Strictly a jobber’s machine. Not 
sold under any other name through 
direct-to-consumer mail order 


Write or wire for 
a sample JEWEL 
for your inspec- 
tion and approval. 


houses. 


CLEMENTS MEG. CO. par tone F 
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Sackett Gets Big Consistory 
Lighting Installation 


What is said to be the most beauti- 
ful consistory in the world has just 
been opened by the Scottish Rite 
Masons of Buffalo. Erected at a cost 
of over *2,000,000.00, it contains one 
of the truly great lighting installa- 
tions of the modern age. 

The lighting fixtures used through- 
out the building were all especially 
designed from drawings showing the 
architectural period forming the motif 
for the decorations and furnishings 


of each 


room. 
The fixtures were created for the 
H. I. Sackett Electric Company of 


Buffalo in the workrooms of Cassidy 
Company, Inc., of New York City. 
“This rm, +f. 


Sackett, president of the company, in 


installation,” said 
commenting on the creation of the fix- 


tures and their installation, “is one 
of the outstanding examples of the 
possibilities of weaving the design of 
modern lighting equipment into an 
architectural setting. 


“From the first glimpse of the new 








In the main auditorium, suspended be- 
tween enormous columns, lanterns finished 
in antique gold and diffusing light up- 
ward carry out the motif of Pompeiian 
whale oil lamps. 

Upper picture: <A reproduction of the 
firmament, electrically lighted, forms the 
ceiling of the vast main auditorium. 


consistory, lighting plays the support- 
ing role in carrying out the effects 
conceived by the architect. 


“For example, at the main en- 


SALESMAN OF 





THE JOBBER IS THE 


trance the massive oaken doors bound 
in heavy wrought iron are lighted by 
bracket 
panels set in metal frames, in the old 
weathered finish of the 
Tudor Period of English history. 


lanterns with leaded glass 


reminiscent 


“Stepping over the threshold into 
the main lobby is like stepping back 
over the centuries into the Pompeiian 
era where deep rugs, far reaching 
columns, soft colors and massive black 
and gold marble stairs form the set- 
ting for the reproduction of the light- 
methods of the period prior to 
Trans- 


ing 
the last days of Pompeii. 
lucent bowls of golden light upheld 
by Pompeiian bronze — standards 
mounted on plinths of black and gold 
marble grace the stairways and cor- 
ners of the grand lobby. Swinging 
high at each end of the foyer, pen- 
dants reproducing the old Pompeiian 
oil lamps give a mystic twinkle that 
emphasizes the height and completes 
the period treatment of the room. 


oor 


lhroughout the edifice the drama- 







Illuminations in the Buffalo Consistory 


MOST IMPORTANT 


MAN IN THE INDUSTR\ 








tic variety of the plenishings and fi 

tures reveals the impressive march 

the centuries. Entering the huge mai: 
auditorium having a seating capacit\ 
of 3500, the eye is greeted by a s): 

tacular reproduction of the heavens 
as they appeared on the memoralh)|: 
day that the cornerstone of the build 
ing was laid. Electrically emblazonc«| 
across the ceiling is portrayed tli 
setting of the sun, the rising of tli 
moon and the twinkling of the planets 
exactly as they appeared in the zodia 
that date. Along the sides sus 
pended between tall massive columns 


on 


large lanterns finished in gold recal| 
the thought of the Pompeiian wha): 
oil lamps, and carry out the plan of 
the room in harmony with its general 
decorative scheme. 

“In the stairwell leading from tli 
ground floor and grand lobby a lan 
tern of the Louis XVI period finished 
in heavy gold plate lights the way to 
the ball 


room. 


second floor and the main 


“The consistory’s ball room is 


glorious ensemble of colorful decora 


Lower picture: In the dining room. 
three great crystal chandeliers developed 
along the lines of those hanging in tlic 
Hall of Mirrors at Versailles. 

In the reception room the fixtures a" 
faithful to the period design of the plen 
ishings. 


tive motifs, made dramatic by a pag 
eant of figures, telling the story >! 
the dance from the dawn of time and 
by huge French crystal chandeliers 
in gold with cut pendalogues, hanging 
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YOUR OWN 


CLUSIV 


LIGHTING \ 
UNIT 


Vor». at 


This Business Belongs to You 






ail 






OME important Jobbers have dis- 
S covered that there is a lot of busi- 
ness and a good fat profit in Com- 
mercial Lighting with the Consolidated 


exclusive unit on which protection is 


High Quality guaranteed. 
Moderately Priced 
Exclusive Control in Your Territcry We would like to explain our plan to 
Most Efficient Design 
Attractive Decoration 


you. 





Our proposition is:—highest quality, 
most efficient design, low prices, prompt 
service, ample sales co-operation, and 
absolute protection. 


An interview costs only a_ postage 
stamp—write now. 








Consolidated Lamp & Glass Co. 


CORAOPOLIS, PA. 
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GRAHLING FIXTURES 
TO BEAUTIFY 
THE HOME 














The quality of the 
lighting fixtures used 
in a home has much to 
do with determining 
the beauty of its in- 


terior. Therefore, a 





Cat. No. 303 E 
contractor is exceed- 


ingly careful of the 


line he selects for in- 


stallations. 


The Grahling Line of 
Artistic Lighting Fix- 
tures embodies every- 


thing a contractor 





could desire in the way Cat ean 


of beauty and attrac- 


tiveness. Each fixture 
has such unusual grace- 


fulness of line and pro- 
portion as to make 
them stand out from 


anything else in the 





Cat. No. 301 


artistic lighting fixture 
2 field. 
Exclusive Territory Rights 


This line is offered to one jobber exclusively in a territory. This 
method of handling insures an unvarying margin of profit as 
well as steady sales. 


We are ready to assist you in making sales. 
Write us today. 


GRAHLING BROS. COMPANY 


1917- 21 E. 61st Street 
CLEVELAND, - ~ - - - - OHIO 








| 


























from the ceiling. Side wall brackets 
of antique gold complete the lighting 
effect. Sparkling mirrors and ric) 
brocaded draperies emphasize the 
luxury of the room. 

“The illustrations portray, some o{ 
the artistry found in the beautifu! 


lighting furniture which helps to 


paint the picture of the period whic! 
each room typifies. 

“This dramatic installation,” con 
cluded Mr. Sackett, “is more than 
simply a work of lighting art—it i. 
a monument to the electrical industr\ 
and the part it can play in beautify 
ing the most impressive architectural! 
masterpiece.” 

* * * 


Quarfot Reverses Usual Order 


E. A. Quarfot, head of the company 
bearing his name, in Milwaukee, Wis.. 
believes in exceptions to all rules- 
particularly that of starting at the 


| bottom and working up. He estab- 


lished the company six years ago on 
the top, or fourth, floor of the building 
at 376 East Water St. and gradually 
worked his way down. Today his 
offices and display rooms are on the 
second floor, stocks occupy the third 
floor, and Mr. Quarfot now has his 
eye on the main floor which is occupied 
by a firm in another line of business. 

Fred Russell is a new salesman with 
this company. 








Mayor W. Freeland Kendric, of Phila- 
delphia, has just awarded a local concern 
a contract to erect an eight-story illumin- 
ated Liberty Bell, designed by D. W. 
Atwater, engineer of the Westinghouse 
Lamp Co., and Wiard B. Ihnen, a well- 
known architect. The bell, which is to 
cost approximately $85,000, is to be erected 
across the Plaza at the entrance to the 
Sesqui-Centennial Exposition grounds, and 


_ will be finished early in June. One hun- 





dred tons of steel and 26,000 Jamps are 
among the items ordered for this tre- 
mendous replica of the real Liberty Beil, 
which will be visible from every vantage 
point in Philadelphia. 
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HEREVER there are stores and office buildings—or 

new ones being built—there’s a ready market for Moe- 
Bridges Commercial Holders. And the popular features of 
these commercial units assure volume sales and quick turnover. 


Take this new ornamental type of M-B Safety Holder, for 
example. First, it is 100% safe—glassware can never work 
loose and drop. Second, it is both practical and extremely 
attractive—a rare combination. Third, it is one of the easiest 
fixtures to install that has ever been devised. Fourth, it is 
priced low enough to out-talk competition. 


This ornamental type fixture is handsomely finished in Rustic 
Gold Polychrome. Furnished in ceiling or pendant type. Will 
accommodate all standard types of glassware. 


If you are not now selling Moe-Bridges Commercial Holders, 
it will pay you to investigate. Our representative will gladly 
explain their profit possibilities to any Jobber’s Sales Manager. 


MOE-BRIDGES COMPANY, MILWAUKEE 


OF? BRIDGE 


yp Residential & Commercial 
¥ Lighting Equipmen "ti 
In towns of a thousand—in cities ot millions; in one-story stores—in towering 


skyscrapers; in fact, wherever typewriters or cash registers are sold, you will 
find logical prospects for Moe-Bridges Commercial Lighting Equipment. 


You Can Get Real Volume 
with this Balanced Line 


a 
* 


Philadelphia—a typical 
— field for Moe- 
Bridges Commercial 
Lighting Equipment. 
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Xe QUALITY Ligh 


THE STIPPLE construction of 
Sterling Reflectors resembles hun- 
dreds of Crystal-like images similar 

to tiny condensers which bend and re- 
direct the reflected light to the most use- 
ful direction. The action of these crystal- 
like condensers breaks up shadows, circular 
ghosts and other filament distortions. 


As a result of this scientific STIPPLE construc- 
tion the Light reflected from Sterling Reflect- 
ors is vastly superior in QUALITY, UNI- 
FORMITY, COLOR and INTENSITY. Ster- 
ling STIPPLE Reflectors for Show Windows 
and Display Cases improve the EFFICIENCY 
of Light by fncreasing its VALUE and pro- 
motes ECONOMY through its QUALITY. 












Reflector & Illuminating Co., 

Manufacturers and Engineers| 
1411 Jackson Blvd., 

Chicago, U.S.A. 4 








No. 251 
SHOW WINDOW 
Reflector 
For 100, 150, 200-Watt 
Mazda ‘“‘C” 
Sterling Adjustable 
Reflector Holder Fur- 

nished, 


Lamps. 





No. 253 
SHOW WINDOW 
Reflector 
For 100, 150, 200-Watt 
Mazda ‘“‘C” 
Sterling Adjustable 
Reflector Holder Fur- 

nished. 


Lamps. 





No. 221 


SHOW WINDOW 
Reflector 

For 75-Watt or new 

A23 100-Watt Lamps. 

Sterling Adjustable 

Reflector Holder Fur- 


nished. 





No. 223 


SHOW WINDOW 
Reflector 
For 75-Watt or new 
A23 100-Watt Lamps. 
Sterling Adjustable 
Reflector Holder Fur- 
nished. 
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Selling the Orphan Annie: 


(Continued from Page 6) 
pealing to a man on a “safety” basi 
with the ability to convey to him th 
you know your subject offers an 0) 
portunity to land business on item 
you have perhaps hitherto overlooke, 
or regarded as an unimportant detai! 

The jobber’s salesman who allow 
dealers to think that “tape 
tape” is just as much in error as tl: 
who holds the same view o 
First of all, there are fou 
main points to good friction ta): 
points which should not be overlooked 
when equipping yourself with th. 
proper knowledge necessary to sel! 
this product with force. These points 
are: tensile strength; adhesive abil 


his 


one 
leather. 


ity; insulating properties; and non 
raveling. 

The tensile strength of a tape di 
pends solely on its fabric. If a high 
grade cotton fabric is used with ap 
proximately 60 threads to the inch in 
the warp and about five less threads 
to the inch in the woof or filling, a 
combination will be arrived at which 


_ will give an ideal tensile strength con 


forming very satisfactorily to the re 
quirements of the American Society 
for Testing Materials which is 40 
pounds per inch of width. 

An adhesive compound is spread 
evenly over the fabric by a spreader 
or coating machine. The value of a 
friction tape lies principally in the 


_ ability of the compound to remain 
_ unchanged by time or temperature, so 


that its tackiness or adhesive power 
may be continually depended upon. 

A good brand of tape will show no 
signs of the passage of current until 
well over 2000 volts. Friction tape 
is not, however, intended for high 
voltage wires or cables. 

The non-raveling feature is of ob 
vious importance, for smooth tape is 
very desirable from the contractor's 
standpoint. 

Obviously, it is not a difficult thing 
to know the above points about the 
tape which you are handling. The 
more important thing is, however, to 


| impress upon the dealer the possi 


bilities in the sales of tape. First of 


all, persuade him to display it. At 


the present time tape is being mar- 


| keted by the manufacturers as mer- 


chandise. It is put up in attractive 
cartons and advertising, national in 
its scope, is being done to bring be- 
fore the consumer’s mind the various 


| brands available. 
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To anyone who handles National Mazpa Lamps, 
there are five definite advantages in pushing the 
New Standard Line. 


I 


- MAZDA LAMPS 


BETTER VALUE. The new line, being economically 
and artistically right for the customer, is a better mer- 
chandising product for the agent. 

EVERY SOCKET A PROSPECT. Being lower in price and 
more rugged than replaced types, the agent can re-lamp at 
once all sockets now equipped with clear and frosted lamps. 
CAN SELL HIGHER WATTAGE. Because 
frosting cuts down glare, the customer will benefit from 
the use of higher wattage lamps. 

GREATER ADVERTISING FORCE. A tremendous 
advertising campaign is behind the agent and the new 
line of lamps. 

CONSERVES TIME AND SPACE. The new line re- 


quires less shelf space, simplifies inventory and accounting. 


inside 


THE JOBBER IS 


IMPORTANT MAN IN THE 


C 


Lamps 


THE MOST 


best bet as an “‘order starter’. It’s 
only a short step from the first 
order of lamps to appliances, wiring, 
radio and everything else in the catalog. 


With the New Standard Line of inside 
frost Mazpa lamps as the greatest 


; AMPS have always been the one 


opportunity the lamp business has ever 


offered, it is easier than ever to start 
the order with lamps. 
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A Complete Line 


Covering Every Price Range 


Plus a definite and conscien- 
tious Jobber Policy which has 
always been a part of our sell- 
ing plan. 


W I BELIEVE the jobber is the only logical 
distribution channel—it is being proven to 
us every day by our own experience. 





Inland Illuminating Glassware is manufac- 

tured scientifically correct—it will always 
build up sales for you because the line 
covers every possible illuminating glass- 
Ware requirement. 


Let us show you how we co-operate 
with the jobber—write us today for 
our proposition. 


v 
2 le 


aS 


a 


4 A iS Ai 
rh OX 
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It is your job to sell the dealer on 
the idea of a proper display for lh 
must not look on it as a “‘sugar’ 
item. Point out to him the follow- 
ing possibilities for the sale of this 
product. There are opportunities here 
which it is safe to say you never 
thought of and certainly he has not: 

Silencing rattling rods and other 
parts of automobiles. 

Patching a torn, flapping auto cur 
tain. 

Mending air hose and pump con 
nections. 

Insulating bare or oil-soaked wires. 

Covering exposed electrical connec- 
tions. 

Binding wires together. 

Wrapping tools. 

Re-inforcing radiator hose. 

Tightening chair rungs in holes. 

Weather stripping. 

Grip on hammer, screw driver or 
other tools. 

Mending water hose. 

Mending wires on Xmas tree light- 
ing outfits. - 

Mending window screen holes. 

Mending leaking plunger in toflet 
flush boxes. 

Tightening rungs in ladders. 

Mending toys of every kind. 

Stopping rattling doors and win- 
dows. 

Controlling plumbing leaks, espe- 
cially low pressure. 

First aid in wrapping frozen burst 
water pipes. 

Mending vacuum cleaners. 

Making casters stay attached on 
furniture. 

Wrapping and strengthening crack- 


| ed handles on plows, hoes, rakes, 


lawnmowers, etc. 

Patching bicycle tires. 

Stop rope raveling at ends. 

Insulating furnace tools against 
heat. 

Facing the jaws of vises and pipe 
wrenches when handling _ nickeled 
pipe. 

Cushioning edges of plate glass 
when mounting in frames. 

Insulating electric wiring, fixtures, 


| ete. 


Covering connection on radio aerials 
and lead-in wires. 

Insulating tools used on electrical 
work. 

Covering wiring connections to pro- 
tect against corrosion from weather. 

Grip on fishing rods. 

Grip on tennis rackets. 

Grip on golf clubs. 
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Buy Jhe New Lamps 
Where You See This Sign 





This is the second of the series of six window 
displays which are increasing sales for Edison 
MAZDA Lamp Agents everywhere. 


And this is only a single item in the most com- 
plete program of sales assistance ever offered to the 
electrical industry. 


You are losing money daily if you 
are not using this service. Write 
the nearest district office of the 
Edison Lamp Works of G. E. Co. 
to-day for full particulars. 


EDISON MAZDA LAMPS 


ERAL ELECTRIC PRODUCT 
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“Panelboard 


Profit Talks” 


Have 


O. 


You Read 
Them All? 








The A Catalog gives 
Panelboard information 
you can’t find any other 
place. It’s handy, prac- 
tical and entirely clear. 
Full information on sizes, 
types and all necessary 
data. Why not write for 
it RIGHT NOW? 


We have a special job- 
bers proposition your 
“chief” will be interest- 
ed in. Lay this page on 
his desk. 





‘‘There’saReal 
Profit Maker’’ 


“IT Know, If Any- 
one Does, Because 


I Install Lots Of 
Panelboards’’ 


Ask him. He’s the man that rubs 
shoulders with panelboards almost 
every work day in the year. He 
knows how many @ Panelboards 
are installed in comparison with 
others. And it’s always a safe bet 
that the majority are right. If the 
majority of Architects, Builders and 
Owners choose @ Panelboards— 
then that’s the most _ profitable 
panelboard for you to sell. Any- 
how, ask the man who installs them 
—just to make sure. 

(a) Panelboards are all built of over- 
That means extra serv- 
ice and long wear. Every part is 
standardized. There is a size and 
type to fit every need and fill every 
order. Don’t worry about deliveries 
—you don’t have to. (® Panel- 
boards are always shipped when re- 
quired. 

There are lots of other good sales 
points about (# Panelboards. In 
fact, you won't find such a good col- 
lection elsewhere. We can’t give 
you all of them here—the space is 
limited—but send for the & Cata- 
You will find them all there. 


The a) Catalog is sent postpaid 
—entirely FREE. No cost at all 
for complete estimates. Write 
us for any information or help 
you need. 


size parts. 


log. 


Arank Adam 


Atlanta, Ga. 
Baltimore, Md 
Boston, Mass. 
Chicago, tll 


Cincinnati, Ohio 


Dallas, Texas 
Denver, Colo. 


ELECTRIC COMPANY 
ST. LOUIS 
DISTRICT OFFICES 


Detroit, Mich. Pittsburgh, Pa. 
" 0. Portland, Oregon 
Seattle, Wash. 
Minneapolis, Minn. San Francisco, Cal. 
New Orleans, La. St. Louis, Miss. 
ew York City, N.Y. Winnipeg, Canada 
Philadelphia, Pa. London, Ont., Can. 


| rainor item. 


| extremely hard conditions. 
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Grip on oars. 
Grip on baseball bats. 
Stopping raveling threads on go! 
clubs, fishing rods, ete. 
Grip on bicycle handle bars. 
Grip on vaulting poles. 
Covering cracked gun stocks, 
Solder is another product whic! 
should demand more of the jobber’. 
salesman’s attention. for here, too, is 


a field not totally uncovered. — Firs: 


| of all, the jobber who identifies solde: 


as only a minor item in the product; 
which he handles will find that it is 

And why? Because tly 
hardware jobber alive to this fact is 


| going right into the territory and tak 


ing orders from electrical dealers and 
contractors. 

First of all, like tape, solder is now 
treated as merchandise by the manu 
facturer. Put up in attractive car 
tons, it lends itself well to display 
purposes. An unravelled spool of self 
fluxing solder makes an excellent dis 
play as it shows how much a man se 


|} cures when buying one spool. 


If you have any difficulty persuad 
ing your dealer to display this prod 
uct, point out to him a fact, which is 


| of utmost importance and is one which 


you have probably overlooked—the 
public has learned to solder. The in- 
troduction of radio into the home with 
its assembling’ of sets by the amateur 
has taught the public how to solder. 
They have learned to do this under 
And what 
does it mean? It means that the manu 
facturers have noticed an ever-increas- 
ing demand for this product—not so 


| much for use with radio but because 


of the knowledge gained by its use, 
people have learned to repair a thou- 
sand and one other things in the home. 
This is by no means idle chatter but 
is facts based on statements made by 
the manufacturers. 

Contractors are apt to buy cheap 
solder. A good solder is determined 
by the percentage of tin and lead used 
in its manufacture. When the proper 
percentage is arrived at the solder is 
much easier to handle which is a big 
factor. Point out to the electrical con- 
tractor that with the present high cost 
of labor, material such as_ solder, 
which is always cheap in comparison, 
should be figured as “price per job” 
not price per spool. 

Another thing, old contractors use 
wire solder. Self-fluxing solder which 
is easier to handle can be used for 
practically every purpose, though not 
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N every line constructiony 
ber of standard items of Pote 
used»and on this Hardware depen 

and life of the li 
HUBBARD HARDWAR as been used for over tweitty 

years and has proven itself to Deby far, the strongest and nist 

reliable. It has been designed by engmeers who have made a study 
of pole line construction and know the pomts on the line where the 
strains are the hardest and where great strengths needed. 

A Pole Line cannot be any stronger than the Galvamzed— 




















Through Bolts Cross Arm Braces 
Double Arming Bolts Round Washers 
Carriage Bolts Square Washers 
Lag Screws Guy Hooks 

Guy Clamps Strain Plates 


and other fittings upon which the strength of the line depends. 
“Up Goes More HUBBARD HARDWARE?" js not only a catch 


phrase but an actual fact as it is the standard for most Central 
Stations and goes up on every job. Treat Your Pole Lines, Your 
Linemen and Your Customers to the best—Specify HUBBARD 
HARDWARE for the next construction job. 


Carried in stock and sold exclusively through 
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the leading Electrical Jobbers 
Hubbard acon 


PITTSBURGH ” OAKLAND, CAL.“ CHICAGO 
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Vapolux Does! 


There has been a long-felt need 
for a reflector which would 
meet excessive smoke condi- 
tions successfully—Vapolux 


does ! 


Vapolux Facts 


Vapolux is a light weight unit that 
is smokeproof, vaporproof, and dust- 
proof. It has a canopy which em- 
bodies the screw ring construction of 
Wheeler Canopy “R”. This con- 
struction acts as a locking feature 
that permits the easy removal of 
the reflector. 

A special glass disc, seated on a gas- 
ket, is held over the reflector mouth 
by an aluminum ring securely bolted 
to the reflector. Replacement of 
the lamps is made through the neck 
of the reflector. 


Vapolux Units in service throughout 
the country are proving their effi- 
ciency and economy. 


A Wheeler Reflector for 


Industrial 


LD 


Write for complete information 


Wheeler Reflector Co. 


275 Congress Street 
Boston, Mass. 


every need 


| accounts. 


| on having a place of his own. 
| develop an acquaintance with these 
| men, secure their confidence in them- 

















| all, that wire solder can, and carries 


with it a bigger profit. 

A field which the electrical jobber 
is overlooking lies in the industrial 
Here solder can be sold not 
only for maintenance work, but what 
is infinitely more desirable, it may be 


_ sold for production purposes, such as 
| manufacturing plants 
| small electrical items, radio factories, 
| ete. A jobber in Detroit, also one in 
| Pittsburgh, are both doing exception- 
| ally well on this basis. 


devoted to 


How many jobbers’ salesmen, when 
securing an order for pole line mate- 


_ rial, make an effort to get the order 
| for tools as well? 

cannot be set, cross-arms and braces 
| put on poles, anchors used without the 


Certainly poles 


necessary tools with which to do this 
work. Yet, time and again, the sales- 
man will fail to ascertain how the 


| purchaser is equipped to handle the 
| installation. 


Certainly one field, very obviously 
available, is that of the new contrac- 
tor. In fact, it is so obvious that fre- 


| quently the other fellow has the order 


before you start to work on it. And 
why? Because many salesmen real- 
ize that the contractor’s helper, his 
assistant, his electrician, is planning 


They 


selves and their house, and con- 


sequently, when they are ready to 


| branch out as contractors, they place 


the order for tools with the salesman 


| who has made their friendship. 


As in the case of the other products 
discussed in this article, tools carry a 


| nice profit, and the salesman, alive to 


lis line, can build a nice volume of 
business on it. 

After all, the “Orphan Annies” are 
only that in the salesman’s mind. They 


are good substantial products with a 


held wide open, and it will pay any 
salesman well, to give more thought, 
re time, and more effort to them. 





Storm and Furlong Buy Out 
Holt in Miami 
The Storm-Furlong Electric Co. 
has purchased the Miami, Fla., 
branch of the Holt Electric Co. The 
new firm owns its own modern ware- 
house at 128 North West 25th St., 


| now devoted to electrical supplies. 


Clifford A. Storm is _ president, 
while O. C. (“Jack”) Furlong is 


treasurer and general manager. 





EVERYTHING 
FOR 


a 
NOTHING 
AGAINST 

THEY SELL LIKE 
—OLD TIME— 


HOT CAKES 


EVERLASTING 
EFCOLITES 








QUICKEST SELLING 
UNITS ON THE 
MARKET TO-DAY 


Investigate Our Jobber’s Proposi- 
tion. It is the best ever. ..... 


EFCOLITE CORPORATION 


Manufacturers and Designers of 
Lighting Equipments and Specialties 


264 CANAL ST. 
NEW YORK, N. Y. 
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REYNO|JITE 


TRADE MARK REG. U.S. PAT. OFF 


Consistently Supporting Your Efforts! 





IN MERCHANDISING 


THE MOST POPULAR PRODUCTS 


POPULARIT Attained because of superior design, construction, beauty and 
value with many new and patented features. Their 


quality is in keeping with their appearance—strong, rugged and shock proof, their rich brown 
mahogany color and finish is unchanged by atmospheric conditions, heat, cold or acids—can- 
not tarnish, corrode or crumble. 


PROFIT REYNOLITE Discount Schedule provides a liberal profit on this fast selling 
line as an additional incentive for you to push REYNOLITE devices. It is 


the one way to keep a step ahead of old man “‘Bogey.”’ You will always find immediate acceptance. 


POLIC No order is bigger than our accepted policy—we recognize only the sound 


method of distribution—through a limited number of approved distributors. 
Our policy is not flexible and has always proved itself rigid in effect. 


PUBLICIT No spurts or short-lived drives enter into our advertising campaign. 
A consistent, intelligent plan is followed month by month with “copy,” 
applicable to the field addressed. The coverage is wide, including trade papers, direct mail, 


broad sides, flyers and dealer helps, permitting a heavy barrage to be laid ahead of your sales 
advance. 




















One Type of Dealers’ Counter Dis- Series of Attractive Dealers’ Window Displays. Another Type of Dealers’ Display 
play Board. Has Your Dealer One? Are You Increasing Your Sales With These? Board. Has Your Dealer One? 


These are a few of the Sales Helps that make 





Ua rere ten. saree eet 


Reynolite Plural Plugs—Molded Plates— 
Cord Sets and other devices leaders. 


REYNOLDS SPRING COMPANY 
REYNOJITE DIVISION 


JACKSON, MICHIGAN 


NEW YORK - PHILADELPHIA - PITTSBURGH - CHICAGO - DALLAS - DETROIT - KANSAS CITY 
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Federated Radio Trade Associ- 
ations Meet in Chicago 

The national radio association of 
associations known as the Federated 
Radio Trade Associations convened 
in Chicago April 14 for a three day 
conference. 

Delegates from state or territorial 
radio trade associations over the en- 
tire country were present. 

The Federated Radio Trade Asso- 
ciations was formed at Minneapolis 
by a number of the associations on 
February 15 and the Chicago meet- 
ing authorized to take in a large 
number of *associations and extend 
the movement in a national way. It 
is a delegate-governed body similar 
to the United States Senate. Meet- 
ings will be held every three or four 
months at some centrally located 
point and two duly authorized dele- 
gates from each of the affiliated asso- 
ciations will meet for the exchange of 
ideas in association work, discussion 
of the problems confronting the radio 
business and the adoption of resolu- 
tions on the beliefs of the Federation. 


St. Louis Radio Trades Asso- 


ciation Growing 


The St. Louis Radio Trades Associ- 
ation organized one year ago has now 
become so representative of the indus- 
try in that territory that it is neces- 
sary to greatly extend its activity and 
to set up machinery for more com- 
prehensive work for the trade and 
public. Announcement to this effect 
has just been made by the organiza- 
tion. 


The board of directors of the asso- 
ciation recently approved a budget for 
1926 which included the services of an 
executive secretary as well as the es- 
tablishment of permanent offices 
in St. Louis at 1207 Syndicate Trust 
Bldg. William P. Mackle was chosen 
as executive secretary and will also 
direct the publicity of the association. 

This change marks an important 
stage in the advancement of one of 
the strongest local trade associations 
in the United States. A year ago last 
February, a small group realizing the 
need of an association in the St. Louis 
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— 
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territory gathered together = ani 
launched the St. Louis Radio Trad:s 
Association, the growth of which has 
been so rapid that at Minneapolis on 
February 15 last, when it was decided 
to organize local associations into a 
body to be known as the Federated 
Radio Trade Associations, the pres 
ident and first vice-president of the 
St. Louis Radio Trades Association. 
Harold J. Wrape and Robert W. Ben 
nett, respectively, were elected pres 
ident and vice-president of the Fed 
erated organization. This recognition 
of the St. Louis Association’s progress 
and influence is well deserved. 


In securing the services of Mr. 
Mackle, the association has been ex- 
tremely fortunate. The new executive 
is a native St. Louisian and possesses 
wide experience in publicity and or- 
ganization. Before receiving the pres- 
ent appointment he was associated 
with the McGraw-Hill Publishing Co. 
New York, and more recently was 
eastern representative in New York 
for the Electrical Trade Publishing 

(Turn to Page 86) 











This picture shows the delegates who attended a three-day 
meeting of the Federated Radio Trades Association which was 
As announced in the April 


held in Chicago,: April 14 to 16. 





the Northwest. 


issue, this association is composed of various local radio trade 


associations, among them Wisconsin, Michigan, St. Louis and 
There were delegates from about 15 or 2( 
local associations all told. 
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: The summer schedule 
a that will boost busi- 
* ness on your best seller 
mn, —mostly full page ads 


n in color: 


d MAY 


Saturday Evening Post 
SS Literary Digest 
Liberty 

American Boy 
Popular Radio 


a Radio News 

ve Popular Science Monthly 
es Radio Engineering 

r- 

g- JUNE 


od Saturday Evening Post 
| Literary Digest 


“a National Geographic 
ad Liberty 

rk Popular Radio 

ig Radio News 


Popular Science Monthly 
Radio Engineering 


JULY 


Literary Digest 
American Boy 

Liberty 

Popular Radio 

Radio News 

Popular Science Monthly 
Radio Engineering 


AUGUST 
Liberty 
National Geographic 
Popular Radio 
Popular Science Monthly 
Radio Engineering 











RCA-Radiotron 


MADE BY THE MAKERS OF THE RADIOLA 


| May through August 
a big ad campaign / 


gar, 






Straight through the summer months, 
advertising and selling 
march hand in hand 


Radiotrons—all of them—heavily advertised! Dry bat- 
tery Radiotrons. Storage battery Radiotrons. Power Ra- 
diotrons, with a huge prospective market. All steadily 
advertised through the months when you count Radio- 
trons your dealers’ most dependable business. Now is the 
time to urge dealers to give a little extra attention to 
Radiotrons—to get a good share of a good sales volume! 
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New Radio Products, Illustrated 








The “Ambotone” reproducer is a 
product of the American Bosch Mag- 
neto Corp., Springfield, Mass. It has 
a wood diaphragm. The tone is mel- 
low and low notes are well brought 
out. It is 18%, in. high, 17 in. wide, 
and weighs 714 pounds. A junior 
“‘Ambotone” is also manufactured by 
this company. While the mechanical 
principle is the same and it is a 
quality product, it is designed to 
meet the demand for a medium 
priced reproducer. 






















The Jefferson Elec. Mfg. Co., 501 
S. Green St., Chicago, has developed 
a new “AL” sealed audio frequency 
transformer which has practically a 
straight line curve down to 80 cycles 
for the low notes and up to 10,000 
cycles for the high notes. It is extra 
heavily insulated and can be used 
with the new power tubes. The 
heavy insulation causes less resistance 
between the primary and the core 
which means less danger of electro- 
lytic action. The entire transformer 
is sealed in a metal case making it 
impervious to outside influences. 





The Pacent Electric Co, 91 
Seventh Ave., New York, is manufac- 
turing bakelite and porcelain rheo- 
stats. ‘The bakelite type is especially 
attractive as its dial is finished in 
silver or gold with indicating arrow 
and lettering in black as well as a 
new design fluted knob which gives 
a distinctive touch. The working 
parts of both reheostats are very well 
built with a tightly wound resistance 
winding, sturdy metal parts and care- 
ful assembly. 











The Wm. T. Murdock Co. 347 
Washington Ave., Chelsea Station, 
Boston, Mass., is introducing the 
model M-26  neutrodyne receiver 
shown above. Other models and 
types will be announced shortly. 





The Eagle Radio Co. Boyden 
Place, Newark, N. J., has added two 
new models to its line for the 1927 











season. Illustrated above is a new 
five-tube, de-luxe neutrodyne encased 
in a rich brown mahogany cabi- 
net. The set shown below is the new 





five-tube tuned radio frequency re- 
ceiver, of beautiful finish and excel- 
lent tone quality. Two new consvle 
tables have also been added to the 
line. 






















On the left is illustrated the 3-way 
reception type of reproducer manu- 
factured by the Robbins & Myers Co., 
Springfield, O. Either group recep- 
tion, group and individual reception, or 
individual reception with horn shut off 
may be had with this unit. The head- 
set is light and comfortable being 
made with air tubes in place of wires, 
the ear pieces being of Pyralin. 








course be used on any type set. 


The Van Horne Co., Franklin, O., is manufactur- 
ing the “Cushion X” W.F.VAX tube shown on the 
right. It is designed to eliminate microphonic trouble 
in receiving sets. By inserting a soft crepe rubber 
ring between the upper and lower half of the base, 
the vibration that passes between the tube and re- 
ceiving set is absorbed. These base tubes may of 


V4aN WORMNE 
cyvsSHion’x 
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ur final choice’ 























Says D. C. Roden, manager 

of the Radio Department of the Powers 

Mercantile Co., Minneapolis, Minn.: 
“We tried several brands of ‘B’ batteries 

before deciding to sell Evereadys and we 


have never been sorry 
for our final choice.” 
Note that here again 
Eveready Radio Bat- 
teries are the final choice. 
More often they are 
the first choice as well 
as the last, for Evereadys 


are as profitable to the — 


dealer as they are satis- 
factory to the customer. 











ers and you. 





* Tuesday night means Eveready 
Hour—8 P. M., Eastern Standard 
Time, through the following 

stations: 


WSAI—Cincinnati 
WTAM—Cleveland 
WW J—Detroit 
WGN—Chicago 
bp tail ag a ' 

, { Minneapolis 
WCCO) St. Paul 


WEAF—New York 
WJAR—Providence 
W EEI—Boston 

WTAG—Worcester 
W FI—Philadelphia 
WGR—Buffalo 

WCAE—Pittsburgh 


KSD—St. Louis. 














Radio Batteries 


«they last longer 


The Powers window 





illus- 


trated above “gave excellent results,” 
according to Mr. Roden, and similar win- 
dow displays will do as much for your deal- 
Display material, linking 


your store with our na- 
tional advertising, is 
available for dealers. 
Eveready Radio Batter- 
ies are sold to the trade 
through jobbers only. 

Manufactured and guaranteed by 
NATIONAL CarRBON Co., Inc. 
New York San Francisco 


Atlanta Chicago Dallas 
Kansas City Pittsburgh 


Canadian Natioral Carbon Co., Limited 
Toronto, Ontario 
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QUICK and 
CLEAN 
WAY 


to instantly 
test 














STORAGE “A” BATTERY 
CONDITIONS 


Every jobbers’ salesman who appreciates having something 
new to talk about to his customers, will be interested in 
the Sterling Charge Indicator. Not only is it new and 
unique, but it lends itself readily to sales throughout the 
summer months when storage battery care is always essen- 
tial whether the radio set is used much or little. 


This instrument tells at a glance, 
whether or not the “A” Battery needs recharging 
when the battery ON CHARGE is charged enough. 


Nothing messy—no electrolyte to bother with—nothing to 
break or get out of order. 
Its list price is only $2.00 
AND ADVERTISED NATIONALLY NOW 


also in dealer trade publications! 


Cash in on this, jobbers and salesmen! 


THE STERLING MFG. COMPANY 
Cleveland, Ohio 
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William P. Mackle 










Co., Chicago. He was instrumental in 
the organization of the Mid-West Ra 
dio Magazine at St. Louis and has a 
wide acquaintance in the trade terri- 
tory in this territory. 

Some of the activities planned by 
the St. Louis association for the com- 
ing year of interest to the trade are 
as follows: Standard trade practices, 
possible lengthening of the radio sea- 
son, stimulation of summer selling, 
prevention of overselling, dumping 
and over-advertising of radio products, 
establishment of a bureau for ex- 
change of credit information, educa- 
tion of dealers concerning returned 
goods and many other important ac- 
tivities under the heading of trade in- 
terests. 

There will also be, of course, in- 
tensive activity beneficial to broad- 
casting and public relations such as 
possible establishment of trade school, 
listener’s clubs, proper use of battery 
chargers and regenerative sets, elimi- 
nation of interference as far as possi- 
ble, regulation of advertising, elimina- 
tion of gvping and price cutting. 

Consideration of the above problems 
and their solution to the best advan 
tage of all concerned means that the 
St. Louis association with its new line- 
up hopes to accomplish unprecedented 
results during the coming year. 






* * * 


Shepard-Fluharty Moves 
The Shepard-Fluharty Electric Co. 
of Baltimore, Md., recently moved to 
new and larger quarters at 113 Water 
St. Here they have very much greater 
facilities for co-operation with the 
contractor and will concentrate on 
the wholesale end of the business. 















\ 
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$25 


The famous horn-type Saal 
Speaker with the Bakelite 
bell—standard among those 
who place tone quality as 
the first consideration ina 
radio speaker. 





HORN - 


SAALSreaker 


CONE-PEDESTAL 


The Pedestal 


—the first addition 
to the SAAL line 


To meet the demand for a speaker that is a sepa- 
rate unit that can be used separately from the set, 
without a special shelf or table, we offer the Saal 
Pedestal. 

This handsome speaker is a piece of fine furni- 
ture standing 44 inches high and finished in 
highly polished American Walnut. It is the type 
of speaker that may be placed in the most fault- 
lessly appointed homes. It may be conveniently 
placed in any corner or brought out into the center 
of the room. A 15-foot cord is provided. 

Because of its exceptionally long 3-foot all-wood 
tone chamber, the tone of this speaker is excep- 
tionally mellow and pure and it will reproduce the 
lowest notes. The sound emerges from a double 
(front and back) grill top, and the speaker is con- 
sequently non-directional. The unit used is the 
famous Saal Speaker Unit, standard in all Saal 
speakers. 

This is the first new Saal model for the coming 
season. The Saal line for 1926-7 is to be complete, 
including every popular type of speaker. Other 
announcements will follow. Look for them. 

This is a speaker that can be sold during the 
summer. A limited number of advance samples 
are now available to jobbers and dealers who 
want to stimulate summer business. Write for 
information. 


H. G. SAAAL COMPANY 
1800 Montrose Avenue + Chicago, Illinois 
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Ae 
oles 


g 
KESTE! 


Rosin Core 


Radio8 OL e 


Sure ¢ is Safe and Simf 


Co Sell 


USE IT'S 


ne toUse 


TH AT’S the beauty about Kester 
Radio Solder—it’s easy to sell 
because it is ready for use. It 
“Requires Only Heat.’ 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 
No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 
For the dealer, we are conducting 
a national. consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 
Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 
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APPROVED BY 
RADIO ENGINEERS 


CHICAGO SOLDER COMPANY 


| 4251 Wrightwood Ave., Chicage 





teries Last?” 

By GEORGE C. FURNESS 
Manager, Radio Divisien, National Carbon 
Company 
(Abstracted from “Radio Broadcast”) 

When a user asks “How long will 
my B battery last?” he wants to know 
how long it will be before he will have 
to buy another battery. He does not 
want to be told how many hours of 
operation he will get from his battery 
because he does not know how much 
he is going to use his receiver, and 
therefore he cannot tell how soon he 
will have to renew his batteries. The 
other horn of this dilemma is that the 
life of a B battery, in terms of elapsed 
time, rises and falls with the extent to 
which it is used. 

We are fortunate in having available 
a considerable amount of data which 
warrants the conclusion that average 
year-around use is in the close neigh- 
borhood of two hours daily. We have. 
therefore, based all of our battery life 
figures on a two-hour daily use. Any 
reader who feels that his use is more 
or less than two hours per day, should 
decrease or increase the figures given, 
accordingly. In those rare instances 
where the average use exceeds three 
hours daily, the battery life shoulf be 
somewhat more than proportionately 
decreased. Similarly, if the average 
use is less than one and one-half hours’ 
use daily, the battery life should not 
be increased in full proportion. 

Experience has shown that the drain 
on storage battery tubes at 90 volts 
and without bias is six milliamperes 
per tube, and when using the proper 
C battery, this figure is reduced to two 
milliamperes. The drain on this tube 
when used as a detector is also two 
milliamperes. 

The difference between the B bat- 
tery current drain of dry cell and stor- 
age battery tubes is not great enough 
to warrant separate figures or calcula- 
tions for dry cell tube sets. 

We have been clearing out under- 
brush all this time, so that we can see 
one of the two things which we must 
always know to determine how long a 
B battery will last, that is, the current 
drain on the battery. This is now 
merely a matter of arithmetic, know- 
ing the number of tubes and how they 
are used. For example: here is a 


| “How Long Will My B Bat- 


three tube set without a C battery. Its 
drain is twice six for the two audio 
| tubes, plus two for the detector, a total 
A C battery 





| of 14 milliamperes. 


would change the story to twice tw 
plus two, or six milliamperes. (V 
never work out one of these exampl: 
of the B battery drain with and wit), 
out a C battery, that we don’t mary: 
afresh at the saving involved. ) 

Once we know the current drain 0 
a battery, all that we have to do t. 
determine its life is to put it on tes 
at that drain and see how long it lasts 
It doesn’t suffice, however, to test « 
battery at one drain and then calculat. 
the life at other drains, for the elec 
trical capacity varies somewhat wit! 
the drain. If a battery lasts 1,000 
hours at one drain, it probably wil! 
not last a full 500 hours at twice th. 


drain. Therefore, the only way to 


determine how long a battery will last 
at different loads is to test it at those 
loads. This has been done. 

The drains chosen were four, eight. 
16, 24, and 32 milliamperes, whic! 
covers the entire range of load ordi 
narily encountered. Several tests 
were made for each drain at different 
periods and each test represents the 
performance of several batteries. 

The entire series of tests were made 
on two sizes of batteries, designated a; 
the “light duty” and the “heavy duty.” 

The size of the cells in a battery 
determines its electrical capacity, not 
the number of cells and the voltage. 
The 22%%-volt and 45-volt units are 
all light duty batteries, even though 
one is twice the weight and dimensions 
of the other. 

The heavy duty battery is gener- 
ally made only in a 45-volt unit. 

One of the results of the elaborate 
series of tests on the two sizes of bat- 
teries has been to enable us to deter- 
mine the field, i. e., the drain, where 
each is best suited. The answer is this: 
Use the light duty on all drains below 
14 milliamperes and the heavy duty 
on all drains above 14 milliamperes. 
An approximate rule, in terms of the 
number of tubes, is: The light duty 
battery should be used on sets of one 
to three tubes; the heavy duty size on 
sets of four or more tubes. Let it be 
noted with all possible emphasis that 
the rule makes no mention whatever 
of the smaller size batteries. This is 
because the light duty size is more 
economical than any of the smaller 
size batteries however low the drain. 
The justification for the smaller size 
batteries lies entirely in their portabil- 
ity, never in their economy. 

When we tell how to fit the right 
size battery to a receiver in terms of 


-—_~, 


N.Y, 
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On the racetrack there is always a winner! 
One whose stamina is greatest of all contestants 
—so it is with Radio. Your set, when equip- 
ped with the new Majestic Super-B, will liter- 


ally outperform at all times, the records made . 


previously by your receiver in its best tem- 
peramental moods. 


The Majestic Super-B not only improves the 
volume and quality of tone, but spares you the 
constant annoyance of depreciating B batter- 


in Performance! 





ies. Also, it reduces the cost of operating your 
set to less than one-eighth cent an hour! 


Two chokes of 41 Henrys each and 20 micro- 
farads of capacity are used in the Majestic 
Super-B filter circuit. Winding the chokes 
and transformers with 30 gauge wire of low 
resistance also allows voltage regulation of 
better control. The unusually large condenser 
bank smoothes out every trace of ripple with a 
wide safety factor to spare. 


Majestic Super-B Current Supply Complete with Raytheon Tube Capacity | to 12 
tubes including the use of new 135-150 volt power tubes. 


110 volt, 60 cycle. Price. . 


The Majestic Standard-B is a smaller B Current Supply unit, designed for sets having 
not more than 6-201A type of tubes or 5-201A, plus one 112 type of 135 volt power 


tube. 


Majestic Standard-B Current Supply Complete with Raytheon Tube. 


110 volt, 60 cycle. 


GRIGSB 


Price. . 


on +516. & 6 oe OF se & Se Om 


4546 Armitage Avenue 


2 GRUNOW ~ HINDS ~ CO 


CHICAGO 
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All That is Best in Radio 


The new Eagle Line, announce- 
ment of which will appear in this 
| publication next month, will 
| transcend everything that has 
| every been seen in Radio. 

























| Watch for the Announcement 


16 Boyden Place EUTRODYN 


21,1923 and A 


March prif | 
e te ne Pats Nos.!450,080 eng iat 
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Eagle Radio Co. ‘NEUIROOYNE 
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|| Your home in Cleveland _ || 
y Your home there, to be perfect, should be in Y 
¥. the center of theatre, shopping, and business dis- Y 
tricts. It should be on all the main motor routes, 
+ and have complete garage facilities too. It should y 
y have a popular-priced Coffee Shopserved by the Y 
y same kitchen as the luxurious main dining room. Y 
It should have 600 large, outside rooms, all with 4 
1 bath. Its rates should be from three dollars. The y 
+ service goes without saying. We mean the Win- y 
Y ton, of course. J. L. FREE, President y 
W. S. Koones, Managing Director : 

y 

y 
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Cleveland } 
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| the milliampere drain of that recei\ 


there are practically no exceptio: 
for we are dealing with a fixed elec: 
cal unit, the milliampere; when, ho 
ever, we talk in terms of number | 
tubes, a simple unit. understanda)) 
to all, we obtain a simple rule, bu 
like most simple rules, there are « 
ceptions. 

“One to three tubes” covers m 
sets below 14 milliamperes, and “f. 
or more tubes” covers the great n 
jority of sets whose drain is above 
milliamperes. One exception is t! 
of one model of the “Radiola” sup: 
heterodyne, which is so designed t!, 
although it employs six tubes, ¢ 
drain is only 12 to 13 milliamper 
Another exception is certain four- aii 
five-tube receivers, which are so co 













structed that their drain is much |... 
than 14 milliamperes. There ar. 
| therefore, certain exceptional cas 


where the light duty battery 1s t! 
proper size for sets of four or mor 
tubes. 


At last we have come to the point 
where we can discuss B battery li! . 
for we know now the two essenti:i! 


factors, the current drain, and the cor 


rect size of battery to use for that 


particular drain. The rest is clear 


| sailing. 


The curve in Fig. 1 is derived from 


data furnished by the tests on the lig! 


duty battery. To “work” the curve is 
/ easy. Take the three-tube set about 


which we have already spoken. ‘Ti 
drain without a C battery was |! 


| milliamperes. Reference to the cur\: 





shows that at this load, the life is 6.! 
months. 

With the set pulling only six milli 
amperes when a C battery is used, tl 








UFE IN MONTHS 
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{ MILLIAMPERE CURRENT DRAIN 
——— One w Three Tubes soso lincaqnacienesaisslienie ditt) MIN acacia 


Fig. 1—Curve based on the results 
tained from a test conducted to determ 
the average number of hours of use 0 
receiving set. The unbroken part of 
curve indicates the life of a battery w! 


used with a receiver employing one to th °« 


tubes where the total milliampere dr 
does not exceed 14 milliamperes. Wh: ™ 
more tubes are used the drain is grea! 
and the battery correspondingly lasts o 

a shorter period. ; 
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THE UNITED STATES 
Patent Office 
has granted to the 
Federal Radio Corporation 
Trade-Mark Registration 


ORTHO-SONIC 


In the field of Radio, only Fed- 
eral Receivers produce the Ortho- 
sonic tones—rivaled only by reality. 


FEDERAL RADIO CORPORATION, Buffalo, N. Y. 
(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffalo 


*MEANING— Of, pertaining to or producing tone values in 
sound reproduction corresponding exactly to the natural tones 
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AlenB 


ELECTRIC CONTROLLING APPARATUS 


Seles Offices Sales Offices: 
a + eer a oe Romie Prrtsburgh 
rmanghas mcneso Les pungeies «= Saim Louis 
Bostce New York Seim Paud 
Deve ——— Phuladeiptus San Fraaciemn 


492 Clinton Street 


Co. 


General Office and Factory: 
Milwaukee, Wis. 
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| MILL -AMPERE CURRENT DRAIN 

————— More then Tree Tubes —————_——_—_—— 





\—— One, Tew or __A 
Three Tishes 


Fig. 2.Where the ordinary heavy duty 
battery is employed for receivers having 
more than three tubes, the period of life 
is greater as can be seen by the above 
curve, than if light duty batteries were em- 
ployed. 


life is just fifteen months. “Too long,” 
you say. You don't believe it? Very 
well, we won't quarrel. You and I 
both know that Niagara Falls is very, 
very high, but neither cares whether 
it is actually 250 or 400 feet from 
top to bottom. Let’s say “more than 
a year” for the life of the battery and 
let it go at that. 

The curve does not show battery life 
for drains of less than six milli- 
amperes because there is little interest 
in a life of over 15 months, and also 
because we do not wish to overtax the 
reader’s credulity. 

We have said that the light duty 
battery should not be used on drains 
in excess of 14 milliamperes, but we 
have extended the curve in a dotted 
line up to 27 milliamperes. This 
makes it possible to determine the life 
of the light duty battery even when 
wrongfully used on excessive drains. 

Another way of expressing the same 
data given by the curve in Fig. 1 and 
of avoiding the necessity of even 
thinking milliamperes, is shown in the 
following table: 


Lire or Ligut Duty B Barrery 


(Based on average use of two hours 
per day) 


NUMBER WITHOUT C WITH C 
OF TUBES BATTERY BATTERY 
1 More than a year 
2 11 months More than a year 
3 6 months More than a year 


The shortest life in the table is six 
months, i. e., two renewals a year. The 
light duty story then comes down to 
this: When properly used, this bat- 
tery will not require more than two 
renewals per year for two hours’ use 
per day. 

The life of the heavy duty battery 
under various drains is shown in Fig. 
2. In this case the curve is dotted 
below 14 milliamperes—the field of 
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tery is better suited, as previously dis 
cussed. 

The life of this battery on a five 
tube neutrodyne with a C battery on 
the audio stages is worked out thus: 
Two radio frequency stages at six 
milliamperes each is 12; the detector 
at two and each audio stage also at z 
—totals 18 milliamperes. The curv: 
shows the life to be eight months. 

A substitute for the curve is given 
in the following table: 


Lire or Heavy Dury B Barrery 
(Based on average use of two hours 


per day) 
NUMBER OF WITHOUT C WITH C 
TUBES BATTERY BATTERY 
4 7 Over a year 
5 *6 8 mos. 
6 6 mos. 


*This figure is slightly higher than is 
shown by the curve when using the cal- 
culated current drain. Experience has 
shown, however, that six months’ life is 
generally obtained. This longer life re- 
sults from operating the receiver at lower 
drains in order to avoid the distortion 
which accompanies high volume in the ab- 
sence of a C battery. 


The space for the battery life on a 
six-tube set without a C battery is left 
blank for we are not familiar with any 
six-tube, factory-made set now being 
produced which does not use a C bat- 
tery. 

Here again it will be noted that the 
minimum life to be expected from the 
heavy duty battery is six months, or 
two renewals per year, based on two 
hours’ use per day. 

We must also consider the effect of 
the new, highly important power 
tubes, UX-112, UX-120, and others on 
B battery life. The situation is a bit 
complicated technically, but is most 
simple from the standpoint of results, 
particularly when we confine our at- 
tention to those cases where practic- 
ally all the power tubes will be used, 
i. e., in sets of four or more tubes. 

The new power tubes must be used 
with a C battery. Therefore it is 
necessary to provide C battery connec- 
tions in order to use either of these 
tubes in sets which were formerly 
without a C battery. The net results 
of the change will be a decrease in B 
battery drain, and hence longer bat- 
tery life. 

The drain of these power tubes 
when properly biased averages around 
five or six milliamperes. This is three 
or four milliamperes more than that 
of the biased tube which it replaces. 
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During 
the‘off’season 
concentrate on Balkite- 


The year-round 


e ’ <1 
T ads 0 busz NESS Trickle Charger 
Converts any 6-volt ““A”’ bat- 
tery of 30 ampere hourscapac- 


ity Or More into an automatic 
sb 20 : 
A” power unit that fur- 











MANUFACTURED BY FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO,ILLINOIS A 





The Balkite season is one of the longest in radio. It has still sev- 
eral months to run. And the downward fluctuation during the 
summer is never as marked as it is in most lines. Balkite is a year- 
round business. 


Last summer jobbers and dealers who concentrated their efforts 
on live lines like Balkite found that it paid not only in laying the 
ground work for the fall, but in actual volume of immediate sales. 
Follow their experience and concentrate on Balkite this summer. 
Then you will be putting your efforts where they will pay the 
maximum return. A radio set owner is always a Balkite prospect, 
regardless of season. 


Balkite Radio Power Units are being backed by one of the heav- 
iest advertising campaigns in radio. A full-page Balkite advertise- 
ment is appearing each week in one of the four most influential of 
all national magazines —The Saturday Evening Post, Collier’s, The 
Literary Digest, and Liberty. This advertising — selling Balkite 
Radio Power Units and Balkite light socket operation—is produc- 
ing business. Sustained effort will secure it for you. 


Balkite 


Radio Power Units 


Sole Licensees in the United Kingdom: Messrs. Radio 








Accessories Ltd., 9-13 Hythe Rd., Willesden, London, N. W. 10 


nishes “‘A’”’ current from the 
light socket. With 4-volt and 
smaller 6-volt batteries may 

used either as an inter- 
mittent or trickle charger. 
$10. West of Rockies, $10.50. 
In Canada, $15. 





Balkite 
Battery Charger 


The popular rapid charger for 
6-volt ““A”’ batteries. Noise- 
less. Can be used while the 
set is in operation. Special 
model for 25-40 cycles. $19.50. 
West of Rockies, $20. In 
Canada, $27.50. 





Balkite ““B” 
Eliminates ““B”’ batteries and 
supplies plate currence from 
the light socket. For sets of 
6 tubes and less, $35. In Can- 
ada, $49.50. 














Balkite ““B”’ II 
Supplies plate current from 
the light socket. Will serve 
any standard set. Especially 
adapted to sets of 6 tubes or 
more. $55. In Canada, $75. 
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‘‘Use Taplets For Easy Wiring’’ 


TAPLETS 


save you money in your Switch Plate 
investment. 


These “FS” Types, for use with Tog- 
gle or Push Switches or Plug Recepta- 
cles, take the standard in-stock Plates 
of every description, whether struck-up or solid. 





This makes a very definite saving in stock invest- 
ment besides the uniformly high grade construction 
and wiring convenience that is part of this 


TYPE FS 


CONDUIT |JAPLE{| FITTING 


TAPLET MANUFACTURING CO. 


3911 Powelton Avenue 
PHILADELPHIA, PA. 
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Are You Ready? 


HOUSANDS of contractors thruout the United States 
are now demanding conduit with Wedge Protected Threads. 
And more are falling in line every day. Why shouldn’t they? 
It means a great saving of labor formerly spent on chasing 


threads. And it costs no more than 





unprotected conduit. 


Your customers will be 
asking for Wedge Pro- 
tected conduit in all sizes. 
Are you ready to supply 
the demand? Your con- 
duit manufacturer can sup- 
ply you. Just specify 
“Wedge Protected” on your 
next conduit order. 


Wedge Thread Protectors are put on by 
conduit manufacturers to _ prevent 








threads from becoming enamel choked 
and damaged in transit. They come off 
only when TAKEN off. 

THE WEDGE THREAD 


PROTECTOR COMPANY 
1965 E. 65th St. Cleveland, O. 
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A Working Knowledge 
(Continued From Page 8) 


dining room and kitchen. 

Stores and large offices should be 
ventilated from the rear, and fresh air 
admitted from the front. Doors and 
windows near the fan should be kept 
closed to prevent short-circuiting of 
the air. When possible, the skylight 
offers a good location for the fan. 

In lodge and dance halls, a pent- 
house located on the roof with the 
fan installed in one side, and the air 


| coming up through grills in the ceil: 


ing, is good practice. 

Garages present a different prob- 
lem. The fumes from the gasoline 
motors are heavy, and therefore the 
fan should be placed near the floor 
and near the source of the fumes. If 
necessary to install the fan on or near 
the roof, a duct should be used, ex 


| tending to within approximately two 


feet of the floor. In winter, the cold. 
foul air is removed from the floor, and 
the fresh, warm air left above. 

In the case of creameries, laundries. 
etc., the fan should be placed over the 
vats or tubs, where the steam and 
moisture originate. 

In spray booths, the fan should be 
placed low and the work so located 
that it lies between the operator and 
the fan, as the spray is always 


| directed away from the operator. 


For ventilating basements, it is gen- 
erally necessary to install the fan 
near the ceiling of the first floor, and 


| place a duct to the ceiling of the base- 


ment. Where an area way is avail 


able, the fan may be placed near the 


| basement ceiling and discharged into 


| this area way, fresh air coming in 


from under the front windows. 

In small theatres, two fans are gen 
erally used in the rear wall, one at 
either side of the stage, and the air 


| admitted from the front entrance. 


Large theatres with balconies can 


| be best ventilated by placing an ex 


_ haust fan in a penthouse on the roof 


over the rear center of the building. 
and assist it by two fans, one on each 
side of the stage, in the rear wall, 
mounted to pull fresh air into the 
room. This incoming air may be 
heated or washed if desired. 

For drying purposes, the articles to 
be dried, such as carpets, rugs. 


| clothes, ete., are hung in such a wav 


moving, and, if desired, the air may 


as to allow free circulation of air 
among them. A fan is installed en- 
tirely within the room to keep this air 
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Convenient push button control right at the a oa 
ance is furnished yd the C-H 70-51 Switch 

This ’ ines the switch eneiieonies 
and handy feed through principle of the C-H 70-50 
withthe appliance plug. The rich Thermoplax casing 
is heatproof, convenient in design and attractive. 



































Conveniences 
with a selling reputation 


The C-H 8 14, Tives Hoes Switch 

is especia t tw es ~ ‘ : : 
: circuits must becontolled a hea. Che C-H trademark carries an urge to action that is 
\ ing pa app! tcations ne button . ° . . . . 
controls the “low” circuit, one the 4 sales talk in itself. The reputation for inbuilt quality 


“ 


medium” and the two pressed to- 


gether give “high” heat. The brass which Cutler-Hammer Products have earned through a 
pocsciriarnd quarter-century of maintained perfection, reflects favor- 
, ably to the men who sell them. 
The popular CH 7050 Feed Through = C-H Appliance Switches especially, with their push- 


Switch shown at right may be placed a ES * ° =) Cas , : 

pi sit onthe cord permitting handy IY button convenience, attractive finish and long wearing 

pus. utton control without disturb- % . “1° . e 

ing the pling, Light and dark butsons =e dependability, carry a popularity that spells quick turn- 
ions. x } 5 z w - ? 

The case is of rich ebony Thermoplax Ss over for the dealer and easy, profitable ‘‘repeats’’ for 


the jobber’s salesman who recommends them. 


The C-H 70-53 Combi i 

Penden Switch Pg teers The CUTLER-HAMMER Mfg. Co. 
supplies convenient ceiling-light ’ i . 
control and at the same time @ Pioneer Manufacturers of Electric Control Apparatus 


handy outlet for appliances or 
tools. The light can be turned on 1213 St. Paul Avenue 


and off without affecting the MILWAUKEE - WISCONSIN 
operation of the appliance 


Appliance Switches 


«ec 
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NON-RENEWABLE 


Visible’ Link—‘‘They Show When They Blow’’ 


Look at the 
Design! 
Look at the 
RUGGED 


a Construction! 


cuit. 


Be the first to show this great plug fuse in your town! 


sample!! WRITE NOW! 
TRICO FUSE MFG. CO. 


Trico Fuse Pullers. 





NOW! NOW! 


The New 
>“CLEARTOP” 
PLUG 





It's a REAL PLUG FUSE! Built for real service! Every Trico 
““CLEARTOP” Fuse has a visible link and is guaranteed to show 


| 
when it blows—whether on slight overload or severe short cir- 
| 


Write us! Let us tell you all about it! Let us send you a FREE 


1003 ‘Cold Spring Ave. Milwaukee, Wis., U.S. A. 


Makers of a complete line of Trico Powder-Packed Renewable Fuses, ‘‘Kantark’”’ Non- 
Renewable Fuses, “Cleartop’” Plug Fuses, Special Fuses, 25 Volt Glass Fuses and 








































POWERLETS 


‘‘Powerlets” are made in all types and sizes, having integral hubs, 
clean cut threads and perfect alignment. Breakage is entirely eliminated 
because all fittings subject to bending strains are made of malleable 
iron, te 


You and your men can increase your sales with “‘Powerlets”. Talk them 


to your trade at every occasion. 


MULTI ELECTRICAL ¢ 
Manufacturing Co. 


1848 W. 14th St. 
CHICAGO, ILL. 








SPARE PI es 
PGE AAL SS es 
AP edi Spied DE eS 








“Jim” McGill of the McGill Mfg. Co.. 
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| be heated before passing through tl 


fan. Drying time is thus reduce. 
from 10 days to three days. 

These typical lay-outs may be us: 
with alterations to meet varying co: 


| ditions and will cover most install: 


tions. 

Where it is necessary to emplo 
long ducts, blowers should be used. in- 
stead of propeller fans, but the sam 
general principles apply. In one par 
ticular, however, the rule is reversed: 
blowers should be placed at, or a 
near, the suction end of the duct as 
possible, and the air pushed instead 
of pulled through the major portion 
of the duct. 

Most of the fans and blowers now 
used are of the direct connected type: 
that is, the fan blade is mounted di 
rectly on the motor shaft. This is an 
excellent construction, as it eliminates 
the necessity of belts and pulleys. 
with their initial cost, and upkeep. 
and their efficiency loss. 

Contrary to a belief among many 
salesmen, the sale of ventilating 
equipment is nothing about which one 
need be frightened. Ordinary com- 
mon sense, rather than great engineer 
ing skill, is all that is required. Take 
the conditions as you find them, apply 
the few simple principles of ventila- 
tion, and the thing resolves itself into 
a simple problem. 

To those, who will give’it even a 
little attention and honest effort, the 
sale of ventilating equipment offers an 
interesting field. Each job, while it 
may be solved by the general, simple 
rules above set forth, possesses just 
enough individuality to stimulate the 
ingenuity, and affords, when success- 
fully completed, just that touch of 
satisfaction, which after all, makes 
any business transaction worth while. 


Van N. Marker 


(Continued From Page 26) 





week! This trip well illustrates the 
physical powers of the man, who even 
today when he could rest if he cared 
to, spends countless hours, days. 
nights, Saturdays and Sundays right 
on the job. 

For a number of years he traveled 


“4 all over the middle west, from the 
| Canadian border to the Gulf. There 


is hardly a village or hamlet in that 
section which at sometime or other 


ai has not accommodated Van’s hat. 


During this time he gradually de 
veloped into sales work. In 1912 
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PHONE HAYMARKET 7060 ALL DEPTS. 


Autovent Fam Blower Co. 


MANUFACTURERS 


« Uniblade .« 


cAutovent 
STANDARD 
PROPELLER 
PRESSURE AND 
FANS-- AND 
LOUVRES VOLUME 
BLOWERS 





VENTILATING, HEATING AND DRYING APPARATUS 
General Offices and Works, 730-738 W.. MONROE STREET 


CHICAGO 
May, 1926. 


A Personal Announcement to 





Every Jobber Organization: 





Did you see page 51 of last month's "Jobber's 
Salesman"? It gave you our first announcement 
about Autovent Fans. 


Briefly it outlined these facts: that we have 
a definite trade policy to maintain, that we intend 
to maintain it to the best of our ability. 


Have you up-to-date catalog data and prices on 
the Autovent Fan line? And, most important of all, 
have you the facts about our special, sample "stock 
offer? It is the unique, money-saving feature of 
our policy. 


The next three months will see unparalleled 
sales of Autovent Equipment. If you come along 
with us, you will enjoy your rightful share of this 
increase and we propose to go the limit to help 
you do this. 


Write at once. You are due for an agreeable 
surprise! You will learn many things about the 
organization behind the Autovent Fan and Blower 
line. 

Cordially and sincerely, 






A 


SALES MANAGER. 
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MICABOND~—2 guarantee of 
better service and greater profits 


To manufacturer, jobber, 
dealer and user, better insula- 
tion assures better service 
and greater profit. 


MICABOND—the | standard 
mica insulation—has served 
the electrical industry un- 
failingly for 28 years. It has 
been adopted as standard by 
many of the world’s largest 
manufacturers. May we show 
you why MICABOND offers 
you a profitable line of mer- 
chandising? 


CHICAGO MICA COMPANY 
428 Campbell St. Valparaiso, Indiana 

















Ai : 6égNe 9 
we — “CircleT 


—Welcomes you to 
Booth 538 at the 
N.E.L.A. Conven- 
tion at Atlantic City 
May 17-21 where—in 
addition to the regu- 
lar lines of Meter 
Service Industrial 
and Motor Starting 
Switches—-will be ex- 
hibited the 
New Midget Size— 
Single Fuse—Single 
Blade Switch— 
No. 5790 














The No. 579% /)o not Fail to See the 
Switch Fits J . 
the Overcoat New Residence 
Pocket. Panels and Standard- 
ized Unit Panelboard 


Line. 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 


New York Chicago San _ Francisco 
114 Liberty Street 2001 W. Pershing Road 595 Mission Street 
Boston Philadelphia Jacksonville, Fla. 




















| made him an offer which was accepted 

| After putting in 13 consecutive nights 

| on a sleeper, Mr. Marker conclude: 

| he would rather sell are lamps so } 
jumped back to the Adams Bagnal 
people where he stayed until 1919 
For six years of this period he ha 
charge of the Chicago office succeed 
ing A. J. Selzer, who had taken Myr 
Pomeroy’s place when he was trans 
ferred to Cleveland. Van also opene: 
the Minneapolis office and manage: 
that before taking over the Chicag: 
territory. 

In 1919, Mr. Marker developed tli 
“Thorlite.” He persuaded a man to 
jein him in partnership to manufac 
ture this lamp, but unfortunately at 
the last minute this man resolved to 
get married instead, refusing appar 
ently, to take two chances at the sam: 

| time. Nothing daunted, Van looked 
for another partner. He wanted « 
_ man who was a graduate of the Uni 
versity of Hard Knocks, a man, who 
like himself, had fought his way up 
from the ranks. He finally found on 
of this type in Fred R. Eiseman, then 
_ city sales manager of the Electric Ap 
pliance Co., Chicago. These men ar 
| very much of the same type, both well 
| equipped with an infinite capacity for 
| work and hard work at that. 

It was determined that each would 
| put a certain amount in the bank as 
‘a start in this modest venture. These 
_ two dynamos, working seven days a 
_ week, 13 or 14 hours each day, suc- 

ceeded in 18 months in building their 
| bank account to a substantial amount. 
It now becomes necessary to introduce 
a new character. H. M. Grut, pres 
ident of the Mercantile Trust & Sav 
ings Bank, a man who himself had 
| risen to the top in a few short years, 


| silently watched the progress of these 


_ two young men, their ambition, their 
industry, their honesty, crystallizing 
in his vision, the word “Success.” Mr. 

| Grut, after many urgings, finally per- 

| suaded them to go into business on a 
larger scale. He offered them finan- 

|-cial help, and this, with the nest-egg 
gathered while manufacturing the 

| “Thorlite,” enabled them to start the 
Revere Electric Co. For days Van 
walked the streets looking for a suit 

| able location, and finally secured th: 

_ place in which the Adams-Bagnal! 

_ Company had been sub-tenants under 

| the Electric Service Supplies Co. 

| Well, that is the end of story. From 

' a business of $300 the first month, the 

| company has grown, under the able 
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Jobbers Salesmen-What is the 























Get behind R & M Fans and poor. Poverty may not exactly 
bank balance be a crime, but it invariably car- 


grow. 





Boston, 243 South St. 


New York, 30 Church St. ] ; 
Philadelphia, 1418 Walnut St. St. Louis, 1922-26 Chestnut St. San Francisco, 317 Rialto Bldg. 


The Robbins & Myers Co. 












It’s no harder 
trying to get rich than staying 


“Try to get rich. 


ries with it a sentence of hard 
labor for  life.."—Chas. M. 
Schwab. 


ELLING a product that has a universal demand is the safest 

way to insure yourself of a “MAN'S SIZE” income, and the 

ROBBINS & MYERS Company give you just such an opportunity 
in their line of R. & M. Fans. 


But then there is only one way for you to determine to your own 
satisfaction the earning possibilities of selling any product, and 
that is,—get the verdict of men who are selling the line in ques- 
tion, for what a manufacturer may claim for his product is not 
convincing reason for you to put your efforts in his line, he 
naturally is partial to his own goods, the real test of their sala- 
bility is not in his opinion, but that of the Jobbers Salesmen who 
have experience with the line. 


Get the verdict today and start earning money. 


BRANCHES: 
Cincinnati, 9 E. Third St. Chicago, 1825-29 Transportation Bldg. 
Buffalo, 831 Ellicott Sq. Bldg. Cleveland, 1239 W. Third St. 








SPRINGFIELD. OHIO 
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Nowhean 


ELECTRIC 
HEATING 
APPLIANCES 


THAT THE SALESMAN OF 





ARE YOU SELLING THE 
““NORTHERN”’ LINE? 


| three weeks to his favorite pastime— 
| hunting. 


That the “Northern” line has 
one of the foremost places in 
the Heating Appliances Indus- 
try is fully proven by its nation- 
wide use and unfailing service. 


Jobbers are handling this line 
because they realize its value 
to them as a sales builder and 
profit maker. 


Every ‘‘Northern’’ product 
has strong selling points, as job- 
bers’ salesmen who are selling 
them can well testify. 


‘Satisfied customers who 
come back for more””’ is the re- 
sult for dealers selling “‘North- 
ern” Appliances. 


It’s up to the jobber and his 
salesmen to see that all their | 
dealers are stocking this line be- | 
cause it means future orders. 





The “Northern”  curling| 
irons, heating pads, soldering 
irons, heaters and radiator ele- 
ment are well known to all deal- 
ers and you jobbers’ salesmen 
will have no trouble booking 
orders now. 





If you are not now a, 
‘‘Northern”’ jobber, let us tell’ 
you why you should be. | 


Nowhew Electric Co. | 


2837 N. WESTERN AVENUE 
CHICAGO, ILL. | 





| 
| 
| 
l 


| Athletic Club, Illinois Casting Club 


direction of Mr. Marker and Mr. Eise- | 
man until today the yearly business | 
runs far into seven figures. | 

Van, the man, is just as industrious | 
in his play as he is in his work. He | 
is not a golf player, contending that | 
he cannot afford to take the half day | 
necessary to play the game at any 
time. He tried it, but found he weal 
ried more about whether there were | 
telephone calls at the office than | 
whether he could make that four foot | 
putt. 

Every man, however, has his hobby, 
and Van’s is hunting and _ fishing. 
When he decides to play, he leaves his 
business entirely and devotes two or 


He has an arsenal of 15 
guns and two of the finest bird dogs | 
in his section of the country. He has | 
hunted and fished in every state in the | 
middle west. His last trip was for 
the purpose of hunting moose in Que- 
bec. N. B. Boynton, general manager 
of the Buckeye Division, National 
Lamp Works accompanied him. They 
traveled over 104 miles by wagon, shot 
the rapids in the Black River, and all 
in all saw such a picturesque country 
that Van is going back with a moving 
picture camera as well as a gun. Van 
is quite enthusiastic about the moving 
picture idea. In fact it is his latest 
hobby and he is head over heels into 
it, just as he is in everything which 
secures his interest. 





Mr. Marker married Jane Camp of 
Minneapolis. They have two children, 
a boy 10 years of age and a girl five | 
Their home is in Evanston, | 





years old. 
Ill. 


Van is a member of the Illinois 


and several gun clubs. | 

His main concern in this interview | 
is that the most of his success and | 
that of the Revere Electric Company 
be accredited to Fred Eiseman. As 
Fred’s attitude is just the reverse, an 
idea of the harmony existing between 
them may be gathered from the con- 
sideration shown each other as exem- 
plified above. | 

Mr. Marker never gambles and | 
never plays cards. His attitude on any 
game of chance, reflects his attitude on 
business and life in general-—“No one | 
ever got anything good—cheap!” | 











| 

H. La Fonvratne, formerly an in- | 
side man, is now city salesman with | 
the Sterling Electric Co., Minneapolis. | 
Eddie Quist is a new counterman. | 
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Boost Your Sales 


with ABolites 


(Porcelain Enameled Steel 
Reflectors) 


TYPE GST 


This Interchangeable Type ABolite Commercia 
Lighting Unit is a combination of Threaded Neck 
Reflector and Threaded Holder. This type R« 
flector also fits the Holders shown below. 





< —_& 


HOLDER CT 


With this Holder, Reflector GS 
forms Complete Unit GSCT. 


>. 


»> —> 
HOLDER EC 


And in combination with Holder 

EC, it forms the Complete Unit 

GSEC. 

Pes EVEN LIGHT- 
distribution, plus ABolite 

Interchangeability and Reli- 

ABility, make a strong selling 





| combination—both for you and 


your customers. 


But the real ‘‘cream”’ is in the 


number of REPEAT ORDERS. 


**Glass-Steel’’ ABolite Points 


Diffusing Bowl eliminates glare from 
ALL ANGLES. Ideal for stores, banks, 
offices, etc., especially if headroom is 
limited or lamps must be close to work- 
ing surface. Enamel cannot discolor or 
crack. Heavy PRESSED STEEL con- 
struction assures accuracy. Backed by 
20 years’ experience in ABolite manu- 
facture. 


AB PRODUCTS DIVN. 
THE NATIONAL SCREW 
and MFG. COMPANY 


2440 East 75th Street 
CLEVELAND, OHIO 


=e | nt) fee 
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Electric Ventilation 
| ---has Arrived © 


This chart shows the remarkable increase in sales of American 
Blower ventilating equipment through the electrical trade. The 
rapid development of this rich new market is paying hand- 
some profits to many electrical contractors and dealers today. 


















a. 
te 
li- 
1g 
1d 
5 And bear these facts in mind. 

1 The market for electric ventilation is greater today than ever before, 

and is increasing every day. 

, Almost every business place, including stores, offices, theaters and the 
- 2 better homes offer real ventilation sales opportunities to electrical 
- dealers and contractors. 

is 3 Sales are largely non-competitive. 
ke: 
or 4 Dealers do not have to carry largestockstosharethe profits of this market. 
“ai American Blower magazine advertising, direct advertising, sales help, 
by 5 resources and reputation are valuable assets to every American Blower 
ju- Dealer. 

These are facts that your contractors and dealers should know! 
AMERICAN BLOWER COMPANY, DETROIT, MICH. 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 

N CANADIAN SIROCCO COMPANY, LIMITED, WINDSOR ONTARIO 





American Rlower 


erocee” 
VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
a pe MANUFACTURERS OF ALL Types oF ain Qi wanounc Equipment since Teel 
























102 


THE JOBBER'’SMIJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTi 


ull Dog 


REGISTERED 


ASSEMBLED 


It Was Easy Then 


(Continued From Page 9) 


period they said business had been 
brought to the level of a science, but 
they didn’t know what science meant. 
It is nothing like what it is now, 


ll ee 


_LET’S GO 


| when a man has to know and to be | 


_ forty thousand things that the old | 


Split Knobs 

















iva 








——! 
m 





| ties. 
| much 
| started.” 


chaps never dreamt of!” 


It is us, mark you, they will be call- | 


ing old duffers and speaking of in 
that disrespectful tone. 

And of course if there is one thing 
certain it is that life and business in 
the vears ahead will become more and 


| more complicated, so that if we who 
| are alive now could be projected on a 
_ couple of hundred years it would seem 
| perfectly hopeless to try even to earn | 


a living, much less make an emphatic 


_ mark, be Napoleonic, and get definite- 
| ly in front, to the admiration (some- 
| times) of our fellows. 


It is a relative matter. Life gets 


| more difficult, but evolution adjusts | 


us exactly to each successive increase 


in difficulty. 


Each age brings its own possibili- 
I have quit saying: “It was 
easier for you you 
It is only an unheroic way 


when 


_ of excusing slackness, of trying to 


IF 
YOU will show your dealer 


the Bull Dog Split Knob—and let 
him compare it with any other that 
he may have in stock—he will tell | 
you the Bull Dog is the one he pre- | 
fers and wants. It will help you 


SELL MORE SPLIT KNOBS. 


Bull Dog superiorities over other 
split knobs include a longer, ce- 
ment-coated nail; a genuine leather 
washer; a metal assembling washer; 
wire ways that grip but do not 
tear; the projection on the top 
piece and the recess on the bottom 
piece. They're made of uniform, 
non-porous, stronger porcelain. 


It is our aim to give the trade | 
the best split knob on the market. | 
Electrical contractors and our cus- 
tomers teli us we have been suc- 
cessful in accomplishing this aim. 


| ete. 


delude ourselves that we would have 
been very fine fellows indeed if only 


| 
| 
| 


SELL ’EM 
“SECURITY ” 


Sell that's 
what they want. Jobbers’ salesmen can't 
help but get over the 
Security Line of Heating Appliances. 
No trouble at all to book orders be- 
cause there’s a house with a great rec- 


"em ‘“‘Security’’ because 


enthusiastic 


ord behind it and a greater future ahead 
of it. 


What a line this is!) —comprising over 
30 live selling numbers—But don't get 
We're not 
priced appliances. (Most people can't 
afford them.) What we put out is a 
moderate priced line that is complete 


us wrong. making high 


and one that will compare with any 
other in beauty, attractiveness and serv- 
An ideal line for the job- 
ber to sell, isn’t it? 


iceability. 





we had been born in some former age | 
“when there were more opportuni- | 


ties.” 


The problem is always the | 


same: To find opportunities and make | 


chances. 


The quantity of brains, effort and | 


will-power required to win through 
at any time is invariable. 


“Each successive age produces its | 


own appropriate opportunities, and if 
we do not believe that, we simply 
stand aside from the race and give a 
bigger man than ourself a clear field 
to go ahead and win through.” 


In the Light of the Law 


(Continued From Page 14) 





of something. At least he has lost the 
evidence which the instrument itself 


| would have constituted after the mak- 


er’s signature had been established, 
viz., name of payee, amount, date, 
Thus damage has been suffered. 


| And this would be true, even if the 


} RCELAIN Co, 


MACOMB, ILLINOIS 








| lost instrument. 


holder knew who the maker was, and 


| so could present a claim as upon a | 
In the case under | 


A standard 6 lb. iron carrying a writ- 
ten guarantee for one year. Lowest list 
| price for any nationally advertised iron. 


$3.75. 


Nationally known products—the re- 
sult of national advertising and satisfied 
| customers. Let’s go Mr. Jobber—write 
| today for the details. 


Security Electric Mfg. Co. 
2635 Canton Street, Chicago, III. 


Security 


HEATING APPLIANCES 





review the holder not only has been | 


deprived of the evidence which the 


PPP Me ty: 
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The third of a 
series depicting 
the manufacture 
of “Central” 
Pipe from which 
is made‘ Central 
Black’’ and 
“Central White’’ 
conduit. Inspect ; : 
the modern ma- , ; siti Hat jim 


P chinery, care : sub v 
% and precision © Be 7 te’ 4 ly 
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that make “Cen- 
tral’”’ the con- 
duit that meets 
every instal- 
lation require- 
ment. 
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pet —_ . Sane 
g a tt ? oe ne, 
nt j ed ae a _ . 

sa Sizing, Straightening and Cooling ‘‘Central Pipe’’ 
ete 


ny 


°F} %3! Operation in the Making of Central Pipe 
from which is Made 


Central Black’ @¢ Central White Conduit 


(Approved by the Board of Underwriters) 
























































neta il At a pipe is drawn it is released from 
the tongs and passed down the skids, 
= shown in the foreground of the above illus- 
4 tration, into a trough. 
en oe 1 10 ic | 
ss | | fie From here it enters sizing rolls which 
ron ' Ahtipaggy Ei . 
a a bias | = reduce the tube to correct diameter and 
a | \ eae insure its roundness, as shown in the insert. 
sfied | ee cee LAN . 
rite Fic.A Fic.B Passing from the sizing rolls it enters 
Fig. A shows pipe being reduced in ze y 5 ss 
the sizing rolls after being we'ded. cross rolls which straighten it. It is then 
Fig. B is a sectional view taken on ‘ / f 
We te Ca a8: Bi A carried by the Cooling Rack, shown in the 
“1” shows the outside diameter bef ; 
ill and “2” the outside diameter after background of the illustration. 
: the pipe passes through the sizing 


rolls. 
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Added Prestige ~ 


for the Emerson Ceiling Fan 


| 


The Medical Arts Building - Houston 
DON HALL, Constructor 





More than a_ thousand 
Emerson Ceiling Fans will 
comprise the initial fan 
equipment of the fine new 
Medical Arts Building at 
Houston, now nearing com- 
pletion. 


The choice of buyers of 
building equipment who in- 
vest many thousands of 
dollars after exhaustive 
tests, confirms the judg- 
ment of experienced elec- 
trical dealers, the country 
over, who select Emerson 
Fans. 

The Medical Arts Fans 
were sold through an Emer- 
son Fan Distributor at 
Houston. 


ELECTRIC MFG. CO. 
2018 Washington Ave., ST LOUIS. MO. 


50 Church Street, New York City 
608 S. Dearborn Street, Chicago, Ill, 
The Emerson Company Sells No 
Apparatus at Retail 


The EMERSON” ~ 
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400 Rooms—400 Baths 


Rates 
$3 to $5 per Day 





New York’s Newest Hotel 





Knickerbocker 


120-128 West 45th Street 


i. unsurpassed, A 


few seconds to all leading 
shops and theatres. Away 


from the noise and bustle, and still 
convenient to everything. Between 
Grand Central and Pennsylvania 
Terminal. 


JUST EAST OF BROADWAY AND TIMES SQUARE 





check would furnish, but, as he doe 
not know the name of the maker, h 
cannot make such a claim. The los 
of the check did not legally reliey, 
the maker from liability to the jobber 
but, because the latter did not knoy, 
the maker’s name, that is the pra 
tical effect of it. While he has no 
lost his claim, the jobber has lost th: 
only proof by means of which it could 
be established,” said the Court, in 206 
New York Supplement, page 8. 


Holding the Surety 
Company 
6% HE bookkeeper ain't showed 
up this morning,” the office 
boy reported. 

“He went fishing Friday, and’ll be 
on hand tomorrow morning,” the job 
ber averred. 

Tomorrow morning arrived, but no 
bookkeeper, and no tidings thereof or 
therefrom, the auditor went over his 
books, and found a_ shortage of 
$10,000. 

“Luckily, I’ve got a $15,000 fidel 
ity bond from the Midland Surety 
Company,” the jobber stated. 

“Better look it over, and see that 
everything’s in proper order,” the 
auditor suggested. 

The jobber dug up the policy, and 
glanced over it. 

“Looks all right,” he said. 

“There’s generally a clause in those 
policies that if the premium is not 


| paid in 60 days the policy becomes 





void.” 

“Yes, it’s clause 17 of this policy.” 
the jobber agreed. 

“Is your premium paid?” 

“It’s not and the 60 days expired 
several weeks ago,” the jobber ad- 
mitted. 

“Well, I’m an auditor, not an in 
surance lawyer, but I’d suggest that 
you send the company a check for the 
premium, get them to accept it, and 
take your chances on the policy,” the 
auditor proposed. 

The jobber acted on this advice, 
and the United States Circuit Court 
of Appeals in a recent case reported 
in 293 Federal Reporter, 377, ruled 
in his favor. 

“Receipt of the premium after tli 
due date would be such a waiver o! 
the time of payment as to bind th 
company for the breaches occurring 
prior to such receipt,” said the Court 
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Retail Price, 


$18.50 


Denver and West, $19.00. 


Kitchen Attachments 
at Slight Extra Cost 


The Market 


An investigation made by the General 
Federation of Women’s Clubs shows: 
that, while in the 432,084 homes reported 
87% had electricity; 22% had washing 
machines, and 33% vacuum cleaners, only 
5.6% had electric sewing machines. 
Think of this tremendous market: 14,- 
538,000 wired homes with their millions 
of sewing machines of which only 5.6% 
are motor driven. 


And remember this, the Hamilton Beach 
Home Motor gives a sewing machine the 
same speed and ease of operation found 
in the finest electric models at a fraction 
of the cost. 
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Hamilton Beach 
Home Motor 


ONE of the 
Fast Sellers 


ina 


PROFITABLE 
YEA RAROUND 
LINE 


Real Profit 


We realize it costs money to sell any merchandise 
so we give dealers a real margin. The high quality 
of our Home Motor and the big national magazine 
advertising campaign behind it means quick turn- 
over, too. Rapid turnover and a real margin means 
big profits to you. 


World’s Finest Motor 


The Hamilton Beach Home Motor is the result of 
15 years of specialized experience in a particular 
field. Over 1,000,000 of the motors are in use. 
The motor is rugged yet light. It runs cool and 
quietly—it needs absolutely no attention except 
for an occasional oiling. Runs on both AC and 
DC, 105 to 120 volts, 25 to 60 cycles. Scientific 
design, material of highest grade, over size shaft 
and bearings and precision workmanship insures 
long life. 


19 NUMBERS IN THIS FAST SELLING LINE 


In addition to the Home Motor, we manufacture Vacuum Sweepers; 4 other styles 


of Sewing Machine Motors; a Tailor Motor; 4 high grade Vibrators; 2 Hair 


Dryers; 2 Drink Mixers; 2 Jewelers’ Lathe Motors; a Tool Post Grinder, and the 


New No. 104 Polishing and Grinding Motor. 


All are guaranteed absolutely and quality Products. They’re all good sellers—and 


stay sold. Dealers find it pays to be a Full Line Dealer. It will pay you, too. If 


you're only selling a few numbers ask your Jobber for prices and full information 


on the Hamilton Beach Line—It’s a Year Around Line that is Nationally Adver- 


tised the Year Around. 


HAMILTON BEACH MFG. CO., 


RACINE, WIS. 
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CEILING FANS 








DIEHL FANS 


prove their worth to the jobber and dealer when hot weather comes. 
The complete range of fan sizes, in both oscillating and non-oscillating types, 
built for all commercial circuits, provides a full line that meets the requirements of 
every fan purchaser. Send for descriptive bulletins—now. 


We have an attractive proposition 
for responsible jobbers and dealers. 


DIEHL MANUFACTURING COMPANY 
ELIZABETH, N. J. 


ATLANTA BOSTON CHICAGO DETROIT NEW YORK PHILADELPHIA 


DIE Fi Lu 


BUILDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS 


EXHAUST FANS 


























PHILADELPHIA 


CHESTNUT and 39th STREET ~ 


Hotel Le 


Fireproof - Unrestricted Parking 





600 Rooms 
500 Baths 


Half minute from center 
of activities in very good 
residential location 


Rooms with running water 
from $2.50 per day 


Rooms with private 
bath and shower 
from $3.50 per day 


Food and Service the best 


Near West Philadelphia Station Pennsylvania Railroad 
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Kailing Coming Along 

Sixteen years ago, in the city ot 
Milwaukee, Wis., Alexander M. Kail 
ing laid the foundation for what was 
intended to remain a small contracting 
business. He went after all the smal! 
business that was in sight, and dug u) 
some that wasn’t, and gradually 
worked up into larger things. He quit 
the business at the end of five years. 
but by that time had done the elec- 
trical work in many of Milwaukee's 


| largest buildings. At times there were 
| 60 men on the Kailing payroll. 


It was only a step from contract 
ing to jobbing, and as he was accus 
tomed to carrying unusually heavy 
stocks, it was a natural step for Mr. 
Kailing. Today he is located at 264 
West Water St., Milwaukee, Wis., oc 
cupying two floors and a basement, 
totalling 18,000 square feet. The 


| Alexander M. Kailing Co. has 16 em- 


ployees, and at times two specialty 
men. This company handles all stand 


_ard lines of electrical supplies, radio, 


ee me 





a few lines of fixtures, besides manu 
facturing a line of lighting fixtures. 

The jobbing business has expanded 
under Mr. Kailing’s live management, 
and this year the sales force will be 
increased. New employees are Sher- 
burn Strobel, manager of radio dept., 
R. C. Huth, credit manager, and A. J. 
Smith, salesman. 


%* * * 
Gilham-Schoen Changes Name 
The Gilham-Schoen Electric Co. of 
Atlanta, Ga., has recently changed its 





name to the Gilham Electric Co. 







































Interpretive dancing by Virginia Taylor 
and Ala Williamson of the Southwest 
General Electric Co., Houston, Tex. 
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Joint in 440V distribution 
buss being finished with 
Firestone Friction Tape. 


Firm Grip 


that never lets go! 


The great tensile strength and gripping ad- 
hesion of Firestone Friction Tape—assured 
by rigid laboratory tests that exceed the 


American Society for Testing Materials re- Bee “fg Thecompleted 
‘ ° “3 . } job. 440V b 
quirements—forms a permanent splice that By eenaie ond 

% : " reatly wound 
endures as long as the cable. Beas 7) \ with Firestone 


Friction Tape. 





Full dielectric quality and durability safe- 
guards the tape from heat, cold, dampness and 
dirt—insuring perfect insulation on any mend 
or splice, whether large or small, domestic 
or industrial. 


Get your share of profit from quick turn- 
overs by stocking up on Firestone Friction 
Tape. Sold in bulk or convenient display ~— 
cartons. For prices and specifications write or 
wire the Home Office at Akron, Ohio, or the 
nearest Firestone Branch. 


Firestone 


\MERICANS SHOULD PRODUCE THEIR OWN RUBBER... M6Sinalent, 
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MANUFACTURERS 








New Products, Literature, et 








Manhattan Sells Dry Battery 

Business 

The Manhattan Electrical Supply 

Co., New York, has arranged to sell 
its battery plants located at Jersey 
City and at Ravena, O., together 
with all trade marks, patents and 
other assets pertaining to its dry bat- 
tery business to the National Carbon 
Co. Dry cells heretofore sold: by the 
Electrical Supply Co. under the trade 
mark ‘Red Seal” will, after consum- 
mation of the sale, be manufactured 
and sold by the National Carbon Co, 
under the same trade mark. 

* ok x 


Circle F Makes Appointment 

The Circle F Mfg. Co., Trenton, 
N. J., has appointed the Murphy Co., 
902 Georgia Saving Trust Bldg., At- 
lanta, Ga., as its representative in 
North Carolina, South Carolina, 
Georgia, Florida, Alabama and Ten- 
nessee as far west as Nashville. 

: es 

Hammond of Signal Resigns 

Charles E. Hammond, 
and treasurer of the Signal Electric 
Co. 


recently 


secretary 


Manufacturing of Menominee, 
Mich., 


this connection. 


has resigned from 


He has been asso- 
ciated with this company for several 
He is succeeded by W. J. 


Tideman of the Signal organization. 


vears. 


Mr. Hammond has not announced his 
future plans. 


Reynolite Holds Sales 
Conference 

The Reynolds Spring Co., Reyno- 
lite Division, Jackson, Mich., held its 
first annual sales conference April 8, 
9 and 10 at Jackson, all district man- 
agers attending. The men, after hear- 
ing an address by Wiley R. Reynolds, 
president of the company, were taken 
through the plant, said to be the larg- 
est bakelite molding plant in the 
United States. A discussion, on im- 
provements, designs, changes, packing 
and new units to be soon announced, 
followed. Edward Myers of the Chi- 
cago office read a paper on “The effect 
of our policy.” 

The second day was given over to a 
discussion on policy, publicity, mer- 
chandising, missionary work, and dis- 
tributor problems, followed by papers 
by district managers such as: “Clos- 
R. Macy; “Handling 
T. Jen- 
kins; “Effect of missionary men,” H. 
B. Parke; and “Our 


Leonard C. Smyth, secretary of the 


ing tactics,” A. 
central station accounts,” O. 
status quo,”’ 
company, 

The conference closed on the third 
day with a series of general instruc- 
tions to the men by the officers of the 
company. 

Those who attended are: Leonard C. 
Smyth, secretary; John J. Rossiter, 
sales manager; C. F. Goodrich, assist- 











ant sales manager; E. F. Myers, Chi 
cago; H. M. Hemphill, Detroit; H 
J. Doughty, Detroit; E T. Gunther, 
Dallas; H. B. Parks, Pittsburgh; P. 
M. Day, Memphis; A. R. Macy, New 
York; W. F. Holbrook, Boston; O. T. 
Jenkins, Kansas City; F. T. Burke. 
Chicago; C. N. Wiltbank, Philade! 
phia; J. T. Hill; S. R. Cook, C. I. 
Danz, and V. E. Andrews. 


* * * 


Wahle Moves Into New Factory 

On April 25 the Albert Wahle Co., 
manufacturer of residential lighting 
fixtures for jobber distribution, moved 
into its spacious, new plant at Metro 
politan and Morgan Aves., Brooklyn, 
a. es 
ecutive offices, formerly located at 221 
Fifth Ave., New York, will also lb 
moved to the factory. The new plant 
covers 35,000 sq. ft. of floor space all 


on the ground floor. 
x * & 


Grier Opens Office and Ware- 


house 

Norman F. Grier has opened a sales 
office and warehouse at 1712 S. Michi 
gan Ave., Chicago for the national dis 
tribution of “Parisian” heating pads 
and curling irons manufactured by 
Slaughter & Co., and for the distribu 
tion in Chicago and surrounding terri 
tory of the products of the Fullman 
Mfg. Co., Latrobe, Pa. Mr. Grier will 


In making this move, the ex 








Group Attending Sales Conference of The Reynolite Division of the Reynolds Spring Co., Jackson, Mich. 

















= 





May, ] 926 





THE JOBBER’S{A|SALESMAN 


109 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Harrison Succeeds With 
French Battery 
G. Charter Harrison was elected to 
the directorate and appointed vice- 
president at the last directors’ meeting 
of the French Battery Co., Madison, 





G. Charter Harrison 


Wis. The action of the board was 
taken as a recognition of Mr. Harri- 
outstanding 


general sales manager of this corpe- 


son’s achievements as 
ration since he joined its forces last 
fall. 

Reports of the greatest gross busi- 
ness in the eight months of Mr. Har- 
monthly 
sales records far surpassing those of 


rison’s inecumbency, with 
similar periods in other years, are but 
logical reflections of previously dem- 
onstrated successes with the National 
Register Co., Rolls 
Ltd., and the American Rolling Mill 


Cash Royce, 
Co. His reorganization of the old 
Ml. Rumely Co., now the Advance- 
Rumely Co., the installation of mod- 
ern methods of cost accounting and 
International 
Silver Co., American Thread Co., 
'layes Wheel Co., Chase Bag Co., 


ind others of like calibre, are mile- 


cost systems for the 


stones of his career. 
* * * 
Appleton’s St. Louis and De- 
troit Offices 

The Appleton Electric Co. has 
pened offices in St. Louis with H. V. 
‘lawkins in charge, whose address is 
\(7 Pine St. In Detroit, L. H. 
rance is in charge, whose address is 


‘07 Garfield Bldg. Both of these 


ntlemen have been with the Apple-— 


n company for several years. 


Semmel District Manager for 
“Usalite” Line 

“Herb.” C. Semmel of Phila- 
delphia, who for the past three years 
was district manager in charge of 
eastern Pennsylvania, south Jersey, 
Delaware, Maryland and the District 
of Columbia, for the Yale Electric 
Corporation of Brooklyn, has _ re- 
signed, having accepted the position 
of district manager for the United 
States Electric Mfg. Corp., of 222 


West 14th St., New York, manufac- | 


turers of the “Usalite” flashlight and 
batteries. 

Mr. Semmel will cover his old ter- 
ritory with Pittsburgh as an addition. 


* * * 


Roach-Appleton Appoints 
Sales Agents 

The Roach-Appleton 
Chicago, has appointed George A. 
Kieffer, 141 Fremont St., San Fran- 
cisco, and the Wesco Co., Seventh and 


Lawrence Sts., Denver, as its sales | 


agents. 

Walter G. Mishel, the company’s 
representative in Los Angeles, is car- 
rying a liberal warehouse stock of 
the company’s products in that city. 

*« 2 


Snead With Wiegand 

The Edwin L. Wiegand Co., Pitts- 
burgh, Pa., electrical heating engi- 
neers and manufacturers of “Chrom- 
alox” heating units, announces that 
W. Hunter Snead, former publicity 
division manager of the Detroit dis- 
trict office of Westinghouse Electric 
& Mfg. Co., has recently become its 
advertising and sales promotion man- 


ager. 








Grover Moore (left), Economy Elec- 
trical Supply Co., Ft. Worth, Tex., and 
H. J. Hess (right), Inland Glass Co., 
Chicago, IIl., enjoying some of the wonder- 
ful climate in Texas. This picture was 
taken Feb. 15 when the north was en- 
tirely covered with snow. Pretty soft for 
you, Hess. 


Mfg. Co., | 


! 














“AMERICAN Brann” 
WEATHERPROOF Wire AND CABLES 
HAS NO EQUAL 





STANDARDS 


American Brand Weatherproof 
and Bare Copper Wire and Cable, 
together with A-1 Magnet Wire, 
have a great reputation with the 
trade. 


Because they have earned it on 
their merits, why take a chance 
with substitutes ? 
The standard for these products 
has been steadily maintained for 
over 26 years and will continue 
to be year after year. 
Samples will convince you and 
your dealers. 
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PARISIAN 


Electric Heating 
Pads 





A FEW POINTS 


Driven Harris Flexible As- 
bestos Braid over all Heat- 
er Cord. 


Oo Oe Ooo Oe Ooo Os 


Hart & Hegeman Toggle 
Switch. 


BoB 99 OO Ooo 


Bryant Bakelite Separable 
Attachment Plugs. 


Oe Ooo OoeB--Oo° Oe 


An Ironclad Jobber Policy. 


Just as the hot water bottle 
is a “year round” seller so 
also is the Parisian electric 
heating pad, which will 
serve every purpose of the 
hot water bottle and in serv- 
ing those purposes do a bet- 
ter job. 


$'7-50 List 


SLAUGHTER COMPANY 


NORMAN F. GRIER 
General Sales Agent 


1712.S. Michigan Ave. 
Chicago 











New Sales Plan in the Air 


Just because many ideas are old is 
no reason why new ones are better. 
‘In fact, old ideas are usually worth 
thoughtful consideration just because 
|they are old and have stood the test 
_of experience. 
| Fair dealing, service, recognition 
_of the jobber’s right to a profit, con- 
scientious manufacture of a product, 
|—these are old, old ideas but they 
‘still work. And they bring a profit 
to those who recognize them. 

It is unfortunate but true that all 
these factors are seldom embodied in 
the sales policy of any one manu- 
facturing company. When they are, 
the company expands, not by chance, 
but because of the solid confidence it 
builds up among the trade. 

When Norman B. Hickox, vice- 
president in charge of sales for Cur- 
tis Lighting, Inc., was approached on 
| the subject of his company’s relations 
with the jobber and the jobber’s sales- 
man, he expressed his confidence in 
these same old ideas in an inspiring 
Furthermore, he said that 
they are now working out a plan em- 
'bodying these fundamentals, which 
| will simplify the work of the jobber’s 
and will mean a_ great 
| many more orders for him every 
‘month and bring him into still closer 
contact with the supplier. He feels 
|that this idea, which will be presented 
|to the jobber in a very short time, 
will bring about an improvement in 
|co-operative selling efforts between 
all manufacturers and jobbers’ sales- 
men in the electrical industry. 

* *& & 


_ Banfield Joins T-V Organiza- 
| tion 
| Frank J. Banfield is now a member 
\of the Trumbull-Vanderpoel Electric 
Mfg. Co. organization and covers 
\New York State with the exception 
|of the Metropolitan District in the 
‘interest of the T-V lines. He started 
| March 15. 

Mr. Banfield will maintain offices 
at Syracuse. He was formerly a 
member of the Johns-Pratt organiza- 
tion, covering the same territory. 

* * # 


Pierce Represents Betts 
Wm. H. Pierce is now representing 
James H. Betts, Inc., in New York 
State, west of Albany and northeast- 
ern Pennsylvania. Mr. Pierce makes 
his headquarters at 257 Washington 
St., Buffalo, N. Y. 


|}; manner. 


| salesman 











Well-known Man to Return { 
Electrical Business 

L. E. Chance, popular middle w: 
salesman and formerly assistant sal. 
manager of the Commercial Electric 
Supply Co., St. Louis, and distri: 
sales manager of the Matthews Eng 
neering Co. of Sandusky, Ohio, h« 





L. E. Chance 


severed his connections as district 
sales manager of the Klearflax Linen 
Looms, Inc., a Duluth, Minn., manu 
facturer of rugs and carpeting, and 
will return to the ranks of the elec 
trical business where he has spent 14 
very pleasant and successful years. 

While associated with the Klearflax 
company, Mr. Chance originated som 
very novel publicity and sales-produc 
ing campaigns, which aided materiall, 
in introducing this new product in the 
Middle West. 

Mr. Chance is arranging his plans 
for the future and advises THe Jox 
BER’s SALESMAN that he will be glad 
to hear from any manufacturer inter- 
ested in securing an experienced elec 
trical man for the south and middl 
west. He can be addressed in care of 
this magazine. 


* * * 


Fullman Makes Appointments 

The Fullman Manufacturing Co. 0! 
Latrobe, Pa., announces the appoint 
ment of Norman F. Grier, 1712 Sout: 
Michigan Ave., Chicago, IIl., as_ its 
district sales representative for Illi 
nois, Iowa, Minnesota and Wisconsin 

Walker Calderwood, 1444 Park 
Place, Detroit, Mich., has been mad 
district sales representative for th: 
state of Michigan. 
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working Knockouts. 


their profits. 


BOSTON 42 Binford St. Liberty 0499 
CLEVELAND 501 Nat’l City Bank Bldg. Sup. 3300 
DENVER 7th & Lawrence Main 3950 

DETROIT Madison Theatre Bldg. Main 9059 
INDIANAPOLIS Odd Fellow Bldg. Circle 6030 
LOS ANGELES 312 Omar Ave. Broadway 1737 
MIAMI 105 N.E. 25th St. 

MINNEAPOLIS Lumber Exchange Main 0726 
NEW YORK 38 Murray St. Barclay 1767 
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Your customers want Boxes with clean, fast 


That is one of the many good features of 
“Raco” Switch Boxes and Outlet Boxes. 


“‘Raco’”’ Knockouts are easily removed 
with a tap from a hammer or screw driver 
blade but they don’t fall out in handling. 


Clean openings—No reaming necessary. 
Sell “Raco” and help your customers increase 


ROACH-APPLETON MANUFACTURING CO. 


3440 N. KIMBALL AVENUE - CHICAGO, ILLINOIS 


PHILADELPHIA 30 Bank St. Lombard 7577 
PITTSBURG Park Bldg. Atlantic 6184 
PORTLAND 53 Fourth St. Broadway 3715 

SAN FRANCISCO 347 Monadnock Bldg. 

ST. LOUIS Central Nat'l Bank Bldg. Olive 3269 
SEATTLE Polson Bldg. Main 4951 

TORONTO Nordheimer Bldg. 

VICKSBURG Morrissey Bldg. Phone 151 
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FOR “TUMBLER” REQUIREMENTS: 
NO. 8601 SQUARE 


Has the famous feature of the 
Balanced Movement; puts the user 
in touch with quality he can feel. 
Most quiet, easy-throw mechanism 
in any Tumbler; most positive 
action. Exclusive in looks and in 
“‘works’’, but competitive-priced. 





FOR GREAT SERVICE-LIFE: 
“2081’’ PUSH SWITCH 
The ‘‘Old Reliable’’ for quiet, 


enduring service. Buttons press 
with an even tension; no more 
resistance near the end of the 
stroke than at the beginning. No 
jar as the contacts meet. Maximum 
value at medium price. 








HeH Flush Switches—Up Front 


FOR THE COSTLY EDIFICE: 
“GOLD STAR” PUSH 


For de luxe jobs needing every 
refinement of fine artisanship. 
Works with the lightest of touch 
and complete lack of jar. Called 
‘Silver Star’’ when ordered with 
luminous push-button. 





FOR SHALLOW PARTITION WORK: 
“NUTMEG” 4401-8. 


Leading all switches in number 
installed; leading all competitive- (F 
price switches in sturdiness. Good | 
enough so the low-bid jobs may j 
still have high-grade switches. : 
Your H@&H Catalogue has a// the 7 
data on the “Up Front” numbers 

in switch-selling. 





THE HART G& HEGEMAN Mra.Co. HARTFORD. CONN. 
Makers of Electric Switches since 1891. 
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New Electrical Products, Illustrated 








Pass & Seymour, Syracuse, N. Y., an- 
nounce a new canopy switch, P&S 3310, 
illustrated above. The special cast 
metal body is fitted with 14-inch female 
nipple and rugged stem. The switch 
body is but l-inch deep and attaches to 
the outlet box stud with a 3-inch re- 
ducing nipple. The stem, +%-inch long, 
carries the switch handle and has %- 
inch straight electric thread which is a 
standard in the electrical field. ‘The 





threaded stem with the switch operating 
knob extends through the wall plate and 
supports the bracket. A plain or orna- 
mental locking collar or nut threads on 
the stem and holds the plate against 
the switch body and the wall surface. 
The rotary switch is rated at 1A.-250V., 
8A.-125V. Special mention is made of 
the wires, which are 6-inch, No. 18 
stranded fixture wires with special cover 
that prevents marking the finished wall. 
The Pass & Seymour receptacles No. 
4103, and 4135 shown above are especial- 
ly designed for use in lighting fixtures 
such as shallow ceiling pans and units 
with limited wiring space. Porcelain 
bodies are of minimum possible dimen- 
sion and have solid porcelain back. 








Sho-Lite is a single gang, series 
connected, pilot light and _ switch, 
which can be used to replace single 
single pole switches without the neces- 
sity of additional wiring. It is in- 
tended particularly for the control of 
lights in cellars, lofts, attics, store- 
rooms and other remote places where 
there is an ever present danger of 
some one forgetting to turn off the 
lights. The Rossman Electric Supply 
Co., 141 Merrimac Street, Boston, 
Mass., is marketing this new device. 








The Appleton Elec. Co., 1705 Wel- 
lington Ave., Chicago, is manufac- 
turing the “Reelite” shown above. It 
is designed for serving as a special- 
ized light which is often needed in 
industrial plants. 








The new “Fuel-Saver” Tork timer 
made by the Tork Co., 12 East 41st 
St., New York, is designed to meet 
the demand for automatic control of 
domestic oil burners under any 
weather conditions. Used in series 
with the thermostat, it is installed in 
the wall in a standard 3-gang switch 
box. When the pointers are home, the 
system is “on” and the temperature 
of the house remains at the point set 
on the thermostat. In spring or mild 
climates, the system can be normally 
“off” and be turned “on” for an hour 
or so when desired. 








The Arrow Electric Co., Hartford, 
Conn., has introduced the No. 112 
“Arro-Grip” attachment illustrated 
above. This cord-grip attachment fits 
any outlet box cover with one-half in. 
hole or knockout. The caps are avail- 
able for porcelain, brass, shell, and 
aluminum sockets, cord and connect- 
ors, and attachment plugs. 





Curtis Lighting, Inc., Chicago, an- 
nounces a new fixture, the “X-Ray” 
control ring, No. 13351, which, when 
attached to “X-Ray” show window 





floodlight No. 338 or “X-Ray” pro- 
jector No. 51, converts the unit into 
a spotlight. The design of the con- 
trol ring has been so worked out that 
it retains the powerful center light 





beam produced by the unit and at the 
same time completely eliminates the 
spill light. This enables the user to 
change the unit quickly from a flood- 
light to a spotlight. The change is 
made without removing the clamp, 
and the control ring does not inter- 
fere with color equipment. 








The Roach 


3440 N. 


Mfg. Co., 
Chicago, is 


Appleton 
Kimball Ave., 
marketing a “Raco” type RL laundry 
box with the receptacle, of polarity 
type, attached to the mounting plate 


by two eyelets. The plate has a 
tongue which slips into an opening in 
the back of the box and is secured 
in place again after wiring with only 
one screw. The cover is hinged to 
the body of the box and the hasp for 
the padlock is spot welded to the box 
and is passed through a slot in the 
front, forming an ear, to which the 
receptacle plate is attached. 





The No. 440 canopy 
switch (left) is a product 
of the C. B. Wood Elec. 
Co., 565 Broadway, New 
York. Its diameter is 
12 in., depth ¥ in. It is 
said to be the shallowest 
canopy switch made. The 
shank length is y% in., fit- 
ted with two knurled 
lock-nuts % in. and 1 in. 
thick, so that this switch 
can be used for either 
spun or cast canopies. 








11. 













































































114 THE JOBBER’SIJSALESMAN 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 











New Electrical Products, Illustrated 




















Bei gic 


The “Ventura” reversible ventilat- window an adjustable fan frame is 
ing fan shown on the left (above) is furnished instead of the permanent 
a product of the American Blower wall fixture. On the right (above) is 
Co., Detroit, Mich. It is designed as an exterior view showing the adjust- 
a kitchen ventilator whose main fea- able louver. The opening required for 
ture is its permanent wall fixture. this entire unit is 14% in. wide by 
If fan is to be mounted in the kitchen 17% in. high. 




















The Robbins & Myers Co., Spring- 
field, O., is manufacturing the 56-in. 
A. C. ceiling type fan shown above. 
It is equipped with a three speed pull 
switch for fan and single pull switch 
control. The globe holder is 6 in. 









The Triangle Conduit Co., Brook- 
lyn, N. Y., has brought out a pair of 
steel pliers, 114% in. in length, weigh- 
ing two pounds and operating on an 
entirely new principle. It will strip 

















es 





| 





The Jefferson Electric Mfg. Co., : = 

501 S. Green St., Chicago, Ill, an- | any single strip of armored cable, in 
nounces a new bell ringing and signal | 14/2, 14/8 or 12/2 sizes without any 
transformer, which is attached to an | adjustment. The wireman slips the 
outlet box cover and which will be | tool on the cable, opens and closes the 
known as the “Nucode.” It is de- | handles and the operation is complete 
signed primarily for the average resi- 

dence or small apartment. 











Hobart Bros., Troy, O., is making a 
“One Day” battery charger of the con- 
ree = stant potential type. The HB-80-100 

except for sliding off the steel. The ampere unit is equipped with non-re- 








tool has an auxiliary pair of wide versing voltage regulator, 71 volt, 80- 
mouth pliers and a cutting device 100 amp. generator, and motor ranging 
which will cut wire, cable or non- from % H.P. to 1% H.P., and is 
metallic conduit up to % in. outside complete with switchboard and _in- 
diam. struments. 












Paul W. Koch & Co., 31 S. Wells St., Chi- 
cago, is now marketing a new “JIFFY” 
labor-saver, the “JIFFY” pipe bender vise 
in which % in. and % in. conduit may be 
cut, threaded and bent without removing 

rhe Efcolite Corporation, 264 Canal | from the vise. As a vise it will take con- 
St., New York, is now in production | duit up to 2 in., but construction of the vise 
on two new numbers, No. 20 kiln | is much heavier than standard 2 in. size. 
baked, vitreous porcelain bracket with | The bender will make perfect offsets, saddles, 
convenience outlet, and No. 80 pull | goosenecks and other difficult bends quickly, 
chain type, plain, no extra outlet. | easily and absolutely accurately. It is ad- 
These brackets are all wired complete, | justable to either bending downward or side- 
packed one to a carton and may be | wise. It eliminates possible chance of in- 
quickly hung to standard outlet box. | jury by the hickey slipping or pipe breaking 
The special features are that these | and also reduces, in some instances, the 
brackets are always new and may be | number of fittings required on the job. 
hung any number of times. 
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{| dividuals and departments has made 
the Paulding organization what it is 


today. 


Such a spirit becomes inevitably the keynote in 
external contacts, for it is not “‘How much must 
we do to fulfill an agreement’’—but, How much 
can we do to help swell the business of our cus- 
tomers. 


And in the indirect contact, when only our prod- 
ucts can speak for us, those products carry on 





the spirit of co-operation. 











By their good Service they increase the repu- 
tation of those who have placed confidence in 
their merits. 


ling 


OF MERIT 





JOHN I. PAULDING, Inc. 


New Bedford, Mass. 
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WIRING DEVICES 
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Jobbers and 
Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 


for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They combine the qualities of 
durability, uniformity and low 
cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 


They are particularly suitable 
for all low and medium volt- 
age lines ranging from 2300 


to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 
for You. 





HEMINGRAY 
GLASS COMPANY 
MUNCIE, INDIANA 











| Morgan Ellis Joins Cleveland 
Company 
Morgan P. Ellis, until recently 


| general sales manager of the Economy 
Fuse & Mfg. Co., Chicago, has been 











Morgan P. Ellis 


appointed sales manager of the Elec- 
trical Fittings Division of the Elyria 
Iron & Steel Co., Cleveland, Ohio, 
'which is developing a complete line 
of conduit and fittings. 

* * * 


Autovent Makes Additional 
| Appointments 
| The Autovent Fan & Blower Co., 
‘Chicago, has appointed M. C. 
| Hengst, Building & Loan Bldg., 
/Grand Rapids, Mich., as its district 
'representative in the Grand Rapids 
territory which comprises western 
Michigan. 

Sales efforts in Canada have been 
intensified and the following repre- 
sentatives appointed to co-operate 
with jobbers, dealers and contract- 
ors: T. E. McGrail, Plaza Bldg., 
| Ottawa; J. H. Leonard, 405 Tribune 
Bldg., Winnipeg, and F. W. Pen- 
Inock & Co., 3710 Park Ave., Mon- 
treal. ** * 


Stolz Advertising Manager for 


_ National Metal Molding Co. 
| M. Kenneth Stolz has been ap- 





|pointed advertising manager of the | 
National Metal Molding Co., Pitts- | 


burgh, succeeding Grant Davis who 


Marion Steam Shovel Co., Marion, 
Ohio, as advertising manager. Mr. 
Stolz has a well rounded advertising 
experience, having been with the 
Westinghouse Department of Public- 
ity for three years. He is a graduate 





Pittsburgh. 


resigned to accept a position with the | 














| 
| 





of Ohio State and the University of | 































sli 
Mam 


Ask about our 
display rack—it 
makes the sales 


ColluerInsulated Wire Co 


PAWTUCKET, R.T. 





TWO-TIME 
SAVERS 


Fitz-M-ALL 











FITZ-M-ALL 
Trade Mark 193347 


The Fitz-M-All Outlet Box 
Hanger and the Kruse Switch 
Box Supporting Strips are good 
sellers. 


They save installation time and 
money. Remember these points 
when you go to your trade for 
orders. 


The Fitz-M-All and Kruse are 
stocked by over 400 jobbers 
whose sales on them are stead- 
ily increasing. Samples sent on 
request—address Desk A. 


MID-WEST METAL 
PRODUCTS CO. 


MUNCIE, INDIANA 





COLLYER 
Silk nd Cotton | 


| 

\ 
| 
\ 
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ARROW 


Porcelain 


Socket Base 


with Attachment 
Plug Outlet 


This base combines an outlet for light and an 
outlet for current in one unit, suitable for direct 
mounting on a 34-inch box. 











There being only one pair of terminals it can be 
used on old work to replace existing outlets, 
with the original wiring. 


It will be found particularly convenient for 
kitchens, bathrooms, cellars and garages, where 
it is desired to get both light and power from 
one outlet. 


No. 944 base may be combined with any of the 
Arrow Interchangeable Porcelain Socket Bodies, 
but the Pull Type is recommended as the most 
practical. 


This attachment plug outlet is independent of 
the socket outlet and for that reason always 
alive. 








Cat. | atee | sea. | Mmemstens 
No. | Price | Pkg. Inches 


944 |$0.55; 10 | 3} dia. 2% 























THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 








The complete line of Wiring Devices 
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Eagle Growing Rapidly 

A. B. Ayres, general sales man- 
ager of the Eagle Radio Co., New- 
ark, N. J., has just announced that 
two new Eagle radio receiving sets 
have been placed on the market that 
are a great improvement over their 
former models for performance and 





also 


appearance. Mr. Ayres an- 
nounces that William F. King, fox- 
merly of the R. E. Thompson Co., is 
now representing Eagle. 

When asked about his plans for 
the summer months Mr. Ayres made 
the statement that he is hiring, not 
firing salesmen, that business is good 
and they are going ahead just as 
though there were no supposed sum- 
mer slump. A new registered dealer 
agreement, which Mr. Ayres has de- 
vised, presents opportunities to Eagle 
dealers and furnishes an incentive to 
keep up their morale and pep dur- 
ing the summer months. The well- 
known Eagle Neutrodyne Trio will 
continue to broadcast over WEAF 
all summer as this company’s share 
in keeping the public interested. 

The Eagle Radio Co. has shown 
rapid growth since its inception on 
March 28, 1922, and conservative 
methods, have contributed to the 
company’s success and steady growth. 
Starting in a plant at 210 Central 
Ave., Newark, with modest floor space 
of 2,000 sq. ft. the company now occu- 
pies four large floors in its present 
building, comprising total floor space 
of 40,000 sq. ft., at 16 Boyden Place, 
Newark, N. J. 

Mr. Ayres says they are enjoying 
not only more business than they had 
anticipated but it is holding up very 
well and he believes in keeping con- 
stantly at it during the summer 
months and forgetting the bugbear 
called “Summer Slump” will bring 
home the bacon. LEagle’s sales in 
1925 were 100 per cent greater than 
their 1924 sales and 1926 so far 
shows a similar increase. 





A. I. Clifford Co. Appoint- 


ments 
The A. I. Clifford Co., which has 
represented the Marion Insulated 


Wire Rubber Co., of Marion, Ind., 
for the past five years, in the Central 
States, has been given added terri- 
tory, comprising all the Southern 
States, east of the Mississippi River. 
This company also represents the 
Reflector & Illuminating Co., in iden- 
tically the same territory as men- 
tioned above. 

J. C. Wood has been appointed res- 
ident salesman for Pittsburgh, Cleve- 
land, Toledo, and Detroit, with 
headquarters at Toledo. He was for- 
merly appliance salesmen manager, 
for the Varney Electrical Supply Co. 
of Indianapolis. 

Allen F. Thompson has been ap- 
pointed Florida representative, with 
headquarters in Tampa. 

R. H. Clifford has been appointed 
as representative in the central east- 
ern southern states, with headquarters 
in Atlanta, Ga. 

* * * 


Jennings Goes with Bussman 

W. H. Jennings, formerly of the 
sales force of the Electric Appliance 
Co., Chicago, has been made south- 
district representative of the 


Ce: 8k 


west 


Bussman Manufacturing 





| 

| 

iq 
es, 
| 3 
| 

| 

} 





S. G. Cummings, who, as recently an- 
nounced has gone into the manufacturers’ 
agency business at 516 Packard Bldg., 
Philadelphia, has been appointed district 
sales representative for eastern Pennsyl- 
vania, southern New Jersey, Delaware, 
Maryland, Virginia and the District of 
Columbia, by the Fullman Mfg. Co., of 
Latrobe, Pa. 








vice-president and a member of the board 
of directors of the Westinghouse Lamp 
Co., to succeed 'T. G. Whaling, who died 


Arthur E. Allen has been elected a 


recently. Mr. Allen has been connected 
with the Westinghouse organization since 
1902. 





Louis. A Frank Hagerman trained 
salesman should make good anywher: 
and it is a certainty that Martin 
Wolfe will see that Jennings doesn't 
lose any of his wim, wigor and witali 
ty. 

* * * 


New Officers for Copeland 


William, R. Wilson, president of 
Copeland Products, Inc., of Detroit, 
Mich., announces the election of the 
following officers who have recentl\ 
joined the organization: George W. 
Mason, vice-president and_ general 
manager, formerly of the Chrysler 
Corp.; W. D. McElhinny, vice-presi 
dent in charge of sales, formerly with 
“Frigidaire”; Thomas J. Litle, Jr.. 
chief engineer, formerly of the Ford 
Motor Co.; C. W. Haddon, formerly 
with the Velie Motors Corp. 


* * X* 


Jefferson Appoints Mears 

G. W. Mears, formerly assistant 
branch manager of the Cleveland 
branch of United Motor Service, Inc.. 
will represent the Jefferson Electric 
Mfg. Co., Chicago, in its Ohio and 
West Virginia territory. 

Previous to Mr. Mears’ connection 
with United Motor Service, Inc., he 
traveled Ohio, West Virginia, Penn- 
sylvania, New York and Michigan 
for four years. During his last two 
years with this company he served 
as branch manager of its Cleveland 
branch. 
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A SURE 
SELLER! 


SUPERIOR 
MH Quatity \ 


j/ AOHESIvE } 


SLIPKNOT 
FRICTION 
TAPE 


+ PLYMOUTH RUBBER COMPANY, Inc 
—s com. 





Here’s that ‘“‘sure seller’’ you've been 
looking for, J. S., and we'll tell you why 
“Slipknot”’ Friction Tape is so popular— 


First—Because it cannot dry out. 


Second—Because it meets the highest 
electrical specifications. 


And_ third—Because 
through jobbers only. 


Plymouth Rubber 


Company, Inc. 
CANTON MASS. 


it is marketed 













Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. S.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 


Atlanta Los Angeles Spokane 
| Baltimore Minneapolis St. Louis 
| Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
—— Rochester 
enver 
Sacramento 
—. Salt Lake City 
Indianapolis San Francisco 
Kansas City Seattle Trade Mark 











| 
| 


| 


Caskey Goes With Erie 
Malleable 

L. L. Caskey, who, up to the first 
of the year, was traveling for the Star 
Electrical Co., Erie, Pa., went with 
the Erie Malleable Iron Works, on 
May 1, as district manager, with 
offices at 909 Dixie Terminal Bldg., 
Cincinnati, Ohio. 


* * 


Twin Dry Cell Co. 


Warner Jones has recently become 


* 


| connected with the Twin Dry Cell 


b Cox. 


of Cleveland. Mr. Jones is 


| vice-president and director of sales, 


| also a 


| from 





purposes. 


director in the 

went to this new 
the Carbon Products Co., 
Lancaster, Ohio. He was also at one 


company. 
position 


He 





Warner Jones 


time sales manager of the Erner Elec- 
tric Co., Cleveland. 

The Twin Dry Cell Co., is put- 
ting out a complete line of dry bat- 
teries, including radio “A” and “B” 
batteries, flashlight batteries, and No. 
6 dry cells for ignition and general 
Also, something new in the 


line of flashlight batteries is being 


worked out which promises to be of 
unusual interest. 

From the manufacturing standpoint, 
this company is in a strong position 
because of its equipment of automatic 
machines for making batteries, which 
are patented and owned by the com- 
pany. These will insure a uniform 


| product coupled with quantity produc- 





tion which will insure deliveries. 

Sales plans are being built 
around a jobber policy designed to 
meet conditions as they have devel- 
oped: in the past few years in the 


radio field. 


up 


of | 


A “TIMELY”’ 
SUGGESTION 





“RELIANCE” 


AUTOMATIC TIME SWITCH 
Offer the “RELIANCE” Time Switch to 


your trade. They will be interested be- 
cause for more than sixteen years the 
“RELIANCE” Time Switch has proven 
itself to be absolutely reliable and de- 


| pendable. 


Its simple construction, high quality 


' materials and accuracy of manufacture 


place this time switch on a par with 


_any other on the market for perform- 


/RACINE, 


ance and service. 


Every switch is guaranteed for one year. 
It is made in 12 different sizes for 10, 20, 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. This switch is 
approved by the National Board of Fire 
Underwriters. 


7+ SUAsanrer @ 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced Eight Day Time Switch 
for ON and OFF window lights, signs, 
bill boards, apartment house hall lights, 
etc. 


Made in two sizes, 10 and 20 amperes, 
selling for $19.50 and $23.00 list. It 
is made largely of “RELIANCE” parts 


and bears the same guarantee. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 
WISC. 
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Cuts Out Accident Risk 


and Saves Time 


Matthews  Holdfast 
Changer makes a hard job 
4 easy, a dangerous job safe, 

and an expensive job eco- 
nomical. or reaching high 
places, with security to the 
| bulb, changing in a jiffy, with 
| no climbing to do. It’s a handy 
device you should be sure to 
mention to your trade. Simple 
and rugged in _ construction, 
positive in action, it has stood 
the gaff of service and made 
good 


Lamp | 





s+ CORPORATION 
ee ioes Y 
\ “sae 
i 1899 beg 


W.N. Matthews Corporation | 


3724 Forest Park Blvd. 
ST. LOUIS, U. S. A. 


| 
ASK ABOUT THESE: | | 
| | 


Matthews Scrulix Anchors 
Matthews Fuswitches and Disconnecting Switches | 
Matthews Lamp Guards 
Matthews Portables 
Matthews Cable Clamps 

Matthews Guy Clamps 


Matthews Teleheights ia 


Matthews Telefaults 
Matthews Slack Pullers | 
Matthews Adjustable Reels 








Ml 1" 
RHODE ISLAND 
RED 


ARMORED CABLE 


RUBBER COVERED 
WIRE 


SILK axoCOTTON 
CORDS 


RADIO WIRES 











Provipence Insucateo Wire (o 





\ erovivence.r.1. | 


| and editorial and engineering ability. 


Bernhard Enters Publicity and 
Research Field 
Frank H. Bernhard, who for the 


| last six years has been editor of the 


“E M F Electrical Year Book,” is 
now engaged in special technical 


work, having entered that field since | 


the Year Book was actually taken 


over by the McGraw-Hill Co., a | 


month ago. 
Aside from the preparation of ad- 





Frank H. Bernhard 


vertising and technical literature, an 
especially interesting feature of his 
work is in the line of special investi- 
gations and trade studies now so 
much in demand in the manufacturing, 
central station and merchandising 
branches, generally, of the electrical 
industry. In particular, he has that 
ability, so often needed but so rarely 
obtainable, of presenting abstruse, tech- 
nical subjects in language that is com- 





prehensible to the layman or to those | 


engaged in the purely merchandising 
end of the business. 


The field in which Mr. Bernhard is | 


now working, and wherein he can ac- 


cept a limited number of assignments, | 


is wholly electrical, where his training | 


can be utilized to the best advantage. 
A graduate of the Armour Institute 
of Technology, Chicago, he spent 414 
years on its faculty after graduation. 
This was followed by 19 years as edi- 
tor of electrical technical and trade 
publications. Perhaps the outstand- 
ing feature of these years of service 
to the electrical industry was the com- 
piling, and editing of the “E M F 
Electrical Year Book,” which stands 
as a monument to his thoroughness 








BlueBell 


Bell Ringing 


Transformer 





FIVE SELLING POINTS 
Which help you sell the 


transformer: 


BlueBell 


1. It is small enough to fit in a 
shallow box. 

2. There is a wiring diagram with 
every transformer. 

3. It is guaranteed by the manufac- 
turer. 


4. It may be returned fo the factory 


for free repair or replacement if 
not satisfactory. 


5. It is fully approved by the Under- 
writers. 


KILLARK ELECTRIC MFG. CO. 


3940 Easton Avenue, ST. LOUIS, MO. 
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The Multi Power “B” Unit is 
SOLD THRU JOBBERS with 
exclusive territory rights, and 
since it is gaining such wide 
favor, it means money to those 
of you who handle it. 

Multi Power “B” Units attach 
to the lighting line supplying 
sets of i ith permanent 


little attention required. Line 
hums are impossible. No costly 
bulbs or transformers are con- 
tained to burn out or give trou- 
ble—No acid. 


Write for our proposition and 
full selling information. , 


ot 
KIMLEY ELECTRIC CO. 


2664 Main St., 
BUFFALO, N. Y. 
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Original Single Wall 
Roller Bearing Wireway 


Sure—it’s worth 
looking into! 
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DURADUCT 


The Fast Fishing Loom 





TUBULAR WOVEN FABRIC COMPANY — PAWTUCKET, R. I. 
Makers of the DURABILT Products each a Leader in its Line 


DURAFLEX DURACORD DURADUCT DURAWIRE 
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HERE 
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AN OPPORTUNITY FOR SALES 


AISLELITES 








There is unlimited opportunity for the job- 
ber’s salesman who sells Aislelites. They 
are the latest achievement in the aisle light- 
ing field and, therefore, contractors will want 
them. All you have to do is to explain to 
them why the AISLELITE is superior—so 
aa FOR FULL SELLING INFORMA- 








EXHIBITORS SUPPLY CO., 


N 





825 S. Wabash Ave., 
Chicago, Ill. 











wee 


wit) ORICATED 


(Enameled) 


\ARTAOAMS fe fa\ AY) AD Nie T 








(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” , 


They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 

















Manufacturers or others who have 


_ problems involving special research, 


electrical catalogs and literature of a 
special nature, etc., can communicate 


with Mr. Bernhard care of THE 
JOBBER’s SALESMAN. 
x * * 


The Story of Rome X 


An interesting story of how Rome X 
came into being is carried in the Daily 
Sentinel of Rome, N. F., in the issue 
of March 24, 1926. The subject is 
handled in a very effective way, tak- 
ing up the whole of one page and part 
of another. 

a two-column 


First comes story 


| which is an interview with Charles W. 
| Abbott, telling where and how he con- 


ceived the idea which finally led to 
Rome X—how he sought out the com- 
pany that could put it through and 
then sold himself and the idea, as it 
were, to H. T. Dyett, president of the 
Rome Wire Co. 

There is another story by Mr. 
Dyett, who tells of his early interest 
in the subject and the reasons why 
Abbott inspired him with confidence 
in the future of the new product. 


A description follows of the severe 


| tests that the product had to stand be- 
| fore the company was satisfied. 


Then, the most interesting part per- 


| haps, is a sensational story of the fight 


that took place to get the new non- 
metallic sheathed cable approved so 
that it could be placed on the market 
—this latter phase of the problem 
taking from October 21, 1922, 
a short time ago, and the principal 
steps that had to be taken being item- 


up to 


ized in chronological order. 








Recently five men of the Middle States 
Electric Co., Chicago, visited the plant 


| of the Ilg Electric Ventilating Co., Chi- 


cago, and made a thorough inspection. 
They are here seen absorbing information. 
Left to right—G. C. Breidert, manager of 
sales promotion of the Ilg company; Ed. 


Jennings; “Mail-em-in” Potts; H. H. 
Heinze; 'T. N. Mehan, vice-pres., Middle 


States, and W. W. Cox. 
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HARTFORD 
TIME 
SWITCHES 





Nationally recognized and inter- 
nationally known and appreciated 
for the dependable, lasting serv- 
ice which they give. A type in 
wide range of capacities for 
every practical time switch serv- 
ice and—guaranteed. 


Write for 


and prices. 


A. HALL BERRY 


General Sales Agent 
71-73 Murray Street 
New York, N. Y. 


descriptive Bulletin 
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AUUQEAUOGUOOGAQUUCOROUCUAENUAH 


A small assortment of this com- 
pact line will cover the dealer’s 
average requirements. 

Our attractive metal display 
card sells the guards. Prices are 
reasonable; the guards are well 
made and well known. Current 
year’s sales have exceeded pre- 
vious records. A line worth push- 
ng. 


Flexible Steel Lacing Co. 
4698 Lexington St. Chicago, til. 
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FLEXCO-LOK 
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Show This New Fixture—Write Down The oot 


celain finish, and its harmonious lines make it 


> 





4 


wy 


Let your dealers’ eyes rest on the pleasing pro- 
portions of this, the new Dim-A-Lite Porcelain 
Bathroom Bracket, and they will want to stock 
it! Let them turn the knob at the bottom of 
the bracket so they can see how easily the 
volume of light may be controlled. Show 
them the convenience outlet for other elec- 
trical appliances and they will see many sales 
for themselves. Show them how any volume 
of light can be had in the bathroom—a 
dim light for night—a bright light for clearest 
vision—a “medium light for 
general use—write down the 


distinctive. Fine enough, beautiful enough, 
for the most elaborate home, yet it is within 
the reach of the average pocketbook. 
Brackets completely wired ready for installa- 
tion. Designed for standard outlet boxes. 
Furnished without or with convenience outlet 
for other electrical appliances—without con- 
venience outlet, No. 100—with convenience 
outlet, No. 101. 

Listed under the Re-examination Service of 

Underwriters’ Laboratories. 





order, you won't be able to 
prevent their stocking it. The 
oval silhouette, the white por- 


PHILADELPHIA, PENNSYLVANIA 


Wi mT VomPany This will: be Gedestesh waecing 


fixture you ever sold. Demon- 
strate it to your dealers—and 


MAKERS OFDIM-A-LITE it will sell itself. 


DIM-A-LI 





Porcelain 
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BOXES 


Holyoke Products are: 


Multiple conductor 
braided cover 


wire 


Damp proof office 
K K wire 
Magnet wires 


We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
— now use the best! 








Jobbers’ 
salesmen, 
better 
sales rec- 
ords! Hol- 
yoke wires 
are of 


ity and 
greater 
durability. 


Regular single strand annunciator wire 
Regular twisted annunciator wire 
annunciator wire 
Weatherproof single strand annunciator 


Weatherproof twisted annunciator wire 


wire. 





SPOOLS 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 


your 


higher qual- 



































No. 300 


Cat. 





TECCO 


Single Pole 
Toggle 


Three Way 
Flush 
Switch 


Ask For Free Sample. 


TRENTON ELECTRIC 
& CONDUIT CO., Inc. 


TRENTON, N. J. 
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SELL 
HOLYOKE WIRES! 





The attractive window display shown 
above is being furnished by the Reynolds 
Spring Co., Reynolite Division, Jackson, 
| Mich., to the jobbers for dealers’ display 
| purposes. This company is manufacturing 
|the “Reynolite” line of electrical con- 
| venience fittings. 








Reorganization of Westing- 
| house Sales Department 

| A complete reorganization of the 
sales department, involving the re- 
allocating of the managing personnel 
| and the creating of several new activi- 
ties has been announced by E. D. 
| Kilburn, vice-president and general 
‘sales manager of the Westinghouse 
| Electric 
| effective April 1. 

| The change, which involves all de- 
partmental sales managers of the 
|company, consists of the following 
appointments: Assistant to vice-pres- 
ident, E. H. Sniffin, formerly manager, 
power department; director of sales, 
T. J. Pace, formerly manager, supply 
department; central station manager, 
G. H. Froebel, formerly manager, 
'marine department; industrial sales 
| manager, J. M. Curtin, formerly man- 
lager industrial department; transpor- 
tation sales manager, M. B. Lambert, 
formerly manager, railway depart- 
‘ment; assistant director of sales, A. 








E. H. Sniffin 


and Manufacturing Co.,| 

















Es (YUYUYUYEYEYEY) UYUYuyi YMYUYUYEYEYEYEY EY F 

+ Pick Your Nearest Man 
for 

uperior Quality 

upplied With 

uperior 

ervice 








Mr. Lewis L. Barnes, Atlanta, Ga. 
Be sahaneied Sales Co., Pittsburgh, 


B. Hippenstiel, Fametetehin, Pa. 
§ pion Sales Co., Moines, Iowa. 
— Sales Co. * petalt Lake City, 
ah. 
Wm. P. Johnson Electric Co., Minne- 
apolis, Minn, 


SUPERIOR INSULATING TAPE CO. 
ST. LOUIS, MO. 
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PUT VouR WIRES ON THE SURFACE WITH 
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HOOD RIVETED ON 


Wrigley Toggle Bolts 
Made of heavier gauge steel. 
put through smaller holes 
than average toggle bolt. 


First Toggle Bolt made. 


The Thomas Wrigley Co., 
504 Sherman 8t., Chicago, Ili. 











Every Business 


of ee rant NPATION. proper card 


“WIGGIN 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card userse—superiority 
of engraving and the 

convenience of the book 






Th hn B. Wi 
e John égine Company 


Engravers Piate Makers Die Embosser: 
tos Peoples Gas Bide CHICAGO 
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Type “C” 
Rectangular Unilet with 
Cord Grip Cover 


UNILETS 
Type “TB” 


Rectangular Unilet with 
One-wire Porcelain Cover 


“ 


Tiger-Grip Hickey for % 
and 34-inch Conduit 


° 
cats 


“Boltless” Fixture Stem 


OC -3'% Concrete Box Complete 


2 


SALESMAN OF THE JOBBER IS 
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Here are the worth-while selling 
features of the Appleton Line. 
It will pay you to know them. 


Readily-ganged switch boxes 
with interchangeable parts 


These easily-handled, quickly- 
ganged boxes can be assembled 
in any desired combination with 
the aid of a screw-driver. 

No waste of the sides you 
remove during ganging because 
new sides can be added and com- 
plete boxes built up from the 
interchangeable surplus parts. 

All boxes have reversible 
sliding ears—adjustable from 
1/39 to 3/4 inch. Screws won't 
get lost, for they need never be 
removed. 

Knockoutsare the correct size 
for all types of cable. Size and 


shape of boxes is right to accom- 
modate all standard switches and 
receptacles. 


Special lath-support mount- 
ing-brackets can be supplied, 
making it possible to easily 
square the box with the joist. 
Nail-holes are in the correct 
position for speedy installation. 
The lath is held rigid during 
plastering. 

Let us send you complete 
data and prices on this better 
line of switch boxes made by 
the makers of the famous Uni- 
lets. Just drop us a line today. 


APPLETON ELECTRIC COMPANY 
Chicago, U. S. A. 


340 Azusa Street 





1705 Wellington Avenue * 


New York— 265 Canal Street Los Angeles 


FITTINGS 


BETTER WIRING 


Sectional Switch Box 
for Flexible Metallic Conduit 
with Lath Support ° 


and CONDUIT &@& ty | 


STANDARD FOR 
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PRODUCTS 


Transformers and Chokes 
for B-Battery Eliminators 
Audio Transformers 
Voltmeters 


A. C. Tube Step-Down 
Transformers 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street, Detroit, Mich. 











‘TRANSFORMERS of MERIT for FIFTEEN YEARS //.’ 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 








“The House of a Thousand Lanterns” 


Weatherproof 


E> 


Copper Lanterns 
Never Rust 





Help Make More 
Sales With Less 
Effort 





Sold Thru 
Distributors 








Write for Booklet #15 


Gruber Brothers 


392 Broadway New York, N. Y. 








| C. Streamer, formerly assistant to 
| manager, supply department; gener- 
ating apparatus manager, H. W. 
Smith, formerly general engineer; 
traction apparatus manager, A. J. 
Manson, formerly manager, heavy 
traction division, railway department; 
motor apparatus manager, O. F. 
Stroman, formerly assistant to man- 
ager, industrial department; switch- 
gear apparatus manager, R. A. Neal, 
formerly head of switch section, sup- 
ply department; distribution ap- 
paratus manager, G. A. Swian. 
* * * 


Statement of the Ownership, Management, 
Circulation, Etc., Required by the Act of 
Congress of August 24, 1912, 
of The Jobber’s Salesman, published monthly 
at Chicago, Ill., for April 1, 1926... * 
State of Illinois, County of Cook, ss. 

Before me, a notary public in and for the 
State and County aforesaid, personally ap- 
peared C. W. Forbrich, who, having been duly 
sworn according to law, deposes and says 
that he is the general manager of The Jobber’s 
Salesman, and that the following is, to the 
best of his knowledge and belief, a true state- 
ment of the ownership, management (and if 
a daily paper, the circulation), ete, of the 
aforesaid publication for the date shown in 
the above caption, required by the Act of 
August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on the 
reverse of this form, to-wit: 

1. That the names and addresses of the 
publisher, editor, managing editor, and general 











CEDAR POLES 
Plain “y 


_ Butt Treated 
Northern 
-White Cedar 


Western 
Red Cedar 
AUULLILLLLALLLLLB RETA TIRTATERLUSE ELLE 


T. M. PARTRIDGE 


Lumber Company 






















































































managers are: Publisher, Electrical Trade Pub- 
lishing Co., 53 W. Jackson Blvd., Chicago, II1.; 
editor, Howard Ehrlich, 53 W. Jackson Blvd., 
Chicago, Ill.; managing editor, Henry W. 
Young, 53 W. Jackson Blvd., Chicago, IIl.; 
general manager, C. W. Forbrich, 53 W. Jack- 
son Blvd., Chicago, IIl. 

2. That the owner is: (If owned by a 
corporation, its name and address must be 
stated and also immediately thereunder- 
names and addresses of stockholders owning 
or holding one per cent or more of total amount 
of stock. If not owned by a corporation, the 
names and addressses of the individual owners 
must be given. If owned by a firm, company, 
or other unincorporated concern, its name 
and address, as well as those of each indi- 
vidual member, must be_ given.) Howard 
Ehrlich, 53 W. Jackson Blvd., Chicago, IIl.; 
Cc. W. Forbrich, 53 W. Jackson Blvd., Chicago, 
Ill.; F. A. Merkel (estate) 1632% £Sierra 
Bonita St., Los Angeles, Calif. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 1 
per cent or more of total amount of bonds, 
mortgages, or other securities are: (if there 
ire none so state). None. 

4. That the two paragraphs next above, 
giving the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders as 
they appear upon the books of the company 
but also, in cases where the stockholder or 
security holder appears upon the books of the 
company as a trustee or in any other fiduciary 
relation, the name of the person or corporation 
for whom such trustee is acting, is given; also 
that the said two paragraphs cortain state- 
ments embracing affiant’s full knowledge and 
belief as to the circumstances and conditions 
under which stockholders and security holders 
who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a 
eapacity other than that of a bona fide owner, 
and this affiant has no reason to believe that 
any other person, association, or corporation 
has any interest direct or indirect in the said 
stocks, bonds, or other securities than as so 
stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted, through the mails or otherwise to paid 
subscribers during the six months preceding 
the date shown above is B Soe gaa is 
2quire rom daily publications only). 
sealants — Cc. W. Forbrich. 

Sworn to and subscribed before me this 26th 
day of March, 1926. } 

(Seal.) Elsie E. Stover. 

(My commission expires Dec. 10, 1929.) 

* * * 


Index to Advertisers 
(Continued from Page 128) 
Wedge Thread Protector Co................... 
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ASK 
JIM BETTS 


Every kind of motor and motor- 
less flasher for every kind of 
electrical sign 





1390 SEDGWICK AVE., N.Y.C 


a 
Blandin 
‘Radio Cabinets 
JOBBERS! 


Before you put in your orders for 
next season’s RADIO CABINETS 
don’t fail to look over the BLAN- 
DIN LINE. We’ve got. something 


new for you. 











BLANDIN PHONOGRAPH CO. Inc. 
1000 16th St. RACINE, WIS. 











YAGER’S 


Soldering 
Salts — 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 





Paste 


ALEX. R. BENSON CO., Inc. 
. Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 














NORTHERN WHITE 
WESTERN RED 

GUARANTEED GRADES 

i 24Hour Service. 


BUTT TREATING 
ANY SPECIFICATION 


Let Us Show You How 
To CashInOn BELL Poles 


. T CONTAINING 
VALUABLE 
SPORT 
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The Hubbell Tassel Pendant adds a new 
note of distinction to Hubbell Pull Sockets. 






That ‘subtle something’ 


“T never look at a Hubbell Product 


@ eee: mss oy (me 












Standard e e ° ectrolier 
Ky without sensing a subtle something sy 
about it that takes it out of the com- 

monplace.”’ 


The man who made the above remark 
gave us something to think about. For 
that “subtle something” is a real some- 
thing that we insist must go into all 
Hubbell Products and that we want 


Electrolier everybody to understand. Electrolier 
Push Keyless 


It is:—perfection in every detail. 


ek | La 





Hubbell Products reflect the working 
policy that animates our entire organi 
zation. And Hubbell Sockets are not 
an exception. 





HARVEY HUBBELL 
Standard ELECTRICAL SPECIALTIES Electrolier 
Keyless BRIDGEPORT, CONNECTICUT. U.S.A. Keyless-Short 


NEW YORK, N.Y. CHICAGO, ILL. 


HUBBELL Brow Shell Sockets 
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lama Tork Clock— 


I light the smallest window and the 
largest sign. Do you know what to 
sell for the large ones? Here are my 
list numbers and prices. 


ACorDC 


N° 130 OR N°230 
TORK CLOCK TERMINALS 








Retail 
Price 
$20.00 

25.00 


Capacity 





15 Ampere, single pole 
30 Ampere, double pole 
(Also 3 way types ) 


AC only 


NPHS OR N&2I5 
TORK CLOCK TERMINALS 











8 
A 


Retail 
Price 


$60.00 


75.00 
160.CO 
































LINE, 








Capacity 





60 Ampere, double pole 
100 Ampere, double pole 
200 Amrere, double pole 
300 Ampere, double pole | 225.00 
500 Ampere, double pole } 440.00 
(Also 3 pole and 4 pole types ) 


DC only 


Capacity 














Retail 
Price 
$70.00 

75.00 
100.00 
150.00 


List 
No. 
75,061 
75,101 
75,201 
75,401 
75,501 
75.601 





60 Ampere, single pole 
100 Ampere, single pole 
200 Ampere, single pole 
400 Ampere, single pole 
500 Ampere, single pole | 235.00 
600 Ampere, single pole | 290.00 
(Also 2 pole and 3 pole types ) 


Consult your net price list No. 26,015 
or send for it. 


TORK COMPANY 
12 East 41st Street, New York 




















Index to 


Automatic Controls 


ADVERTISING MACHINES 
No. 015 Tork Clock for regular daily schedules 
or No. 306 Tork Timer for special exhibitions. 
Either type can be built in. 

ALARM SYSTEMS 
No. 115 Tork Clock. 

APARTMENT HALL LIGHTS 
No. 115 Tork Clock for night lights. No. 130 
Tork Clock for main hall lighting in large build- 


ings. 
BATTERY CHARGING 
No. 330 Tork Timer. 
sen * ed! PARLORS 
No. 306 Tork Timers with No. 40 flush plate 
and convenient outlet. 
CLOTHES WASHERS AND 
LAUNDRY APPLIANCES 
No. 330 Tork Timer. 
COAL BURNERS [Automatic] 
No. 115 Tork Clock. 
No. 015 Tork Clock if built in, 
CREAM SEPARATERS AND 
FARM MACHINERY 
No. 330 or No. 310 Tork Timer. 
DEPARTMENT STORE LIGHTS 
No. 306 Tork Timers with No. 30 flush plates. 
DISH WASHERS AND KITCHEN CIRCUITS 
No. 306 Tork Timer with No. 40 flush plate and 
convenience outlet. 
ELECTRIC MELTING POTS 
No. 130 Tork Clocks 
ELECTRIC SIGNS 
No. 130 Tork Clocks up to 30-amperes. 
Series 76000 outfits up to 500-amperes. 
ELECTRIC OVENS 
we. 330 Tork Timers or No. 306 Timers with 
relay. 
ELECTRIC PUMPS 
No. 310 Tork Timer. 
ELECTRIC RANGES 
No. 306 or No. 330 Tork Timer. 
ELECTRIC WATER HEATERS 
No. 330 Tork Timer. 
No. 306 Tork Timer with No. 30 flush plate for 
small heaters or for large heaters with relay. 
ELECTRO-CHEMICAL PROCESSES 
12-Hour, 4-Hour, 2-Hour, 35-Minute or 15- 
Minute Tork Timers as required. 
ELECTRO-THERAPEUTIC APPARATUS 
No. 406 Tork Timer with No. 30 flush plate or 
with No. 40 flush plate and convenience outlet. 
FLOOD LIGHTING 
No. 130 Tork Clocks up to 30-amperes capacity 
and Series 76000 outfits up to 500-amperes capa- 
cities. 
HOSE LIGHTING CIRCUITS 
No. 306 — Timer with No. 30 flush plate for 
special roo! 
No. 130 Tork ‘Clocks for regular lighting. 
HOTEL KITCHENS 
No. 306 Tork Timers with relay. 
HOUSEHOLD APPLIANCES 
No. 306 Tork Timer with No. 40 flush plate and 
convenience outlet. 
ILLUMINATED PUBLIC CLOCKS 
No. 015 Tork Clock built in. 
ILLUMINATED POSTER BOARDS 
No. 230 Tork Clocks if exposed to weather. 
No. 130 Tork Clocks if installed in other cabinets. 
INDUSTRIAL EQUIPMENT 
12-Hour, 4-Hour, 2-Hour, 35-Minute or 15- 
Minute flush Tork Timers built in or rotary 
switch type for self-contained installations. 
OIL BURNERS [Automatic} 
No. 115 Tork Clock for mild climates. 
No. 306 Tork Timer with No. 30 flush plate for 
severe climates. 
PHOTOGRAPHIC LIGHTS 
No. 506 Tork Timer with or without relay, ac- 
cording to capacity, or No. 330 Tork Timer 
without relay. 
PROTECTIVE LIGHTS 
No. 115 Tork Clock. 
POULTRY HOUSE LIGHTS 
No. 115 Tork Clock with dim light attachment. 
RADIOS 
No. 306 Tork Timer, 
RAILWAY SCHEDULE CIRCUITS 
No. 166 Tork Clock. 
RAILWAY STATION LIGHTS 
No. 130 Tork Clock. 
REFRIGERATING APPARATUS 
No. 015 Tork Clock. 
RESIDENCE LIGHTS @ SPECIAL CIRCUITS 
No. 306 Tork Clocks with No. 30 flush plate. 
STORE WINDOW LIGHTING 
No. 115 or No. 130 Tork Clock, 
STREET AND PARK LIGHTS 
No. 230 Tork Clocks if exposed. 
TRAFFIC SIGNAL LINE CIRCUITS 
No. 130 Tork Clock. 
WATER Ante Le SYSTEMS 
No. 015 Tork Cloc 
X-RAY MACHINES 
No. 406 Tork Timers with No. 30 flush plate or 
— the No. 40 flush plate and convenience 
outlet. 





JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 
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EVEREADy COLUMBIA 


SAYS the Charlotte (N. C.) Hardware 
Company, “We have been selling Ever- 
eady Columbia Dry Batteries for the 
past twenty years and have always found 
that they give the very best of service 
for the purpose desired. By using the 
advertising material furnished by you 
our sales have been greatly increased.” 

It is impossible to say where the job- 
ber’s salesman will find the most enthu- 
siasm for Eveready Columbias. He will 
discover old-timers, like the Charlotte 
firm, who have learned through long 
years what is the most profitable mer- 
chandise. He will also find plenty of 


EVEREADy COLUMBIA 


“They give the very best of service’ 
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newcomers who are just as pleased with 
their much shorter contact with these 
batteries and with us. Eveready Co- 
lumbia Dry Batteries are worthy of your 
sales efforts, for new and old dealers 
have proved over and over again that 
their sales cost is low, turnover rapid, 
and customer satisfaction complete. 
They are sold to the trade through job- 
bers only. 
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Manufactured and guaranteed by 


CARBON COMPANY, Inc. 


San Francisco 
Kansas City 


NATIONAL 
New York 
Atlanta Dallas 


Chicago Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


COLUMBIA 
Dry Batteries 


-they last longer 
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Bull Dog’s Big Offer to Contractors 
Another - Sales Booster for YOU! 


Ths 


with 1 O os 


Introductory Offer on 3 New Bull Dog Products 








An Opportunity for Jobbers 


BULL DOG'S latest sensational improvements, the 
SAFtoFUSE and the FUSENTER for toggle 
switches, are now being offered to contractors in 
an amazing introductory offer. You, as a jobber, 
will be called upon to fill many of these orders. 
See that you have a stock of this special assortment 
on hand. Every home-owner, electrical contractor 
and every architect has 

been waiting for an Electric 

Range Switch compact in 

size, neat and attractive in 

appearance, inexpensive in 

cost. The BULL DOG 

SAFtoFUSE is it 


electrical 


them now! 


+ypo™ 


. Hosts of ' 
i contractors will 
take advantage of this lib- Eo 
eral introductory offer. Stock 


{SAFE TO FUSE } 


; Mutual Electric & Machine Company, 
Detroit, Mich. 


‘ [] Enclosed please find $10.00. Send me your 3 new | 


products under your money-back guarantee. 


[1 Send information and jobbers’ prices on special 
introductory offer to contractors. 





Famous Bull Dog Quality 


With the BULL DOG SAFtoFUSE and the 
FUSENTER equipped for toggle switches 
(switches not included), BULL DOG keeps 


up its reputation for startling improvements 
in electrical wiring equipment. Always BULL. 
DOG is in the lead and constantly BULL DOG 


quality is kept at the top. 
These products are de- 
signed to save the con- 
tractor time, labor and 
material in his work. 
Order a stock of special 
sets so as to be able to 
supply the demand. 


MUTUAL ELECTRIC & MACHINE COMPANY, DETROIT, MICH., U.S. A. 











